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: ed of the Nation’s Economy: 
Up 
Money 1n Circu.aTion — Federal 
7, erve Bank members increased 
> their reserves by $78 million in last 
Fy // week surveyed. Money in circula- 
tion increased $94 million, and re- 
ve bank credit $41 million. 


_ Gasotine ConsumPTIoN—Reached 
| @ record of 49.5 billion gallons last 
/ year, a gain of 3 billion from the 

\ former high set in 1952, accord- 

ing to American Petroleum In- 

| “ 

\@ Crupe On Srocxs— Totaled 268,- 
547,000 barrels in last week report- 

‘ ed, a net increase of 1,605,000 from 

3 the preceding week. Daily average 
luction was 6,486,000 barrels, or 
g 34,000 more than the week before. 

* 


* s 


Down 


- Reran, Sates—March retail sales 

~ were off 2 percent compared with 

‘- and 5 percent compared 

: with March, 1953, according to Com- 
‘merce Department. Total sales in 

Zé ch were $13.3 billion of this 

|}. sum, $2,539,000,000 went into sales 

| of automotive items. 

" DepartMENT Stores — Sales in 
_ last week reported were 13 per- 
-cent below the like 1958 week, ac- 

cording to Federal Reserve Board, 

and 11 percent below the preced- 
ing week. 


_ Sree. Ovuteput—Production capac- 
_ity of the steel industry was sched- 
_-uled for last week at 67.3 percent, 
» compared with 68 percent the pre- 
_ vious week. 





Top Cars 

a New-car registrations for two 

~ months, plus eight states for 
| March: 

"1954 Pos. Make 1953 Pos. 

" 1—186,070 Ford 156,535— 2 

. 2—184,399 Chev. 174,225— 1 

3— 67,0440 Plym. 94,509— 3 

4— 62,915 Buick 66,387— 4 

| §&— 53,622 Pontiac 57,001— 5 

6— 49,391 Merc. 40,349— 8 

J— 38,771 Olds. 46,043— 6 

8— 24,093 Dodge 45,436— 7 

2 9— 18,709 Chrys. 24,427—10 

— 10— 15,807 Stude. 20,707—11 

- l1il— 13,880 DeSoto 18,955—12 

fs 12— 12,429 Nash 27,626— 9 

13— 10,844 Cadillac 18,011—13 

- 14— 8410 Packard 14,142—14 

15— 5,834 Linc. §,739—17 

16— 5,645 Hudson 11,116—15 

_ VWi— 2,908 Willys 9,573—16 

18— 1,010 Kaiser 5,118—18 

19— 287 HenryJd 2,558—19 

3,369 Misc. 5,839 
Total All Makes 
166,433 844,296 


a For further details, see page 
_ 48, today’s issue. 
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Rise Continuing 


For New Autos 


Used-Car Reports 
Indicate Market 
Is Levelling Off 


By Bob Lienert 
Staff Writer 
|, pong sales, field reports in- 
dicated last week, are still 
climbing in a spring-inspired sell- 
ing wave which may push April 
over the 500,000 mark. 

The used-car market, however, 
apparently has reached a plateau 
after starting the upward trend 
of the entire retail end of the 
industry several months ago. 

Since used-cars are considered 
the retail bellwether, industry ob- 
servers expect the new-car sales 
curve will round off in four to five 
weeks. 

x * a 

LTHOUGH the used-car accel- 

eration has tapered off, some 
independent dealers say they ex- 
pect sales for the rest of this year 
to continue at levels higher than 
last year’s. Some even forecast that 
this year will show up as the best 
used-car year in history. 

Reports from wholesale used- 
car auctions tend to indicate the 
market is strong in some quar- 
ters, but in general is leveling 


off. Some say bidders are eager 


and plentiful, but are shying 
away from pushing up prices. 
Clean cars are still in heavy de- 
mand. 


The cautious attitude has brought 
a mild readjustment, one operator 
said. The most obvious symptoms, 
he said, were irregular perform- 
ances of models, which have been 
“hot” for weeks, and slightly de- 
pressed prices. He analyzes the 
present wholesale market as one 
showing a minor and general let- 
down, not one that is in for a 
drastic change. 


* * * 


vas overall average price of 
wholesale units at all auctions 
reporting to Automotive News last 
week dipped $11 to $864. 

The fifth consecutive decline, it 
pushed the index to the lowest 
point reached since ’54s were 
added to compilations. The net 
decrease over the 10-week pe- 
riod since ’54s were brought into 

(Continued on Page 61, Col. 1) 
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Ford Divisions Cut Output, 
GM Boosts Schedules 


By Tom Hewitt 
Staff Writer 

ae schedules by all General 

Motors divisions were more 
than offset by Ford Motor’s reduced 
output as car production dipped 
slightly last week. But the industry 
turned out its two-millionth vehicle 
of 1954, only one week behind its 
1953 counterpart. 

Turned out in the U.S., accord- 
ing to Automotive News esti- 
mates, were 119,282 cars and 21,- 
568 trucks, compared with the 
previous week’s 119,742 cars and 
22,011 trucks. 

The truck decline resulted from 
a 1%-day shutdown at Dodge, 
caused by a strike at one of its gear 
suppliers. All other truck producers 
held even. 


Ford division’s easing up put| 


Chevrolet in position to jump into 
the top-producer’s seat within two 
weeks. Ford did not work any 


Crumpacker Presses for Trust Probe 


W/ASHIN GTON. — In urging the 
| House Interstate Commerce 
>} Committee to support his resolu- 
*. tion for an anti-trust investigation 
|} of the auto industry, Rep. Shepard 
Fe Crumpacker, Indiana Republican, 
f indicated last week that he was de- 





i Crumpacker Reaction 
4 Rep. Crumpacker was permit- 
_ ted to insert into the Congres- 
a: sional Record reactions received 
’ following his proposal for an anti- 
iS trust investigation of the auto in- 
; dustry. See story on Page 51. 








termined to press his case one way 
or another. 

He said that should the com- 
merce committee fail to take 
definite affirmative action for a 
Federal Trade Commission in- 
vestigation, he would introduce a 
resolution in the House Judiciary 
Committee, of which he is a mem- 
ber, asking the anti-trust division 
of the Department of Justice to 
inquire into the matter. 

(The anti-trust division has been 
looking into aspects of the auto in- 
dustry for some time, as reported 
by Automotive News, Dec. 14, 1953.) 

Crumpacker pointed out that 





there would not have to be any 

specific instance of a violation to 

warrant a probe. The Justice De- 

partment, he said, could proceed on 

the grounds of a reasonable possi- 

bility that anti-trust violations are 

taking place. 

* * 

[aa the need for quick ac- 
tion, he asserted: 

“If something isn’t done immedi- 

(Continued on Page 8, Col. 1) 
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plants Saturday, the first time this 
year, while Chevrolet turned out 
1,000 more cars than in the previ- 
ous week. 
m * * 

UTOMOTIVE NEWS learned 

last week that Chevrolet has 
upped its car schedules by 50,000 
units for the next four months. The 
original goal for April has been 
hiked 10,000 units, while May plans 

(Continued on Page 58, Col. 1) 





eat some makers are starting 
to crack down on new-car boot- 
legging was indicated last week at 
a Buick regional meeting in At- 
lanta. 

Dealers attending the meeting 
report that Ivan L. Wiles, Buick 
general manager, and A. H. Belfie, 
general sales manager, warned that 
dealers found guilty of bootlegging 
might not get their contracts re- 
newed next fall. 

Dealers told Automotive News 
the statement was the “strongest” 
they’d ever heard issued by fac- 
tory officials on any matter. 

General Motors’ anti- bootleg 
policy was outlined last February 
in a letter to all dealers from Pres- 
ident Harlow H. Curtice, but this 
is believed to be the first time that 
dealers in any GM line had re- 
ceived direct warnings of prospec- 
tive punishment. 

Wiles and Belfie, in issuing their 
warnings to the dealers, referred 
directly to the Curtice letter as 





Bootlegging Crackdown 


Buick Chiefs Warn Violators that Their Franchises 
May Not Be Renewed 
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re e with 11.9 
Units a Year Ago 


By Bob Sheldon 
Associate Editor 
PITE the recent sales boom, 
dealer new-car inventories have 
bounded to the highest level since 
World War IL 


Climaxing a four-month climb, 
the dealer average as of Apr. 1 
was 143 new cars, shading 
record of 13.4 set in November. 

The new peak in the Automotive 
News index follows the year’s busi- 
est month productionwise and rep- 
resents a gain from 13.2 units noted 
in March. A year ago in April, 
stocks averaged 11.9 units, then a 
two-year high. 

* * 

_ industry’s salesmen at the 

start of this month were work- 
ing with a potential stockpile of 
604,156 cars, including those on dis- 
play in dealership showrooms, 
warehoused by dealers and fac- 
tories, used as demonstrators and 
still in transit. 

This compares with a revised 
total of 578,122 for March and 
with the record volume of 606,387 
reached in November, when there 
were more dealers to share the 
load. 

Hope had been expressed that, 
with the advent of a strong spring 
market, new-car stocks were eus 
for a levelling-off period. 

* ~ 7 

HIS frame of mind found en- 

couragement in the production 
pattern adopted by several fac- 
tories. Shifts were dropped, work- 
weeks were cut to four days and 
plants were shut down for a week 
(Continued on Page 58, Col. 3) 






authorization for the announced 
Buick policy. 
* es 
Bar said that quicker action 
—such as cancellation — would 
not be undertaken only because 
present Fair Trade laws do not per- 
mit the termination of contracts of 
bootlegging dealers. 
He said, however, that bootleg- 
(Continued on Page 58, Col. 3) 


Production 


Automotive News Estimates: 
U. 8. Cars, Truoks 


150,712 


141,753 


140,850 


Last Prev. 1953 

Week Week Week 
For complete production totals 

by makes, see table, page 58. 
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To Aid Maker’s Competitive Position ... 


Kaiser Workers Cut Pay 10% 


By Joe Callahan 
Staff Writer 


IGNED to trim the cost of 

Kaiser and Willys vehicles by 
20 percent within the next three 
to six months, Kaiser-Willys pro- 
duction workers voted last week to 
give up their incentive bonus, 
amounting to about 10 percent of 
their wages. 

Richard T. Gosser, UAW-CIO 
vice-president, said the workers 
agreed to the wage slash to put 
their company in a better com- 
petitive position with other car 
manufacturers. 


operations, is a constructive step 
forward.” 
* * +. 

AMALTEING the action, Kaiser 

said he felt that the Willys 
workers, the UAW officers and 
Gosser should be especially com- 
mended for their efforts. 

He added that he felt sure 
that management and the em- 
ployes, working together as a 
team, can go far to insure a 
promising future for the Toledo 
auto company. 

Affected immediately by the 
wage cut will be 7,500 Willys work- 


Edgar F. Kaiser, president of | €T8. The move was agreed to almost 


Kaiser Willys Corp., said 
action on the part of Willys em- 
ployes to change from the incen- 
tive plan, which has been in effect 


“The unanimously by 3,500 union mem- 


bers. 
* * 


ce the workers earn an aver- 


for a number of years, to the day|/” age of $80 weekly, the wage re- 


rate providing: substantially in- 
creased efficiency in the company’s 





DETROIT.—Possibility of a de- 
lay in the proposed merger of Nash- 
Kelvinator with Hudson Motor ap- 
peared last week as attorneys for 
two Hudson stockholders filed suit 
in Wayne Circuit Court for an in- 
junction. 

They asked for an order re- 
quiring Hudson to show cause 
why a permanent injunction re- 
straining Hudson officials from 
consummating the proposed 
merger should not be issued. 

It is understood that Hudson has 
15 days in which to answer the suit. 
That date would be Apr. 27. 

However, under terms of the 
merger proposal, the merger under 
the name of American Motors is 
supposed to be consummated by 
Apr. 24. 

It is conceivable that the suit 
could result in long litigation 
which might wreck the merger 
plans. However, observers here 
point out that the proxy state- 
ments under complaint were 
cleared through the Securities 
and Exchange Commission and a 
court upset appears to be unlikely 
although possible. 

The suit was filed by the law firm 
of Shapero & Shapero on behalf of 
a New York law firm representing 
Anthony Shimko, holding 100 
shares, and George E. Herold, hold- 


Buffalo Dealers 
Win Citation 


BUFFALO. — The Buffalo Auto- 
mobile Dealers Assn, has received 
an award from the New York State 
Vocational and Practical Arts Assn. 
for the support it has given voca- 
tional training in the automotive 
field over the years. 

Thomas Grisewood, president, ac- 
cepted the award at the annual 
convention of the vocational group. 





Suit to Bar Merger Filed 


Two Hudson Stockholders Ask Injunction, 
Charge Incomplete Disclosure 


Chrysler Proving Ground Near Co 


duction could mean a weekly saving 
to Willys of $60,000. The basic 


ing 300 shares, of Ridgefield, N. J. 

They are said to be acting on be- 
half of others holding thousands of 
shares. 

In their bill of complaint, they 
charged that incomplete disclo- 
sure was made in proxy state- 
ments upon which Hudson share- 
holders voted March 24, and they 
asked that the vote be declared 
void. 

Asserting that the allocation of 
securities was unfair, the bill 
charged that the directors and offi- 
cers of Hudson had conflicts of in- 
terests between “their own self- 
benefits to be derived from the 
merger and the harm to be suffered 
by the stockholders.” 

It was said that stockholders 
were not given a true valuation of 
Hudson properties nor any satis- 
factory explanation for revision of 
the annual statement after the 
merger was originally agreed to 
Jan. 15, 

The bill said that the revision, 
which showed $6,465,107 loss for the 
fiscal year 1953, resulted from $10,- 
000,000 accelerated amortization of 
tooling and equipment for the Hud- 
son Jet. 

Meantime, Hudson is inform- 
ing those stockholders who voted 
against the merger and who seek 
cash for their stock that the price 
will be based on the market value 
at the close of business March 23, 
or 9% a share. 

It is understood that appraisal 
has been sought on some 100,000 
shares, and some stockholders are 
shooting for $30 a share. 

Under terms of the agreement, if 
appraisal is sought on more than 
40,000 shares of the 250,070 Hudson 
shares voted against the merger, 
either Nash or Hudson has the 
right to abandon the agreement. 
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mpletion— 


High-speed road testing is under way at the new Chrysler engineering proving 








ground in Chelsea, Mich., which is now nearing completion. Shown is the 2.23-mile 
straightaway where brake, acceleration and fuel economy tests are made. The track 
also includes a 4.71-mile high-speed oval, another 1.59-mile straightaway and a 
10.5-mile gravel-surfaced endurance road. 


hourly wage of the workers will 
not be affected. 

The employes may recover a part 
of their lost pay from a proposed 
profit-sharing plan, which calls for 
the placing of part of each sales 
dollar into a special fund. Gosser 
said, however, it probably would 


be December before any bonuses 


would be paid. 

Eventually, one-third of the 
fund would go to the employes, 
one-third to the company and 
one-third earmarked for en- 
gineering purposes. 

Although there will be no cut in 
employment by Willys, Gosser said 
the program would, “if successful, 
result in 5 percent more production 
with 5 percent less manpower.” 

* * * 


co IMPLEMENT the program, 
members of Local 12 will estab- 
lish a productions standards com- 
mittee and a bonus-fund commit- 
tee, which will work with manage- 
ment. 

While the general policy of the 
UAW is against a pay cut in any 
form, local unions are to a large 
extent autonomous and can take 
action on their own initiative in 
special circumstances. 

Kaiser was also helped last 
year by the union when Local 
142 at the Willow Run (Mich.) 
plant agreed to modify its con- 
tract to help Kaiser. 

Under the Willys incentive pro- 
gram, hourly pay rates were geared 


to the number of units produced | 
and whenever the standard number | 


of units was made, the workers got 
a bonus. 


* 7 

yy. many Detroit workers 

greeted the announcement 
with disgruntlement, Detroit local 
presidents, who declined to be 
quoted, said the Toledo problem 
was “strictly a special economic 
situation and that there was no 
alternative.” The Labor Department 
lists Toledo as a distressed labor 
area, meaning its unemployment 
equals at least 6 percent of the 
work force. 

The program was worked out 
during several months of con- 
ferences between union and com- 
pany officials. 

UAW officials pointed out that 
the Toledo action is not unique, 
since the same procedure was 
adopted recently by the CIO Tex- 
tile Workers and by other unions. 

Willys advertised delivered prices 
range from $1,737 to $2,411, while 
Kaiser prices range from $2,334 to 
$2,617, except for the Kaiser Dar- 
rin at $3,668. 


« * * 
7 most newsworthy item to 


emanate from the UAW-CIO’s 
(Continued on Page 61, Col. 1) 


Metropolitan Held 
Spur to Nash Gain 
Of 64% in Sales 


DETROIT. — Nash car sales in 
the U.S. increased 64 percent in the 
last 10 days of March, compared 
with the previous 
10-day period, H. 
Cc. Doss, sales 
vice-president, re- 
ported last week. 

Biggest jump 
came in the Ram- 
bler series, which 
accounted for 43.5 
percent of the 
sharpest rise in a 
like period this : 
year, Doss said. : 

Retail deliveries a. CO. Bos 
of Ambassadors rose 25 percent, 
while the new Metropolitan regis- 
tered 25.4 percent of the total. 

“There is no doubt in our minds,” 
Doss stated, “that the overall in- 
crease was stimulated by the intro- 
duction of the Metropolitan on 


* 


March 19. Many of the thousands | exceed $1 billion.” 


who came into Nash dealer show- 
rooms to see the Metropolitan 
stayed to become acquainted ... 

“A normal upturn is expected 
with the advent of spring, but noth- 
ing like this has happened before. 

The Metropolitan seems to 
be breaking open a market for new 
uses of cars by the traffic bound, 
the commuter, fixed-income retired 


couples as well as new family units | must come primarily from Federal 


and young single people.” 





| 





Big Day for Studebaker 





‘i 


Workers Cheer Studebaker Victory— 


Workers of Studebaker were elated when news came that a Studebaker Land. 
Cruiser had won the Mobilgas Economy Run and that all three Studebaker entries had 
captured top honors in their classes. M. K. Kelly, general foreman of motor assembly, 
writes the final figures on one of the scoreboards which informed workers of the — 
day-to-day progress of the stock car classic. 





Trophy for Sweepstakes Winner— 


Gathered around the trophy for the winner of the 1954 Mobilgas Economy Run are 
(from left), Dick Griffith, driver of the Studebaker Land Cruiser which topped 19 other 
entrants; L. E. Von Schultheis, president of Paramount Motors, Inc., San Francisco, 
which sponsored the winning car; Clarence Beesemeyer, vice-president of General 
Petroleum Corp., who presented the trophy, and Wilbur Shaw, Indianapolis Speed- 
way president and official referee of the event. 


$50-Billion Road Program 
On 10-Year Basis Urged 


DETROIT.—A $50-billion, 10-year 
traffic and highway modernization 
program has been urged by Arthur 
O. Dietz, president of C.1.T. Finan- 
cial Corp. 

Dietz told the Detroit Economic 
Club that such a program, carefully 
planned, would open new opportun- 
ities for “continued national pros- 
perity and a better life for every- 
one.” It would give the auto indus- 
try a “dramatic growth,” he said. 

Dietz said that “incredible as it 
may seem, since 1945 this country 
has built more miles of automo- 
biles than miles of highways.” 

There is no quick and easy solu- 
tion, he said, to the problem of the 
Nation’s “road deficiency,” which 
the American Assn. of State High- 
way Officials estimates will require 
an expenditure of $50 billion if the 
Nation’s highway system is to be. 
made adequate. He said it would be 
impossible to do the job in one or 
two years no matter how much 
money was made available, because 
of the need for advanced planning 
and the limitations of equipment, 
skilled manpower and materials. 

“Maybe — just maybe — we could 
build up in a few years to an aver- 


don’t favor excessive government 
spending or government interven- 
tion in private business. But I think 
we should distinguish between gov- 
ernment spending which expands 
the area of operation for private 
business and that which competes 
with private business. 
“Government expenditures for 
traffic and highway modernization 
do expand the area for private 
(Continued on Page 60, Col. 3) 


Anderson Adds 
Distributorship 
For Packard 


SEATTLE —M. O. Anderson, 
auto distributor and dealer here 
since 1936 and past president of 
NADA, has been 
appointed Pack- 
ard _ distributor 
for western 
Washington, Ore- 
gon and Alaska. 

His new firm, 
called ABC Pack- 
ard, supplants the 





age annual expenditures of $7 bil- former Packard 
lion or $8 billion on new roads, to dealership in Se- 
which $3 billion must be added for attle, Metropoli- 
current maintenance,” Dietz said. tan Packard. 


M. O. Anderson Formerly a 
Buick distributor, Anderson became 
a DeSoto-Plymouth dealer last July 
when Buick distributorships were 
dissolved. He will continue to op- 
erate the DeSoto-Plymouth dealer- 
ship, M. O. Anderson, Inc. 


The two corporations will be 
housed in separate locations in the 
large Anderson headquarters build- 
ing at Seventh Ave. and Virginia 
St. in downtown Seattle. Anderson 
also has a sales and service build- 
ing and a used-car lot in West 
Seattle. 


“But the maximum addition from 
one year to the next could hardly 


This program would nearly 
double the 19538 spending rate of 
$5.2 billion, he added. But because 
of the great increase in road con- 
struction costs, last year’s ex- 
penditure was only the equiv- 
alent of about $1.5 billion in pre- 
war dollars—the amount which 
was spent in 1938. 

“The financing for this program 


and state sources,” Dietz said. “I 
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AT is a permanent contract? 

It is simply one that lasts for- | 
ever, so long as the performance | 
requirements are met. The factory’s 
equity is recognized in such a con- 
tract because, unless the stipulated 
performance is met, the contract 
reverts to the factory. It is equit- 
able to the dealer, because it gives 
him freedom of opportunity to 
make good in this field. 

A permanent contract is also 
known as a “forever contract” or a 
“performance contract.” It can be 
a very brief and understanding af- 
fair. The performance requirements 
are based upon the automobile 
registrations in the territory it cov- 
ers. The performance stipulation 
automatically varies each year in 
accordance with the change in local 
registrations, as compared with the 
percent of national registrations of 
the various makes. 

There is no better index of 
market potential in any county 
or area than automobile registra- 
tions. Registrations indicate the 
purchasing power of the individ- 
uals in the territory much better 
than other indices such as home 
ownership, income tax payments, 
local income from agriculture, 
manufacturing or services, 

All that a manufacturer expects 
from any territory is assurance 
that he obtains his fair share of the 
business. A manufacturer can get 
that as well as growth under a 
permanent contract much better 
than he can under the present type 
of dealer contract. 

Such a contract automatically 





Rochester Dealers 
Elect Simmons 
As President 


ROCHESTER, N.Y. — Raymond 
H. Simmons has been elected 
president of the Rochester Auto- 
mobile Dealers Assn. 

Vice-president last year, 
mons had served three years as a 
director prior to that time. He 
succeeds Maynard W. Hallman. 

One of the few active original 
members of the 33-year-old associ- 
ation, Arthur C. Lohman, was 
picked as vice-president. In the 
early days of the organization, 
Lohman served six years as its 
secretary and auto show manager. 

Two others who have served in 
the same jobs for nearly a quarter 
of a century were reelected. They 
are Edward J. Horton, 24 years as 
treasurer, and Edward C. Schoen, 
22 years as secretary. 

Speakers at the meeting ex- 
pressed enthusiasm over the new 
and used-car business prospects of 
the immediate future. Lohman 
said that Rochester was not 
troubled with bootlegging. He 
credited the “ethical standards 
maintained by dealers here.” 
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Dealers tell me 


By John 0. Munn 






permits a dealer to go all-out in 
investments for service facilities. 
He can forego immediate profit on 
selling cars to build up registra- 
tions. He can afford such capital 
investments because a permanent 
contract becomes a bankable con- 
tract—one on which he can borrow 
money to expand or make improve- 
ments. With a permanent contract, 
it would become the exercise of 
good judgment to make larger in- 
vestments in the business because 
the dealer could live to see the re- 


turn from those investments. 
* * a 


Correcting Inequities 
_ a permanent contract 
means the continuous expansion 
of facilities that will take care of 
the growing service needs of auto- 
mobile owners. Service potential is 
more important in the long run to 
both factories and dealers. The 
permanent contract is laying a con- 
dition whereby a greater percent- 
age of service will return to this 
field. The automobile dealer makes 
the original sale, and he is the only 
one in the community, outside the 
owner, who is interested in the 
line reputation of the car and in 
keeping maintenance cost at a 
minimum. 


A permanent contract also would 
correct another inequity that has 
existed since the beginning of this 
trade. An automobile dealer is the 
only merchant on Main Street who 
can’t sell goodwill when he sells 
his dealership. He might work hard 
for many years to develop a repu- 
tation unequaled by any other out- 
let in the community but when he 
goes to sell, under the present con- 
ditions, the factory must approve 
the buyer. 

The interest is then on the 
buyer, rather than on the seller. 
The old dealer is forced to sell at 
inventory value or less. 


With a permanent contract there 
is no question as to the right of the 
owner to sell when and to whom he 
may desire. Of course, the new 
buyer must fulfill the performance 
requirements that are stipulated in 
the contract. 

Factories always declare, when 
they sign up a dealer, they hope it 
will be permanent. So why not 
carry out this intention by putting 
it in the contract? There are many 
more arguments in favor of such a 
contract, both from the dealer’s and 
manufacturer’s view point. 

* * x 


Protecting Economy 
GET such a contract means 
collective action. No manufac- 
turer is going to offer it volun- 
tarily. When we say collection ac- 
tion, we mean by both association 
and government. No one wants gov- 
ernment in business. Automobile 
dealers are as united in that opinion 
as any other group of individuals. 
Collective action has always been a 
prelude to individual freedoms. Re- 
call your history, and you will agree 
that collective action has been a 
prelude to all human progress. 


To have government sponsor a 
fair dealer contract is not putting 
government in our business. The 
government is interested in the 44,- 
000 small business men on Main 
Street. They mean so much to the 
nation’s economy. 

They, with their investments, 
bestow, more than any other fac- 
tor, the blessings that all human- 
ity derives from the use of the 
automobile. 


If it is collective action that is 
needed to save and faithfully de- 
fend from waste the natural re- 
sources, the soil and minerals, the 
forests, waters, and wild life of this 
nation, then the same leadership is 
interested in providing freedom of 
opportunity for such an important 
strata of our national wealth as 
automobile dealers. 








New N. Y. C. Coliseum 


May Revive Shows 


NEW YORK. — Construction 
began last week on the $30 million 
New York Coliseum in mid-Man- 
hattan which, when completed in 
1956, could house a New York 
auto show and possibly, a na- 
tional auto show in future years. 

An auto industry spokesman 
said that although the matter had 
not come up for discussion yet, 
there was no question but that 
one of the major objections to 
these shows—lack of facilities— 
would now be overcome. 





Small Deaters Report 
Sufficient New Cars 


| i greeigcis charges that preferen- 
tial treatment of large-volume 


dealers is forcing an oversupply of 
new cars into bootleg channels, 


small dealers told Automotive News 
last week that they are generally 
satisfied with factory distribution 





New President of R.1. Association— 


Romeo D. Asselin (left), retiring president of the Rhode Island Automobile Dealers 
Assn., and Frederick J. Bell (center), NADA executive vice-president, congratulate Leo 


B. Carey on his election to the group's presidency. 


PROVIDENCE.— Overproduction 
of cars, which in 1953 was consid- 
ered a contributing factor to boot- 
legging, is still going on and should 
not be allowed to continue, Fred- 
erick J. Bell, executive vice-pres- 
ident of NADA, told the Rhode 
Island Automobile Dealers Assn. at 
its annual meeting here. 

The convention elected Leo B. 
Carey, DeSoto- Plymouth dealer 
of Warwick, R.1., and chairman 
of the State Dealers Licensing 
Commission, as its new president. 

Bell said he thought the “super- 
market” type of dealership, where 
any make of car can be found, is 
not in the interest of the customer. 

“Bootlegging is a menace,” he 
stated, “and action must be taken 
to eliminate it.” He added, however, 
that after much discussion with in- 
dustry leaders he had found that 
there is no easy answer to the 
problem. 

Bell described NADA’s attempts 
to get clearance from the anti-trust 
division of the Department of Jus- 
tice for restoration of the anti-boot- 
legging clause to make certain that 
the retail dealer sells to the in- 
dividual customer, not to another 
dealer for resale. 

Bell reiterated his belief that 
the manufacturers should have 
a vice-president in charge of 
dealer relations. 

He said such a vice-president 
would be just as important as the 
vice-presidents in charge of public 
relations and labor relations, and 
that the manufacturers are “miss- 
ing the boat” when they fail to 
cultivate the dealers and to make 
greater efforts to improve maker- 
dealer relations. 

“With the unity of all associa- 
tions, there is literally nothing that 
cannot be accomplished for the 
good of all,” Bell said. 

Gov. Dennis J. Roberts compli- 
mented the organization on the 
quality of its leadership and the 
“cooperative effort of the dealers to 
serve the people of the State.” 

The Rhode Island dealers 
adopted resolutions commending 
the Providence Better Business 
Bureau and the Providence Journal 
for their fights against high Rhode 
Island insurance rates. 

The Journal has run a series of 
articles concerning certain auto re- 


Bell Warns of Overbuilding 


Tells R. I. Dealers It Should Be Stopped Now 
To Stamp Out Bootlegging 


pair shops which have been hiking 
collision repair bills unethically in 
Rhode Island. 

Other speakers included Romeo 
D. Asselin, retiring president; Laure 
B. Lussier, registrar of motor ve- 
hicles, and State Senator Raymond 
A. McCabe. 

Officers elected were G. Wash- 
ington Frazer, Providence, vice- 
president; Harold A. Lanphear, 
Providence, treasurer, and Harry 
Sandager, Providence, editor of 
the association’s bulletin. « 
Named as directors were Col. 

Thomas A. Clarke, John M. Dunne, 
Robert W. Pierce, Frank W. 
Blaney, Frank L. Hurd, Philip R. 
Graves, Charles Steingold, Philip 
A. Desrochers, Berthelot A. Le- 
claire, Emile A. Pepin, Joseph L. 
Nunes, David F. Fitzgerald, Manuel 
F. Cardoza, Frank A. Morrone, 
George M. Westlake, Fred W. 

Smith, Frank J. Kohl, Eugene B. 
Moone, Julius Abrams, Ellis P. 
Hawkes jr., C. George DeStefano 
and Wallace A. Sefsick,. 

DeStefano was chairman and 
toastmaster of the dinner meeting. 


On the House . 








policies and are getting sufficient 
cars. 

The survey covered rural areas 
in various parts of the nation and 
suburban communities in Florida, 
Washington, California and New 
York. 

Most complaints about insufficient 
cars came from two midwestern 
areas—Indiana and Kansas—which 
are relatively near principal fac- 
tory assembly plants. 

* 


OST of the dealers interviewed 

also said they were getting the 

precise models and colors they 
ordered from the factories. 

Even when they differed about 
the supply situation, the dealers 
polled were nearly unanimous in 
their resignation to what they con- 
sidered a fact—that large-volume 
dealers usually get preferential 
treatment. 

Many of the small-town dealers 
indicated that the supply of new 
cars was vastly improved over last 
year. 

A typical reaction came from 
the small dealers near Tifton, Ga., 
who said, in effect: “We get cars 
when we want them, as many as 
We want, and the exact models 
we order.” 

Expressing a minority opinion, 
a dealer in Berne, Ind., said he 
wasn’t getting his share of cars 
and, furthermore, declared several 
new cars of his make had appeared 
in his town, originating from un- 
franchised sources. 

Following are reports from small 


towns: 
* * * 


Wamego, Kans. 

Nearly every small new-car deal- 
er contracted in this area said that 
he did not receive enough cars to 
meet the demand. Only one dealer 
—an independent—said he received 
sufficient autos and the right models 
for his customers. 

A dealer, who handles one low- 
priced car and two high-priced 
makes, declared that he was very 
short of the high-priced cars, Al- 
though he received more of the 
low-priced make, he did not get 
enough to meet the demand. He 
also complained about not receiv- 
ing the right models in the high- 
priced field. 

A dealer, who said he received 
enough new cars, intimated that he 
could go to a certain big city and 
buy all he wanted of another make 
of car from large dealers—at about 
a $300 discount. 

Another dealer declared that he 
got enough new cars but did not 
receive the right models every- 
time.—(George Humholz.) 

- * * 


Everett, Wash. 

Dealers here all agreed that the 
factories are keeping them well 
supplied with everything they 
order, with ore or two exceptions 

(Continued on Page 59, Col. 1) 


Reports of increased numbers of new-car dealers going out of busi- 
ness (voluntary or otherwise) is not news in the trade. But it does 
point up the auto makers’ inability (or lack of enthusiasm) to make 

ea it worthwhile for veteran dealers to stick; their 


the industry . . 





Wemboff paign . 


the fall... 


experience and judgment will be sorely missed by 
. For those prosperous dealers, who 
want to retire or refuse to work in a competitive 
market, it’s perhaps better that they do make way 
for younger, more enthusiastic dealers . 
those dealers caught in an economic vise and 
forced to give up, the industry feels sorry because 
they will not be easily replaced ... 

New Hampshire dealers association donated a 
new station wagon to the state’s crippled children 
group as its share in the Easter Seal fund cam- 

. Southern California dealers will stage 
their annual golf tourney May 4-9 instead of in 
NADA is enlisting the aid of ATAM managers in its 


. For 


fight to obtain retail exemption for auto dealers in a revised Taft- 
Hartley law. Committee composed of Managers Gil Haley, Paul 
Graves and Ed Cleary will meet with NADA officials this week .. 

Northern California association has added nine new members; 
Montana reports two new dealer members; ditto in Pittsburgh . . 
Like Milwaukee last year, Baltimore is taking its major league base- 
ball seriously this year; dealers were urged to let any employe so 
desiring attend the opening game last week. 


—Perre Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM 


i 4 |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 
{ 2. Every dollar of —_ and oil taxes, collected by state and federal 
€ governments, applied to the building and maintenance of highways; 
© { 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Why YOU Should Participate .. . 





May Safety Campaign 


EALERS who criticize the effectiveness of the annual 
May Safety program have only to look into their own 
operations to find the answer to why this check doesn’t 
catch the majority of cars now running on our highways in 
unsafe condition. 


If you are one of these dealers, ask yourself these 
questions: 


First, is my dealership wholeheartedly participating in 
this May program? 


Second, have I instructed my service crews on a definite 
procedure for an all-out participation in this national 
effort to save lives and cut down the nation’s high accident 
rate? 


Third, have I arranged for banners, window signs and 
other promotional material to designate that I am com- 
pletely behind this all-industry program? 


Fourth, will I follow through to see that nothing stands 





in the way of my dealership doing its part to make the | 
May campaign a success? 


If every dealer would do his share toward making the May 


Safety-Check program a real all-industry affair, there would 
be no question about full police support for the campaign. 


And the “Check Your Car—Check Accidents” program 
could then do for the nation much of what is being accom- | 
plished by various states which now have periodic inspection | 
setups—safer driving on highways and city streets. 


All-industry means ALL dealers—YOU. 








Events 


Dealers Auto Shows 


April 19-25 — Denver Auto Show, Denver 
Municipal Bidg., Denver. 

April 22-25—Sioux City Automobile Show, 
Municipal Auditorium, Sioux City. 

April 29-May 2—Logansport Auto Show, 
City Armory, Logansport, Indiana. 

May 22-3! — Indianapolis Custom Auto 
Show, Manufacturers Building, Indiana 
Stare Esirarounds. 

May 24-29?—Boise Dealers Auto Show, city- 
wide, Boise, Id. 

oS s 


Dealers Conventions 


May 3-4—Illinois Automotive Trace Associ- 
— —_— Leland Hotel, Spring- 
ela, tl. 


May 7-8—South Carolina Automobile Deal- 
e*s Association vention, Francis 
Marion Hotel, Charleston. 


May 10-11—Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri. 

May !1!-12—Massachusetts State Automo- 
bile Dealers Association Convention, 
Hotel Statler, Boston. 

May 18-23— North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 
muaa. 

May 23-25—Michigan Automobile Dealers 
Association Convention, Pantlind Hotel, 
Grand Rapids. | 

June 3-5 — Washington State Auto Deal- 
ers Association Convention, Bellingham, 
Washington. y 

June — Automobile Trade Association of 
— Convention, Ocean City, Mary- 
and. 

June 7-8—Automobile Dealer Associations 
of Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

August — Automobile Dealers Association 
of West Virginia, Greenbriar Hotel, 
White Sulphur Springs. 

Sept. 10-11—Colorado Automobile Dealers 
, Broadmoor Hotel, Colorado 
prings. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 

Sept. 12-13—South Dakota Automobile 

alers Association Convention, Rapid 
City, South Dakota. 

Sept. |6-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 

Sept. 17—Kansas Automobile Dealers Assn. 

nvention, Broadview Hotel, Wichita. 


an, 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

—_ 19-22—New York State Automobile 

alers Convention, Saranac Inn, Sara- 
nac, New York. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 20-2i—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Oct. utomobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 


sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Automobile Deal- 
Fa Assn. Convention, Buena Vista Hotel, 
iloxi. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Agle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Arizona Automobile Dealers 
Assn. Convention, Westward Ho Hotel, 
Phoenix. 

Oct. 17-19—Tennessee Automotive Associa- 
— Convention, Peabody Hotel, Mem- 
phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Hotel rge 
Washington, Jacksonville. 

Oct. 24- jorida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 

Oct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford. 

Nov. 7-9—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 
Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 

Louisville. 

Nov. 20—Utah Automobile Dealers Asso- 
ciation Convention, Newhouse Hotel, 
Salt Lake City. 

Nov. 29- Dec. I—Idaho Automobile Deal- 
os. Association Convention, Boise Hotel, 
joise. 


Dec. 2-4—Montana Automobile Dealers 
(Continued on Page 56, Col. 4) 


10 Years Ago... 


The Big Story 


Henry Ford II was elected executive vice-president of Ford Motor 
Co., second in authority to Henry Ford . . . Revised figures on storage 
battery output in 1943 show a jump of almost 750,000 units over the 
previous year’s total, according to the War Production Board .. . 
Henry Ford announced that he has converted the 300-acre Camp 
Legion in Dearborn into a rehabilitation center to help disabled 
veterans get back into civilian life . 
ments may result from gasoline black market growth, it was warned 
by OPA officials, who described the situation as a “big-time racket” 
. The total number of General Motors 
stockholders for the first quarter of 1944 was 423,780, compared with 
421,945 for the fourth quarter of 1943 and 414,184 for the first quarter 
of 1943 .. . An improved synthetic rubber of the butadiene type was 


involving ruthless murder. . 


announced by B. F. Goodrich. 
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Is it just the case of dealers growing soft and real selling 
techniques getting rusty?__ 
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W 
1/CAN PUSH A BYTTON 
AND FIX A FLAT WITHOUT 
STOPPIN THE CAR-THEN 
THEY GOT SUMPIN 
—SEOo Ser = 
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A MOTOR(AR MAKER WILL DROP NUMBERS FOR ITS WORKERS AND WILL USE NAMES—News /tem 


Letterbox 
‘No Pressure ....:..«.-. 


This is an open forum for the discussion of any subject of interest to our 


hes 
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readers, and your letters are welcomed. No attention is given to 


unsigned 
letters but you may sign your name with the assurance that it will not be 
. Address Editor, Automotive News, Detroit 26, Mich. 


GM dealers are being pressured 
out of business. There has not been 
an instance of that kind near here 
with either Ford or GM dealers. 


I came inexperienced from a 
backwoods farm to take over from 
scratch a Ford dealership which I 
operated for 16 years and, for my 
degree of success both in business 
and financially, I feel indebted to 
Ford. When I decided to resign I 
recommended as my successor & 
deserving young man who was 
working for me and who likewise 
started from scratch and became 
a financial success. 

Thinking again I would like to 
try the automobile business, I took 
the dealership of an independent 
that was progressive, adhered to 
the customer and supplied the au- 
tomobile exactly as ordered from 
color to trim. 

Later it had a reverse of policy 
and the customer’s order was 
disregarded. He was supposed to 
take whatever came off the line 
and like it, and its methods 
toward the dealer became so in- 
tolerable that I resigned. Since 
I have seen my fellow dealers go 
broke one after another and the 
company’s production drop from 
several thousand units per week 
to the present trickle of a few 
hundred. 

I wonder if management may not 
have contributed to a large degree 
to the present plight of the inde- 
pendents. 

It would seem just as foolish to 
restrain Ford and GM from prco- 
ducing what the auto buyer wants 
as it would to restrain the auto 
buyer from buying what he wants. 
—H. E. H.,, West Virginia. 

* ” 


Likes Blow-by-Blow 
We would like to take this oppor- 
tunity to request one dozen copies 
(Continued on Page 56, Col. 3) 


Their Own Fault? 


Being a believer in free enter- 
prise, I read with disgust the ar- 
ticle in Automotive News of Apr. 
5 relative to Rep. Shepard J. Crum- 
packer of South Bend, Ind., seek- 
ing a probe in the House of 
Representatives of Ford and GM. 


This country was built on free 
enterprise, and my belief is that it 
can be maintained on free enter- 
prise. 

The automobile buyer has become 
more motor-wise than in past and 
as money has become a little 
tighter, is looking for the most for 
the dollar. 

Rep.. Crumpacker points out 
that Ford has not changed in 
appearance since 1952 and 1953 
models and that you have to 
look elsewhere for the sudden 
sales pattern. He overlooks the 
major mechanical improvements 
made in the car which now 
classes it as a best buy. 

Rep. Crumpacker says Ford and 


. . Abolition of A coupon allot- 


—From the Files of Automotive News. 
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“Wouldn’t consider 
anybody but 


Commercial Credit...” 


says MR. |. G. PENDARVIS, President of Penn Motors Co., 
Dodge-Plymouth Dealers of Tampa, Fla. 


CCF we opened another dealership today, we wouldn’t consider any other than the 
ComMERCIAL Crepit PLAN. We know they can handle our every financing need. We 
like ComMERCIAL CREDIT service—the way they handle the whole ball of wax and take 
the responsiblity off the dealer. We like being able to finance our cars from factory to 
customer. We like the life insurance benefit to customers. We like the way we are 
allowed to repair our customers’ cars. And most of all, we like the common ground we 
stand on in our entire association with CommerciaL Crepirt and their officials. We 
highly recommend CommerciAL Crepit PLAN to any dealer.” 


COMMERCIAL CREDIT DEALERS ARE Success fi ul DEALERS 


Let us show you how COMMERCIAL CREDIT’s success. Write, wire or phone your nearest 
broad experience, large resources and complete CommerciaL Crepit office today. You'll get 
financing facilities can contribute to your prompt action. 


(Rite \ 


OAD Uw ORB § 


ComMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
.. Capital and Surplus over $145,000,000 

. . Offices in principal cities of the United 
States and Canada. 
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Auto Makers Confer with U. S. Aides. . . 





— 


More Roads, Less Tax Urged 


By William Ullman 
Washington Correspondent 

WASHINGTON.— In a meeting 
last week between motor vehicle 
makers and Department of Com- 
merce officials, the auto men: 

1. Urged the need for more high- 
ways and fewer excise taxes. 

2. Predicted, on the basis of cur- 
rent retail sales, the third highest 
year in auto history for 1954. 

% Asserted that truck and 
trailer sales were on the rise, 
along with cars. 

Secretary of Commerce Sinclair 
Weeks didn’t show up as promised, 
but Undersecretary Walter Williams 
and Lothair Teetor, assistant sec- 
retary for domestic affairs, were 
present. 

The advance agenda for the 
meeting said that preparedness for 
defense emergencies would be 
thrashed out, but the only refer- 
ence to this in the Government re- 
port of the meeting was that some 
of the automobile executives indi- 
eated more detailed planning for 
mobilization was needed. 

Teeter said the purpose of the 
conference wag to give manufac- 
turers and other businessmen an 


Educators Alter 
Standards for 
School Buses 


By Sam Sampson 
Staff Writer 

EAST LANSING, Mich.— New 
minimum standards for school 
buses were drawn up here last 
week by the National .Conference 
on School Transportation, which 
met for five days at the Kellog 
Center for Continuing Education 
on the Michigan State College 
campus. : 

The conference, which was at- 
tended by members of state, city 
and county boards of education 
from nearly every state, deliber- 
ated on 59 aspects of school bus 
safety and performance, and re- 
vised previous standards for large, 
conventional, small, and transit and 
metropolitan type buses, in com- 
pliance with expanding needs and 
improved engineering practices. 

The conference invited represen- 
tatives from each of the chassis 
and bus body manufacturers and 
special equipment men to counsel 
the delegates on present manufac- 
turing practices and advise and 
present information on technical 
matters. 

It was reported that a record 
number of school buses traveled 
the highways in 1953—130,508 units. 
It was estimated that a new rec- 
ord of 7,950,163 pupils had been 
transported to and from school at 
an average cost of $33.65 per pupil. 

Speakers at the conference in- 
cluded Gov. G. Mennen Williams 
of Michigan; J. O. Mattson, presi- 
dent of the Automotive Safety 
Foundation, and Wayne O. Reed, 
assistant commissioner of the di- 
vision of state and local school sys- 
tems, U. S. Office of Education. 


Auto-Lite Show 
Draws 189,423 


NEW YORK.—Attendance at the 
third annual Easter Parade of 
Stars Automobile Show reached a 
total of 189,423 during the 4% days 
it was open to the public. This 
figure is 8,000 greater than the at- 
tendance of last year. 

Ten car companies participated 
in the show, displaying more than 
40 automobiles, including nine 
“dréam” cars. 

Auto representatives reported 
brisk business on the floor. 

A feature of the show, telecast 
nationally, was a dinner party and 
reception given for the benefit of 
the Armed Services Relief Fund. A 
check for more than $28,000 was 
presented to the fund by Royce G. 
Martin, president and chairman of 
Electric Auto-Lite Co. 















opportunity to express their views agency which is cooperating with 

on all Government-industry re- | business.” 

lationships. He added that “The The meeting lasted all day. The 

opinions expressed by the auto- |attendance list was given as 

motive group will be given every | follows: 

consideration by the Commerce 7 

Department.” George W. Malcomson, Chrye- 
ler; W. W. Bowers, Corbitt Co.; 

But the statement was stingy) Goraid J Lynch, Ford; L. C. All- 


with the account of the opinions 
expressed. (The meeting was closed| ™", Fruehauf Trailer Co.; W. J. 
. ’ Mougey, General Motors; H. A. 


to the press.) 
Spanagel, Hudson, and W. C. 


A representative of the Automo- 
bile Manufacturers Assn. was quot-| Schumacher, International Harv- 
ester. 


ed as expressing appreciation of 
“the opportunity to discuss automo-| John A. White, Mack Trucks; R. 
Purdy, Nash-Kelvinator; J. R. 


tive problems with a Government 
Settle, Oshkosh Motor Truck Co.; 


5 on Sales Staff bec aeons Winakean Tistles 
Are Shifted by 


Co.; S. A. Girard, Kaiser; E. White- 
Ford Division 


head, Ward LaFrance Truck Corp., 
and Robert Cass, White. 
John B. Hulse, Truck Trailer 
DEARBORN. — George P. Mon- Assn.; H. V. Hadley, Automobile 
tagnet, national car sales manager 
of the Ford division, has been 
named assistant regional sales 


Manufacturers Assn.; William J. 
Cronin, Automobile Manufacturers 
manager of the new central sales 
region with headquarters in Kan- 


Assn.; James J. Nance, Packard; 
sas City. 


Lloyd Lunstrom, Peterbilt Motors 
Co.; L. Tooker, Reo; Christopher 

L. W. Smead, general sales man- 
ager, said Montagnet will assist I. 


Hammond jr., Steel Products Co.; 
Harold S. Vance, Studebaker; L. F. 
B. Groves, regional manager, in the 
supervision of the sales districts 


Munnerschmidt, Trailmobile; J. C. 
Bennett, Utility Trailer Mfg. Co., 
in Kansas City, Denver, Omaha, 
Des Moines and St. Louis. 


and C. A. Misson, Walter Motor 
Truck Co. : 

C. H. O’Donohue has moved from 
fleet sales manager to car sales 
manager, succeeding Montagnet. 
Howard W. Cook, district sales 
manager in Chester, Pa., has been 
appointed fleet sales manager. 

W. E. Kimbrough has been trans- 
ferred from manager of the truck 
sales department in the general 
sales office to succeed Cook. John 
F. McLean jr., assistant manager 
of the service department, has been 
appointed manager of the truck 
sales department. 

Montagnet is a 30-year Ford em- 
ploye. O’Donohue has been with 
the firm 38 years. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday) 





Chevrolet Sales Drive 


Staged in Cleveland 


CLEVELAND.—In a “giant 
Easter value parade,” all Chevro- 
let dealers in the Cleveland area 
participated in a special promo- 
tional drive. 

In full-page ads in Cleveland 
papers, the dealers offered to give 
500 free season tickets to the 
Cleveland Indian night baseball 
games to the first 500 car buyers. 
The ads featured a “delivered” 
price of $1,727.85 for a sedan. 





Apr. 14 $830". '50 Super Riviera coupe, $745*; 
(Prices are up $50 on clean cars. ca ro0s. Special <<... Soe; He 
Sold 90 cars out of 125 entries.) CHEVROLET—'53 (210) 4-dr., $1,- 


| 
BUICK—’54 Riviera coupe, $2,550*. °53 | 
| 


425*, $1,400*. '52 SL Deluxe sport 
Special 4-dr., $1,435*; RM Riviera coupe, $860*; 2-dr., $875, $855, $815; 
coupe, $2,065* (ps). 52 RM 4-dr., Bel Air, $1,145. '51 SL Deluxe 4-dr., 
$1,310*. °51 RM 4-dr., $865*, $815. $680; 2-dr., 2 at $715, $705, $695; 
‘50 RM Riviera coupe, $610. °48 station wagon, $900*. 50 SL Deluxe 
conv., $340, $125. sport coupe, $510; 2-dr., $750; conv., 


CADILLAC—'47 (62) 4-dr., $325. $600; station wagon, $410. °49 FL 


CHEVROLET—'54 2-dr., $1,800*. ‘53 Deluxe 2-dr., $510, $350, $270. 
(210) 2-dr., $1,225*; Bel Air 4-dr., CHRYSLER—’53 NY 4-dr., $1,500*, 
$1,340*; %-ton pickup, $865. '52 Bel $1,095*; club coupe, $985, °51 Wind- 


Air coupe, $1,140. '51 SL Deluxe 4- 
dr., $755*, $725*, $610*; 2-dr., $755°*, 


sor 4-dr., $890; Imperial 4-dr., $950* 
(ps). 


$715*; SL Special 2-dr., $595; Bel DeSOTO—'52 Fire Dome club coupe, 
Air, $885*. '50 SL Deluxe 2-dr., $520, $1,000°. "51 Custom 4-dr., $si0°, 
$470, $480; conv., $690; 4-dr., $570. $750*, °50 Custom 4-dr., $625*. '49 


‘49 SL Deluxe 2-dr., $415; business Deluxe club coupe, $470. 


coupe, $510. DODGE—’52 Coronet club coupe, $1,- 
— Windsor club coupe, 060, $780; 4-dr.. $840*. ’51 Meadow- 
. brook 4-dr. 775* 50°. "50 Way- 
DeSOTO—'52 Deluxe 4-dr., $920. °51 —a- a " 


Deluxe 4-dr., $675. ‘50 Deluxe 4-dr, FORD—’53 Custom (8) 2-dr., $1,100; 
club coupe, $1,450; 4-dr., $1,425°*. 
"51 (8) 2-dr., $750*, $670, $615; (6) 
4-dr., $535. '50 (6) 2-dr., $430, $415; 
club coupe, $470. '49 (6) club coupe, 
$340. '47 4-dr., $250. °46 2-dr., $210. 

HUDSON—’52 Hornet 4-dr., $1,005*. 
’51 Hornet conv., $875*; 4-dr., $550; 
Pacemaker club coupe, $515. °50 Su- 
per 4-dr., $350. 

LINCOLN—’'49 4-dr., $275. 


$500*. °49 Deluxe club coupe, $455. 
DODGE—’52 Meadowbrook 4-dr., $780. 
*51 Meadowbrook 4-dr., $450, $710*. 
FORD — ‘51 Custom (8) 2-dr., $725, 
$670; club coupe, §$735*; (6) 2-dr., 
$575. °50 (8) 2-dr., $495. '49 (6) 2- 
dr., $290; club coupe, $430. ‘46 (6) 
2-dr., $100. 
HUDSON—’51 4-dr., $625*. 
KAISER—'53 4-dr., $855*. 


ete haee Capri 4-dr., $1,520*. MERCURY—’54 Monterey 4-dr., $2,- 
"49 4-dr., . 380* . '53 club coupe, $1,610*, 
MEROURY—'53 2-dr., $1,450, $1,580. a. mee a Ce gee. 3 
ooen 4-dr., $825, $750; club coupe, at $755*; club coupe, $650. '50 club 

, $590, *49 4-dr., 
NASH—'50 Statesman 4-dr., $185. aa 


OLDSMOBILE—'53 (98) 4-dr., $2,100. 
"51 (88) club coupe, $990*. '50 (88) 
4-dr., $800*; Holiday coupe, $670; 
(98) 4-dr., $500. 


NASH—'52 Ambassador 2-dr., $935. ‘50 
Statesman 4-dr., $360. ‘49 (600) 4- 
dr., $225. 


PACKARD—’51 (200) 4-dr., $865*. OLDSMOBILE—’53 (88) 2-dr., $1,815*. 
PLYMOUTH—’53 Cambridge 4-dr., $1,- ‘51 (98) Holiday, $1,125*. '50 (98) 
095, $1,050. '51 Cranbrook Belvedere, 4-dr., $625*. 
$795. °50 Deluxe 4-dr., $500; 2-dr., PACKARD—’53 4-dr., $1,450*. 


$380; club coupe, $385; station wag- 
PLYMOUTH—’53 Cranbrook 4-dr., $1,- 


on, $515. '49 Deluxe business coupe, 
$380. '48 Deluxe 4-dr., $210. 210, $1,095; Cambridge suburban, 
PONTIAC—’53 (8) Catalina, $1,300*. $1,340. "52 Concord 4-dr., $765. ’51 


52 (8) conv., $1,365*, $1,385*; 2-ar., Concord Suburban, $740; Cambridge 


$1,130*, $1,025, $1,010. '51 (8) club 4-dr., $590; 2-dr.. $560; club coupe, 
coupe, $860; 4-dr., $860. '50 (8) 4- $630, $440 Belvedere, $725. '50 De- 
dr., $730, $565; club coupe, $655; luxe 4-dr., $465, $405. ‘49 Deluxe 
2-dr., $705. 4-dr., $245, $175. 
STUDEBAKER—’53 (8) 4-dr., $1,050*. PONTIAC—’53 (8) Catalina, $1,875* 


‘52 (8) club coupe, $855*. 
dr., $460. 


"51 (8) 4- (ps); station wagon, $1,900*. ‘52 
(8) 4-dr., 2 at $1,100*, $1,060*. ‘50 
* (8) 4-dr., 2 at $650; (6) 2-dr., $335. 
"49 (6) 4-dr., $400. 
STUDEBAKER—’52 Commander conv., 
$900. '51 Champion club coupe, $525; 


* * 
April 7 
(Prices very firm, Sold 115 cars 


out of 150 entries.) " 
BUICK—'52 Super 4-dr., $1,275*; RM 4-dr., $425. 49 conv., $250. 


4-dr., $1,230*. '51 RM 4-dr., $950*, WILLYS—’52 (6) 2-dr., $525. 
‘Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 42, 43, 44, 53 





Dealers Get First Look at Auto-Lite Show— 


While carpenters, electricians and floral experts were still putting the finishing 
touches on the Auto-Lite ‘Easter Parade of Stars’ auto show in New York, auto deal- 
ers of the New York area had a chance to roam around and inspect the 40 cars 
displayed by 10 manufacturers. The show attracted 189,423 visitors. 


Time Held Ripe for U. S. 
To Sell Rubber Plants 


CHICAGO. — Prospects for the have been dropping in favor of 
sale of Government-owned syn- greater usage of crude rubber. 
thetic rubber plants to private in-| This condition, he said, was 
| dustry are good, since both Govern- ‘caused by a price advantage in 
| ment and industry are approaching favor of crude due to a surplus of 
| the disposal program “realistically,” | crude rubber at year end. 


| according to William S. Richardson, 
executive vice-president of B. F. | sactaie uae said that there are 
Goodrich Co., Akron. | products, such as truck 
’ : tires, which still largely consume 
Speaking at a meeting of the | crude rubber for quality reasons. 
Chicago Society of Security Ana- Any upward movement in the 
lysts, Richardson said that Good- price of crude rubber ultimately 
rich remains hopeful for enact- | affects the price of truck tires. 
ment of a disposal program that Richardson said that 3 million 
_ will return this segment of the | tubeless car tires, first introduced 
rubber industry to competitive by his company in 1947, are now in 
enterprise in 1955. service. 

Richardson said, “Operation of a| “We have been advised that tube- 
competitive synthetic rubber indus- | !ess tires will be optional equipment 
try is in the present and long-range on 1955 models of some automobile 
interests of our country. manufacturers,” Richardson de- 


“This applies both to our national clared. 
security and to our living standard ——___—_—_____ 
Dealer Poll Sees 


which reflect the increasingly im- 
3,290,000 Car 


proved products which private in- 
Sales This Year 


dustry can provide the American 
NEW YORK.—Auto dealers be- 


consumer.” 
Richardson predicted the de- 
| lieve they will sell at least 5,250,- 
000 new cars and about one million 


velopment of new and better syn- 
thetic rubbers once the rubber- 
making plants are in the hands 

new trucks this year, according to 
Standard Factors Corp.’s latest 
monthly report. 


of private competitors. 
Richardson pointed out that dur- 
The report also indicates that 
auto dealers could sell more cars if 


ing the past few months sales and | 
consumption of synthetic rubber | 

autos were lower-priced and if 
credit terms are not tightened. 


The report is based on a survey 
of 497 dealers. Standard Factors is 
a publicly owned corporation, deal- 
ing in accounts receivable finan- 
cing, factoring and_ installment 
financing. 

The report finds most dealers 
| want cheaper cars. Most of the new 
autos since 1947 are better, dealers 
say, but the prices are out of ’line. 

The report also says: . 

All 497 dealers agree that if banks 
and finance companies tighten up 
on credit terms, auto sales will not 
even total three million cars this 
year. Downpayments on new autos 
now average about 44 percent, com- 
pared with 46 percent a year ago. 
| Average term of repayment is still 
22 months. 

Dealers take umbrage at the mes- 
sages from their manufacturers 
which insist that six million cars 
|can be sold in 1954 “merely by 2 
revival of hard selling, more adver- 
tising and salesmen’s_ contests,” 
Standard Factors’ report says. 

“The average dealer believes that 
price and credit terms are the core 
of the problem, and: he is acting 
to solve the price problem himself 
where he can,” it says. “Credit 
terms are another matter, and he 
prays that financial institutions do 
not force him to tighten up.” 








Bendix to Conduct 
Atomic Research 


For U.S. Agency 


WASHINGTON. — The Atomic 
Energy Commission has approved 
separate study agreements with 
Bendix Aviation Corp., Detroit, 
and two other firms looking toward 
the practical application of atomic 
power and its by-products. 

The agreements are in keeping | 
with the AEC policy of encouraging 
participation by private industry in 
the development of economic nu- 
clear power. They bring to 11 the 
number of studies being conducted 
by individual concerns or groups of 
companies. 

Bendix has been an associate 
member of the Dow Chemical- 
Detroit Edison Nuclear Power 
Project, which is one of the four 
original groups in the AEC indus- 
trial participation program. 

The Bendix study will deal with 
the future of atomic power and by- 
products, anticipating the develop- 
ment of new reactor designs and 
the discovery of new uses for radio- 
active isotopes or fission products. 

Bendix has made four reports to 
the AEC on small reactor power 
plants and one report on the com- 
mercial utilization of radioactive 
isotopes. It is also engaged with 
Oak Ridge National Laboratory in 
some reactor studies. 

The new project will run for a 
year, with all costs borne by the 
company. 





Buffalo Dealers to Meet 
BUFFALO. — The Buffalo Auto- 
motive Dealers Assn. will hold its 
annual meeting and dinner May 10 
at the Statler Hotel. 
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Studebaker first in actual miles per gallon! 
Studebaker first in ton miles per gallon! 
Studebaker first of all cars with Overdrive! 
Studebaker first of all Automatic Drive Cars! 





ePROVED a> 


ae 
» 
We \ 
C © 
% LATEST Boo 


These tremendous triumphs put new selling punch 
into the Studebaker franchise. Studebaker dealers 
now have unchallenged official proof that the 1954 


Studebaker is America’s No. 1 economy car! 


STUDEBAKER STUDEBAKER 
COMMANDER V-8 COMMANDER V-8 
LAND CRUISER LAND CRUISER 

WITH OVERDRIVE WITH AUTOMATIC DRIVE 


STUDEBAKER 
CHAMPION 
WITH OVERDRIVE 


Alt AUTO 


WINNER IN ITS CLASS WINNER IN ITS CLASS 
WITH 60.84 TON MILES PER GALLON WITH 53.99 TON MILES PER GALLON 


WINNER IN ITS CLASS 
WITH 56.51 TON MILES PER GALLON 


ACTUAL MILES 
PER GALLON 


y | ACTUAL MILES ACTUAL MILES 
| a PER GALLON 7S PER GALLON 
STUDEBAKER “sz, cueemest 
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Threatens House Committee Request . . . 


Crumpacker Presses for Probe 


(Continued from Page 1) 


ately, there won’t be any independ- 
ents left in the auto field.” 


While Crumpacker held the 
close attention and appeared to 
impress the Commerce committee 
with his argument, the final out- 
come is difficult to predict at the 
moment, 

For one thing, a legislative log- 
jam in prospect lessens the chances 
of the Crumpacker resolution, irre- 
spective of its merits. A committee 
spokesman said just now he could 
not see time ahead for adequate 
discussion of the matter. 

* + . 


ge ~nerwer ey the Federal Trade 
Commission is empowered by 
its organic law to make an investi- 
gation without congressional direc- 
tion, if it can find the necessary 
funds and help for what would be 
admittedly “a gigantic job.” 
Charles A. Wolverton, of New 


Jersey, is chairman of the Inter- 
state Commerce Committee, which 


is made up of 17 Republicans and 
14 Democrats. 

Crumpacker denied that his 
resolution was drawn up at the 
request of any manufacturer, He 
gave an emphatic “no” to a spe- 
cific inquiry whether the action 
had been taken at the request of 
James Nance, president of Pack- 
ard, or Paul Hoffman, chairman 
of Studebaker. 

Asked about specific complaints 
from dealers to factories about be- 
ing overstocked, Crumpacker said 





Bootleg List for N. C. 


Shows 135 Sales 


RALEIGH, N.C. — The North 
Carolina Automobile Dealers 
Assn. has reported the following 
185 cars sold by nonfranchised 
dealers in March: 

Chevrolet, 65; Ford, 55; Buick, 
7; Plymouth, 4; Cadillac, 1; Mer- 
cury, 1; Oldsmobile, 1, and Pon- 
tiac, 1. 





that dealers are wary about putting 
complaints in writing out of fear 
of losing their franchises. 


He said NADA spokesmen had 
told him that there was widespread 
concern on the part of dealers 
throughout the country stemming 
from the Ford-GM production race. 

* ” * 


_ body before which Crum- 
packer appeared is the one 
which has the power to halt or give 
impetus to his plea for a joint reso- 
lution authorizing the Federal 
Trade Commission and then, pos- 
sibly, the Department of Justice to 
delve into the charges which he 
has brought against auto manufac- 
turers. 

If the committee decides to go 
ahead, there will then follow public 
hearings and next, if the testimony 
warrants, a measure for House 
consideration. 

Following up his previous 
charges, Crumpacker told the In- 
terstate Commerce committee 
that the competition war between 






Vans to Aid Plymouth U.C. Merchandising— 


A fleet of route vans, equipped as used-car reconditioning clinics, is being sent to 
major auto markets to help acquaint dealers with latest methods of reconditioning. 
According to William J. Bird, Plymouth general sales manager, the clinics are pari of 
a long-range program which Plymouth is working out with its dealers. The mobile 
units will first be sent to eastern cities, he said, where used-car stocks are highest. 


General Motors and Ford has 
caused widespread unemployment 
in the industry, with this unem- 
ployment being restricted to 
Chrysler and the Independents. 
Crumpacker cited figures, based 
on articles appearing in AvutTomo- 
Tive News, to support his conten- 
tion that the industry is gradually 
becoming a “Big Two” and that 





OFFICIAL RESULTS: 


21.8 miles per gallon averaged by 20 





stock American cars in certified test 


In the greatest road test of performance ac 


1954 Mobilgas Economy Kun 


and mileage characteristics of Ameri- § 
can stock cars, 20 automobiles vied for 
Sweepstakes and price class honors in 
the 1954 Mobilgas Economy Run. These ¢3 
cars were fueled with completely New &3 
Mobilgas Special and lubricated with &3 
new Mobiloil Special. &3 


Under supervision of the American Automobile 83 
Association, the 20 cars started the 1335-mile, 
maximum legal speed course from Los Angeles 
to Yosemite National Park, and on to San 
Francisco. The second day, over the snow- 
packed Sierras, at 7135-foot Donner Summit, 
across Nevada to Elko. Wednesday, the last 
leg into Sun Valley. 

Temperature ranged from desert heat to near 
freezing; cars went from sea level to 7135 feet, 
with varying humidity conditions that tested 
both engine and new gasoline performance. 


A.A.A. SANCTIONED — Stock cars identical 
with those you buy were picked at random 
by 3-A. Cars carried average passenger load 
of 4 persons with luggage, or the equivalent. 
Deputized A.A.A. men rode in each car to 
check all driving practices, see that maximum 
speed limits and all other traffic laws were 
strictly observed. 


ENGINES CHECKED — Automotive engineers 
checked and tore down engines. They found 
completely clean engines; spark plugs, carbu- 
retor and automatic choke free of any deposits. 


COMPLETELY NEW MOTOR FUEL 
USED — NEW MOBILGAS SPECIAL 
The Mobilgas Economy Run was the final and 
conclusive test in an exhaustive series of re- 
search and road tests of New Mobilgas Special. 
The more than 28,000 miles covered by the 
competing cars capped the most thorough 
checking of a gasoline under road and driving 
conditions. Mobilgas Economy Run results are 
proof of the basic economy built into today’s 
cars and positive evidence of the mileage char- 
acteristics of New Mobilgas Special. 


ealtbarerdndrdrcraLanaearaDaneLaLaeaLaLaLaceLeLeraEaraLaLeraLaEae 


Mobilgas 





CLASS WINNERS: c:.:: A-$1500-$2050, Standard 


& Overdrive; Class B—$1500-$2050, Automatic Drive; Class C—$2051- 
$2400, Standard & Overdrive; Class D—$2051-$2400, Automatic Drive; 
Class E —$2401-$3000, Standard & Overdrive; Class F —$2401-$3000, 
Automatic Drive; Class G —$3001-$5000, Automatic Drive. 


miles per 
class make of car gallon 


STUDEBAKER Champion Custom 29.5 





A 

B HUDSON Jet-Liner 21.6 
Cc DODGE Royal V-8 25.3 
D OLDSMOBILE Super 88 19.7 
E STUDEBAKER Land Cruiser 28.1 
F STUDEBAKER Land Cruiser 24.5 
G LINCOLN Capri 19.7 


SWEEPSTAKES WINNER: 





miles per 
class make of car gallon 
E STUDEBAKER Land Cruiser 28.1 





BEST MILES PER GALLON OF EACH MAKE: 


IND ing bp i evawG ss ecenaeceaeasaeed 22.3 
GORI FOIE PRUNOE Wi. 6 5.0 ho Wi cece cc cccccscees 17.8 
BE re CUR VR. oo oo 5os 0 oid o:0 tc dieetoecsecnnes 20.3 
I  iccig a sssagviee seen ddacceeedesioes 25.3 
Pe NS Ss nhs ce Te dblenstaceensecence sions 26.1 
I RRND 6-0 Fs Hees dis VES 6-8 ovis eBid Bbibve.0 slian 21.6 
NIN 562i 975» 6 6-n20 gals p.4'0's @ er0.de Oe a Due Ages 19.7 
I NOI S853 s a sion cas vonccsceeee 21.4 
re MRR ite soos 5255 505 ores os COFE seein des 20.6 
IPED oa cs 5 cc cee caw cavadeoeseceones 19.7 
nN COE DORI ooo as scocecncsecccgscciea 17.8 
I III isa Sec oiaae sen ewecendadesces 22.4 
STUDEBAKER Champion Custom................e0000: 29.5 


GAD Mobilgas Economy Run was regulated and supervised 
by the Contest Board, American Automobile Association. 
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independents are being squeezed 
off the market. 

The Hoosier branded as “obvi- 
ously false” the argument that the 
increased market ascendancy of 
Ford and GM has been due to a 
shift in public taste. He declared it 
was due to the all-out competitive 
race of Ford and Chevrolet for 
leadership, a race in which he said 
the two giant companies were “sell- 
ing cars at a loss to drive out com- 
petition.” 

. + + 

Big serge raemnery pointed out that 

the anti-trust laws were origin- 
ally brought into being by the very 
sharp competitive practices of the 
railroads in the 1880s. This same 
situation, he added, is now existent 
in the auto industry. 

Crumpacker testified that “cer- 
tain factories” dictate quotas to 
dealers, who face the loss of fran- 
chise if they don’t order all the 
cars the manufacturer “suggests.” 

Rep. Oren Harris, Arkansas 
Democrat, asked Crumpacker if 
he had any definite evidence of a 
franchise being taken from deal- 
ers for failure to accept factory 
quotas. He added this was a most 
serious charge. 

Crumpacker replied that he had 
corresponded with a Ford or Mer- 
cury dealer—(he didn’t remember 
which)—in Ohio who had claimed 
loss of franchise for that reason 
and had filed suit for breach of 
contract. He said the dealer had 
promised to provide him with addi- 
tional information on the matter 
and that he would put this material 
in the record when it became avail- 
able. 

So-called “bootlegging” was cited 
by Crumpacker as one of the means 
overstocked dealers are using to re- 
duce inventories. 

To bolster his assertion that 
the production race is forcing 
dealers to adopt distress mer- 
chandising techniques, Crum- 
packer read from several news- 
paper advertisements placed by 
dealers. These offered discounts 
on brand-new cars. 

Crumpacker told the committee 
that he had received considerable 
favorable comment from dealers on 
his request for Federal Trade Com- 
mission action, and he read a num- 
ber of letters and telegrams from 
individuals and organizations. He 
read~excerpts from letters sent in 
by dealers. (Some of these had 
been reproduced in the Congres- 
sional Record a few days earlier.) 

Crumpacker stated that the legal 
staffs of Ford and GM are “fear- 
ful” of an investigation of competi- 
tive practices, and that affirmative 
action by the committee on his 
resolution wou 1d impress on the 
two companies the necessity of tak- 
ing quick corrective action. 


2 Goodyear Aides 


To Swap Duties 


AKRON.—Two Goodyear Tire & 
Rubber Co. technical men will ex- 
change overseas assignments Apr. 1 
for a three-month period. 

Allen O. Zimmerman, manager of 
tire compounding in Akron, will 
take over the duties of John W. 
Denson, chief chemist at the com- 
pany’s plant in Wolverhampton 
England. 

Denson is returning to the home 
offices for a refresher course in 
latest compounding developments. 

Zimmerman, a veteran of 37 years 
with Goodyear, has been associated 
with tire compounding and research 
since joining the company and was 
promoted to his present position 
just prior to World War II. 
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AUTOMOTIV E WASHINGTON 
Taft-Hartley Revision 


Runs Into Roadblock 


By William Ullman 


Washington Correspondent 


1. Administration’s drive to push through Congress a 
bill revising the Taft-Hartley labor law eee to be 


snagged last week. The chief reason for the 


lockade was 


the attitude of the House Labor Committee. That group was 
expected to — out a bill early in April, but it seems now 
oOo 


there won’t any action 
until Congress returns from 
Easter recess, Apr. 26. Mean- 
while, there is considerable doubt 
about any action at all. 

The cause of the trouble in the 
House committee is a controversial 
proposal, given tentative approval, 
that the National Labor Relations 
Board be abolished and the hand- 
ling of cases involving labor law 
violation be turned over to the Fed- 
eral district courts. 

Administration officials are 


William Uliman 


by hangs the 
House bill. 
Administration 
men believe the 
courts are not the 
places for settling 
labor disputes and 
that the procedure 
would only post- 
pone settlements 
and place a great- 
er burden on the 
courts But the 
House committee 


against that proposition, and there- | has too many members who likely 


will vote against a bill that does 
not include the court’s provision. In 
that case, there will be no bill, al- 
though Chairman Samuel McCon- 
nell jr. said he hoped for a change 
of viewpoint. 

Debate on the Senate bill is due 
to begin Apr. 26, and while that 
measure comes closer to match- 
ing President Eisenhower's rec- 
ommendations than anything the 
House is likely to produce, it has 
been attacked sharply by man- 
agement, organized labor and 
committee Democrats. Manage- 
ment declares it would go too far 
in relieving restrictions on unions 
in at least three respects, while 
union leaders say it is “worse 
than Taft-Hartley.” 

As a matter of fact, both em- 
ployer representatives and labor 
officials are much upset over what 
is happening. They are quite dis- 
satisfied with the revision layout as 
of the moment and would be con- 
tent to continue with what they 
have, rather than have to take 
what seems to be in prospect. 

* * + 


Slaps Tax Cuts ; 
RESENTING the Administration 
viewpoint, Secretary of the 

Treasury George Humphrey opened 

the Senate hearings on the general 
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May-June Car Checks 
Scheduled in Indiana 


INDIANAPOLIS.—Sheriffs and 
police departments throughout 
Indiana have been urged to join 
in a two-month campaign of 
checking cars for mechanical de- 
fects. It starts May 1. 

Barricades will be set up by 
police to check brakes, head- 
lights, rear and stop lights, tires, 
steering, exhaust systems, wind- 
shield wipers, glass, horns and 
rear-view mirrors. Motorists 
whose cars pass the checks will 
be given stickers. The others will 
be asked to have their cars fixed. 


tax revision bill by declaring that 
“the worst thing we could do to 
America at this time would be to 
increase the deficit by further tax 
cuts.” 

He asked Congress for speedy 
action on the bill, saying that the 
measure would greatly help in “the 
current economic transition.” 

Testifying before the Senate Fi- 
nance Committee, Humphrey said 
that to raise the revenue loss to the 
Treasury $2.4 billion, as the Demo- 
crats want to do by boosting per- 


DODGE TRUCKS 


sonal exemptions from $600 to $800, 
would “jeopardize all we have  !- 
ready done to bring our fiscal <f- 
fairs into order.” He promised that 
future tax cuts would be propos:d 
“when we can cut spending” fur- 
ther. 

He opposed the view advance:i 
by Sen, Walter George, Georgi. 
Democrat, and other Democrats 
that a vast increase in consumer 
buying power must be provided 
through tax cuts in order to ward 
off further recession. 

The economic outlook, he said, 
isn’t as ominous by any means as 
the critics of the Administration’s 
tax program are insisting. More- 
over, just putting cash in the poc- 
kets of people to buy consumer 
goods will not assure prosperity, he 
warned. 

As to the economic situation, the 
secretary said: 

“In January and February of this 
year there were more people em- 
ployed in America than in any 
January and February in the whole 
history of this country except in 
January and February of last year. 

“Some economic indicators show 
downward trends in comparison 
with this same time last year, which 
was the highest year in our history. 

+ ~ s 


| Downs, Ups 


i ¥~ index of industrial produc- 
tion is down 8 percent, civilian 
employment is down a little, as I 
have said, and the gross national 
product is down about 1 percent. 

“Yet construction is running 
ahead of 1953. Business plant and 
equipment plans for 1954 are at a 
very high level. Personal income is 
running a little higher than a year 
ago. And the general price level has 


| been exceptionally stable.” 


As to the claim of the Demo- 
crats that the Administration’s 
general tax revision bill gives tax 
relief in the wrong place and 
must be boosted to give consum- 
ers more buying power, Humph- 
rey said: 

“To have real prosperity in 
America, we cannot stimulate con- 
sumer buying alone. Large tax cuts 
to millions of individuals just to 
buy consumer goods is not enough. 

“Millions of people in this coun- 
try make their living making heavy 
things — big lathes, generators, 
heavy steel and machinery that 
consumers do not buy. Such things 
are purchased by investors.” 

* * J 


Small Firms Important 
Adonaamne a meeting of the 
National Small Business Men’s 
Assn. here last week, Wendell 
Barnes, administrator of the Small 


Business Administration, declared 
that “the size of a man’s business— 
the dollar volume of his sales or 
the number of his employees—are 
not always the most noteworthy 
characteristic of his firm. Many 
small businessmen are truly big 
men by any meaningful measure- 
ment.” 

More meaningful and more im- 
| portant than the dollar volume of 
his business, he said, are questions 
such as these: Does the proprietor 
have a pride in his business? Is his 
business growing? Is he planning 
proudly for the future? Is his busi- 
ness a community asset? 

Barnes emphasized that “we 
must never let ourselves forget 
that the basic structure of our 
economy is sound.” 

“If we can keep small business 
healthy and on an even keel, then 
everything else falls into place and 
we have nothing much to worry 
about,” Barnes said. “Most small 
businesses are sound, healthy and 
strong. But we do know that some 
small firms do need encouragement 
and help.” 

He then outlined the assistance 
the Small Business Administration 
provides these firms, describing the 
pamphlets it publishes and business 
management courses it is co-spon- 
soring with various colleges and 
universities. 


‘Right Good Car’ 

SPARTANBURG, S. C.—The Rev. 
Ira Swanman says the car he used 
for 28 years and which went 59,000 
miles was a “right good car.” He 
consented to trade it in when he 
was assured the new owner would 
keep its speed down to 30 miles 
per hour and give it proper care. 
It has its original leather, paint 
and spark plugs and the preacher 
said it delivered 19 miles per gal- 
lon on church business. 


Good service will attract and keep 
customers. You give the best service on 
Chrysler. Corporation cars and trucks 
when you install MoPar parts and 
accessories. 

That’s because MoPar parts are made 
of the finest materials and are designed 
to the highest standards by Chrysler 
Corporation engineers. They fit better, 


MoPar means genuine Chrysler Corporation parts and accessories 


work better, last longer, 
easier, faster to install. 
Give your customers the best. Always 
recommend and install MoPar parts — 
famous for quality and performance. 


and they’re 
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PARTS DIVISION CHRYSLER CORPORATION DETROIT 31, MICHIGAN 
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Advertisement published in daily newspapers 
across the nation the week of April 19. 
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FLASH - A - CALL 
CAN DO IT FOR YOU TOO! 


AS SERVICE CONSULTANTS 
We know the problems of your shop, how to increase your 
paid labor, establish peak customer relations, raise absorption 
figures, eliminate misapplied help, prevent lost motion and 
lower your internal costs. 


SURVEY WITHOUT OBLIGATION 


We will personally analyze your shop, submit our recommen- 
dations, layout and costs. 


NO COST GUARANTEE 
We will install on a 60 day trial basis, a complete program on 
lease or by purchase, guarantee to increase customer paid 
labor and parts sales 25% or you owe us nothing. 


WE TRAIN YOUR SERVICE PERSONNEL 


Relieve your service manager of detail so that he can think; 
eliminate job follow up for service salesmen so*that they 
have 8 hours a day to sell instead of 3 or 4; relieve shop fore- 
man of job assignment so that he can watch the quality of 
the work turned out and the mechanics that cut corners. Meet 
with your mechanics to show them how they can make $25 to 
$40 more per week by eliminating lost motion between job 
change-over and the present wait at the parts window. 


APPOINTMENT 
Wherever you are located, a man who will not waste your 
time will contact you for a convenient time to discuss our 
program, without obiigation. Please state your name and title, 
make of car handled and the approximate customer paid labor 
including parts that your service department is now doing. 


FLASH-A-CALL SERVICE CONTROL 


1112 Se. Wabash Avenue, Dept. AN-89 
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Blasth-A-Call Serice Control Crusade by Johnson 


Makes Conn. Safer 


Chicago 5, Illinois 





REST CLOTH Heavy-nap flannel; stitched 


edge; superior impregnation. 


BEST PACKAGE 


Heavy metal container that stands on 
home garage shelf or slips into glove 
compartment. 








TWO REASONS WHY 
« WAX-TREATED 


- POLISHING CLOTH 


i BEST SELLER 


of cloths in all 


LAS-STIK MFG. CO., HAMILTON, OHIO 


in the polishing cloth field. 


CHROME*CRAFT 
EMBLEMS 





DOUGLAS ALSO 
MANUFACTURES 





Finest Advertising Em- 
blems Made. Permanent, At- 
tractive, Legible, Chrome Plated, Individual 


and Distinctive Designs made by Douglas Crafts- 
men. Write for Free Sample Without Obligation. 
Some Sales Territories S— for Top Salesmen. 


SS) 


THE DOUGLAS CO. 





Rear Deck Plates 










Dealer of the Month . 


By Gerhardt Neumann 
Staff Correspondent 


AFETY measures and driver 


been given a strong impetus by 
James R. John- 
son, owner of J. 
R. Johnson, Inc. 
(Lincoln-Mer- 
cury), Hartford. 
His manifold 
activities in the 
safety field have 
won Johnson this 
month’s dealer 
plaque of AvUTO- 
MOTIVE NEws. 
Johnson, a form- 
J. R. Johnson er president of 
the Connecticut Automotive Trades 
Assn., was state chairman of the 
Inter-Industry Highway Safety 
Committee for three years and 
has done a great deal of work to 
| promote the programs advocated 
|by the committee. . 
He has toured the State many 





Governor, House 


Clash Over Mo. 
e as 
Safety Legislation 

Proposed legislation recommend- 
ed by Gov. Phil M. Donnelly for the 
creation of an interim committee 
to study speed limits and other 
highway safety matters was killed 
by the motor vehicle and traffic 
|regulations committee of the Mis- 
souri House after having been pre- 
viously approved by the Senate. 

Rep. Joe Brown, Springfield Re- 
publican and chairman of the com- 
mittee, criticized the governor for 
rejecting a request by the House 
for broadening of the current spe- 
cial session to permit consideration 
of safety laws. 

Brown asserted that enough 
studies and experience were avail- 
able to pass safety measures “with- 
in 24 hours.” 

Donnelly declared, however, that 
“a thorough study of all phases of 
highway safety is essential prior to 
the enactment of highway safety 
legislation.” 

Several months, he added, would 
be needed for such a survey, and 
for this reason he had recommend- 
ed the creation of the committee 
which should have reported its 
findings to the General Assembly 
next year. 


Canada Organizes 
Safety Committee 


| Canadian dealers and auto manu- 
|facturers have formed the Cana- 
dian Committee for Highway Safe- 
ty and named Howard Moore, of 
the Federation of Auto Dealers, as 
its president. 

The group plans to conduct a 
vehicle inspection campaign in May 
and also will carry on a campaign 
to make Canadian motorists safety- 
conscious, 

All auto dealers will be asked to 
participate in the inspection pro- 
gram. 

Vice-presidents of the group are 
D. Winans, of Austin Motor Co. 
(Canada), and A. C. Clifford, of 
General Motors Corp. of Canada. 

* * * 


H & S Shorts 


A vehicle inspection drive in May 
is planned in Connecticut, in co- 
operation with the State’s auto 
dealers . . . Look magazine will 
conduct a safety check promotion 
in May: in 25 cities. 

Aspects of highway transporta- 
tion will be studied jn a two-week 
course beginning June 21 at the 
Traffic Institute of Northwestern 
University, Evanston, IIL, for 
driver education teachers. 

Federal automotive excise taxes 
in 1953 reached an alltime high of 
$2.3 billion, compared with $2.1 bil- 
lion a year earlier ... The Arkan- 
sas Conference of Highway Users 
has adopted a resolution opposing 
the linking of Federal highway aid 
to continuation of the two-cent tax 
on gasoline as proposed in pending 
legislation in Congress. 








training in Connecticut have | 


times to discuss highway safety 
with dealer groups and civic or- 
ganizations. 

He has especially plugged the | 
use of the man-to-man agree- | 
ments between parents and sons, 
under which youths are honor- 
bound to observe all traffic — 
and to drive carefully. 

* * * 
T THE same time, Johnson 
urged dealers to interest their 
local school boards in driver train- 
ing and to deal directly with them, 
| without the aid of other organiza- 
| tions. 

The results of these efforts 
have been gratifying. Connecti- 
cut now has driver training in 
80 schools, and about 100 cars are 
on loan from local dealers for 
this purpose. Another interest- 
ing sidelight is that some insur- 

oe * - 








= * * 
ance companies are willing to 








quote lower rates for students 
who have received this training. | 
Johnson also has supported the | 
general use by auto dealers and re- | 
pair shops of the State’s voluntary 
inspection system. 
* * + 


H's philosophy is that, next to} 
the doctor or the undertaker, 
no one comes into closer contact | 
with the horror of serious ac-| 
cidents than the automotive man. 

“We view,” he says, “the de- 
struction of valuable automobiles 
and all too often see the marks 
where human beings suffered or 
died as a result of careless driv- 

ing or unsafe cars.” 

Johnson believes that one of the | 
greatest perils on the highway is 
the slow driver, who ignores the 
line of cars he is retarding and 
thus tempts other drivers to dodge 
> and out to reach the head of the | 

ne. 

“Police would contribute more to | 
safety,” he believes, by stopping the 
pokey driver than by arresting 
speeders.” 


‘Pointed’ Plan 
1,086 in Mass. Get Demerits 


In First 3 Months 


In the first three months of the 
point system, 1,086 Massachusetts 
motorists have been assessed 8,567 
demerits, but not one case has been 
brought before the Motor Vehicles 
Appeal Board. 

Board members said that more 











action will be seen when the de- 
merit plan really gets rolling by 
July 1. 

Registrar of Motor Vehicles F. 
King said that of 17,149 traffic 
violations this year, only 1,086 
were judged serious enough to war- 
rant point assessment, More than 
500 motorists have had their li- 
censes suspended. Top point-earn- 
ing offense was being at fault in 
accidents causing $100 or more in 
property damage, King said. 

The registrar said 420 were as- 
sessed points on that violation, 328 
were given points for operating 
under the influence of liquor, and 
163 for reckless driving. 

An estimated 5,000 will receive 
demerits during the system’s first 
year of operations if violations con- 
— at the present rate, King 









you ve 
heard 

of a 

"1-2 punch’ 
—here's a 
PLYMOUTH 
"1-2-3-4-5-6 
punch” 

















(see next 6 pages) 


Typical of the 
powerful and 





continuous support 
Plymouth offers 


its dealers 


We think you’ll agree that this 
six-page ad is a knockout. It’s 
going to appear (all six pages of 
it—a real blockbuster!) in one 
of the largest national consumer 
publications. It will also be avail- 
able in reprint form to influence 
still more prospects with its 
highly competitive and compel- 
ling message. 

Aggressive national advertis- 
ing is just one of the many forces 
supporting Plymouth dealers. 
For effective home-town adver- 
tising, Plymouth dealers have 
the industry’s newest co-opera- 
tive plan, engineered for modern 
times. Also strengthened and ex- 
panded for this new, hard-selling 
era are: The Plymouth field force 

.. Merchandising aids. . . sales- 
man-training helps . . . special 
promotions . . . many other parts 
of a powerful sales-and-profit- 
building plan. 


To put it briefly, Plymouth is 
“in there punching.” 


Chrysler Corporation’s No.1 Car 





only 
Plymouth 
dares to | 
compare 


part by part—with the other two cars in the lowest-price field 
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Recently a 1954 Plymouth and current models of the Typical findings are shown on the following pages. These 
other two best known low-price cars were taken apart by results, which now, for the first time, you can examine for 
Plymouth engineers and compared, part by part. Standard yourself at your leisure, definitely prove that Plymouth is 


“stock” models were used; exactly the same models oS Ses tan oe F 
you will find right now in dealers’ showrooms anywhere. America’s best-buy low-pr 1c@ Car 





Your purchase of an automobile should be an investment in dependable, economical 
transportation; safety and comfort for you and your family. You will find it worth-while 
to study the following pages carefully before you buy your next car. 





in frame construction, Plymouth is the “best-buy’ 


The Frame—a Car’s Foundation 

Box-section girders, the strongest of structural forms, 

are used in side rails and other members of the Plymouth frame. 
Plymouth engineers designed a massive frame, with heavy 

cross members, to provide lasting strength and 

freedom from squeaks or rattles. 


low-price Plymouth 


A, Plymouth frame permits lowest car floor, yet greatest soad 
clearance of all three cars compared. This allows more room in the 
passenger compartment, better road clearance in rural areas. 


Only Plymouth rear springs are “‘angle-mounted” instead of 
being parallel to the frame. This provides stability in turning. 


This large front cross member gives the Plymouth frame 
great strength and rigidity. 


Plymouth rear shock absorbers are mounted to a box-section 
frame member (rather than to the car floor as in car “‘A’”’) 
so that less road vibration will be transmitted 

to the passenger compartment. 


Note that body mounting outriggers are shorter because 
the Plymouth frame is wider than other two frames. This gives 
a Plymouth body maximum rigidity. 


Exclusive Oriflow shock absorbers, front and rear. 


low-price car “A” low-price car “B” 


Oriflow Shock Absorbers, exclusively Thick Live-rubber Body Mounts Complete Rustproofing for Plymouth Two License Plate Lights, instead of 
Plymouth’s in the lowest-price field, have (on right) prevent metal-to-metal contact bodies is achieved by a drenching shower one as found on other two cars, give ample 
twice the cushioning action of ordinary types. and protect Plymouth body from road of the body shell, as shown above, and illumination. They are placed high 
Oriflow shock absorbers cushion soft bumps shocks and vibration. Cars “A” and “B”’ total immersion of all smaller parts. Bodies in the Plymouth rear bumper guards to 

or hard jolts, on all types of road surfaces. use type of body mount shown at left. of the other two cars are lightly sprayed. prevent covering by snow or mud. 
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‘in comfort and convenience, Plymouth is the “best-buy” 


low-price Plymouth low-price car “A” low-price car “B” 






























comfort level seating 


Both front and rear Plymouth seats are highest. Plymouth 
research proves the most natural seating position gives greater 
posture protection and comfort. (Diagrams show front seats.) 


coil seat springs 


Plymouth designers use coil seat springs since they find these 
springs give long-lasting support and comfort. The other two low- 
price cars use a zig-zag platform-type spring. Also, Plymouth’s 
“springs on springs” front seat design adds still greater comfort. 


front seat division 


In two-door models the Plymouth front seat is divided 

3-2/4, instead of half and half as in the other two best known 
cars in the lowest-price field. Thus rear seat passengers 

can enter and leave without disturbing those up front. 


usable interior space 


Where inches count for comfort in head room, leg room and 
seat height, Plymouth’s passenger compartment is larger than 
those of the other two cars. There’s ample room for three 
adult passengers in both front and rear seats. 
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NONE 


3 
turns 


NOME 





cowl ventilator 


Plymouth body designers include an adjustable cow! ventilator. 
Only Plymouth offers this additional source of fresh air 
which is especially appreciated in hot weather. 















window regulators 


Plymouth windows can be completely raised or lowered with 
only 1% turns of the window regulator handle, thus requiring 
much less effort than in either of the other two cars. (Also, this 
faster action takes less of the driver’s attention.) 


Be 


= 
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More Usable Luggage Space 


No-glare Finish on upper surface of Plymouth Sound-deadening Material 

instrument panel reduces eye-fatiguing reflections insulates the passenger compartment Compartment Lid lifts at a touch was found in the Plymouth. Without 
from sun or street lights. A special process gives from engine and road noise to give of the push-button latch, and holds the spare tire, the Plymouth four-door 
this enamel a rough texture, like suede leather, to quieter, more pleasant motoring. In itself open. Unlike cars “A” and “B,” the sedan luggage compartment 

make it non-reflecting. No such protection was found the lowest-price field only Plymouth Plymouth luggage compartment does measures 33.1 cubic feet, low-price 

on the instrument panels of the other two cars uses sound deadener sprayed on the not lock itself automatically, a great car “A” has 24.8 cubic feet, and 


examined in this part-by-part comparison. underbody and dash panel. convenience for shopping or picnic trips. | !ow-price car “B” has 30.8 cubic feet. 
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in extra safety features, Plymouth is the “best-buy” 


low-price car “B” 


low-price Plymouth | low-price car “A” 

























front wheel brakes 


Plymouth engineers provide two hydraulic brake cylinders in each 
front wheel brake because they give smooth, sure, controlled 
stops without “grabbing.” The “other two” in the lowest-price 
field have only one brake cylinder in each front wheel. 


independent parking brake 


Plymouth engineers designed a separate brake system for parking, 
and for extra stopping power when needed. Of all three cars, 

only Plymouth’s parking brake is completely independent of the 
four-wheel brakes and can function as a true emergency brake. 


NONE | NONE 


NOW | NONE 


NONE | NOME 


self-tightening door latches 


The Plymouth door latches automatically tighten as a result 
of the car’s motion on the road to hold the door securely 
closed for extra safety, and to prevent drafts or rattles. 


safety-rim wheels 


Plymouth safety engineering provides Safety-Rim wheels. 
They have special retaining ridges which, in case of a blowout, 
help hold the deflated tire straight on the rim. 


forward visibility = 


The low, down-sloping hood designed by Plymouth engineers asthe mee 
allows the driver to see more of the road directly ahead a 
of the car for greater driving convenience and safety. * 





ELECTRIC | VACUUM | VACUU 


windshield wipers 


eo > =e ~, --—-— — — 


For safe vision, Plymouth provides electrically driven windshield at *. a — ap, 
wipers. Since this type always operates at a constant speed, < 7? 7 t 7 
Plymouth wipers do not slow down during acceleration ; for > \ / 
example, in passing other cars and climbing hills. » / 








Complete Body Insulation, overhead, under the floor, Full-width Defroster Vent Shockproof Steering Assembly, Higher Quality Alloy Steel Rear Axles 


inside the doors, helps shield the Plymouth is provided on Plymouth to insure completely insulated from the frame are used by Plymouth engineers for 
passenger compartment from heat, noise and vibration. that the entire windshield is kept clear by shock-absorbing rubber cushions, maximum strength and safety. 

This aids in keeping the Plymouth driver relaxed of fog and frost in cold weather. protects the Plymouth driver from Also, of the “big three” in the lowest- 
and alert at the wheel. This body insulation was found The other two best known cars in road shock. Thus with easier, more price field, only Plymouth uses 

to be more effective in Plymouth than in the the lowest-price field do not comfortable driving he feels less high-capacity tapered roller bearings 
“other two” in the lowest-price field. have this feature. > fatigue, and is a safer driver. in the axle assembly. 
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and under the hood, Plymouth is the “best-buy” 


low-price Plymouth low-price car “A” low-price car “B” 


*K tA 


eceoeeeeeeeaeoeoeeeeoeseeeoeeoeeeeeeeeeeeee8 





radiator fan 


Plymouth engineers designed a six-bladed fan to achieve 
greater cooling capacity. Thus the Plymouth fan runs slower, 
and therefore quieter, at all engine speeds. 













t m resistor . conventional conventional 


spark plugs “ > type x type 
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Because they last up to five times as long before resetting 
is necessary; Plymouth uses resistor-type spark plugs. 
This type also prevents interference with nearby radio or 
television sets when the engine is running. 





piston rings 


Plymouth engineers use four rings on each piston since this results 
in fewer carbon deposits in the combustion chamber; more 
consistent power output. Top ring is chrome plated to give greater 
oil economy ; allow faster driving during “break-in” period. 





NONE | NONE 


valve seat inserts 


Plymouth provides a special valve seat insert of hard 

alloy steel under each exhaust valve. Research proves this 
helps keep valves tight, and engine performance at 

its peak for extra thousands of miles. 


camshaft drives 


Engineers have found that the chain-type camshaft drive is 
unequaled for quiet engine operation and dependable performance. 
On the other hand, a gear drive may “strip” or tend to be noisy. 


oil bath air cleaner 


An oil bath air cleaner can reduce engine wear up to 90%. Such 
a unit is standard equipment on all Plymouth models; available at 
extra cost on the “other two” in the lowest-price field. 
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of all three cars, only Plymouth has these engine safeguards 
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Oilite Fuel Filter, located in the fuel tank, Plymouth’'s Oil Intake Floats This Micronic Oil Filter, A Rotor-type Oil Pump 
Protects the entire fuel system from dirt and water. just below the surface of the oil to standard equipment on most Plymouth is preferred by Plymouth engineers 
A special metallic filter element prevents moisture draw the cleanest oil from the crank- models, prevents abrasive dirt and over the conventional gear-type 
and dirt from entering the fuel line, thus guarding against case. Floating action avoids both dust from entering the engine, pump used by both other cars. The 
blocking or freezing of the fuel line. The other two surface foam and sediment which may thus reducing engine wear, and rotor-type pump maintains higher oil 
low-price cars have small filters on the fuel pump, accumulate on the bottom. Oil intakes allowing greater oil economy. This pressure at low engine speeds; thus 
‘saving main fuel line unprotected. Their filters need of other two cars are permanently feature is available at extra cost when engine is idling it will not suffer 


periodic cleaning: Plymouth’s Oilite filter never does. fixed near the bottom of the crankcase. on the other two low-price cars. from lack of adequate oil circulation. 





(samples of which you saw on the preceding pages) 


| part by part proof/-its 
| Americas 
‘best-buy’” 
low-price car! 
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And Plymouth, the car that dares to compare, offers you still more convincing 
proof in a demonstration ride. Drive the new 1954 Plymouth—then drive the 
“other two” low-price cars. At your convenience, your Plymouth dealer will 

be glad to arrange a demonstration for you—just phone or visit his showroom. 





Chrysler Corporation’s No. 1 Car 
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MIGHT as well admit it. I was 

born under the sign of Scorpio, 
just before midnight Nov. 21, 1882. 
(If I had delayed my arrival just 
a few minutes, I would have been 
a conservative Sagittarian. Think 
what the world of science would 
have lost!) 

That was the year that Thomas 
Edison finally perfected the electric 
light, bringing crowds of curious 
people from New York to see the 
“miracle” lighting up the streets 
of Menlo Park. 

In that same year, the city of 
Appleton, Wis., claimed honors for 
the first land installation of com- 
mercial electric lamps (280 of 
them), the first theater-lighting 
plant began operating in Boston in 
1881 and the first night baseball 
game (under the lights) was 
played in 1883. 

This is the year of the “Lights 
Diamond Jubilee,” marking not 
only the 75th anniversary of the 
first practical incandescent lamp, 
but also the promise of even 
more useful things to come, elec- 
trically speaking, for the home, 
industry, transportation and 
national defense. 

In January of this year, the light 
and power industry added its 50th 
millionth customer. Now, 93 per- 
cent of the farms have electricity 
and 98 percent have electric service 
available. In 1929 about 19 electri- 
cal appliances were available to the 
average home. Today the home- 
owner can employ 60. Almost all 
homes have electricity and radios; 
more than 90 percent have electric 
refrigerators and irons; 60 percent 
have vacuum cleaners . . . and the 
progress is just beginning. 

Boys and girls of today, accus- 
tomed as they are to the marvels 
of science, must wonder how those 
experimenters accomplished so 
much and made so many things in 


so little time. 
* *- * 


Edison’s Obstacles 


penne first had to develop a 
lamp that would meet the gas 
jet on a competitive level. Then he 
had to produce a generator that 
could produce a constant supply 
of electricity, a system of con- 
ductors from which current could 
be led into the homes, system for 
preventing short circuits, designs 
for fittings and a meter to tell how 
much current a customer used. 

Every school boy knows of 

Edison’s tireless search for a 
suitable lamp filament. Few have 
heard of the job he did in creat- 
ing adequate insulation for the 
underground electric cable lead- 
ing from the Pearl Street station 
in New York. which by 1882 was 
supplying 5,000 lamps .. . the 
first broad application of elec- 
tricity for public use. 

Between 1869 and 1910, Edison 
applied for 1,328 patents. 

One problem which perplexed 
him greatly was that after a lamp 
had been used for many hours, the 
interior glass turned black. Edison 





DeSoto Explaining 
Spring Plans 
At 49 Meetings 


DETROIT.—DeSoto is holding 49 
Meetings across the country to in- 
form dealers and salesmen of the 
division’s extensive spring mer- 
chandising plans. 

The meetings will continue 
through Apr. 30, according to J. B. 
Wagstaff, sales vice-president. 

Besides Wagstaff, the speakers 
at the meetings will include A. B. 
Nielsen, eastern sales manager; 
Paul Herpolsheimer jr., western 
sales manager, R. M. Rowland, di- 
rector of merchandising. 

J. L. Wichert, director of adver- 
tising and sales promotion; C. G. 
Mix, national used-car merchandis- 
ing manager; R. G. Roth, national 
field training supervisor, and W. 
Hughes, sales promotion manager, 
also will speak. 
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explored it in his characteristic 
manner, finally patenting a plate 
device, called “the Edison effect,” 
which blocked the positive charges 
in the lamp but did not interfere 
with the negative charges. 

* * * 


An Industry Is Born 


HE “effect” embodied the seed 

of the whole modern electronics 
industry, including that thing which 
Mamma and the little ones enjoy 
so much, television. 

P.S.: All of which calls to mind 
that “rare bird,” such as Henry 
Ford, which the eminent John 
Burroughs (who knew all about 
the mysteries of Nature) was never 
quite able to classify, although he 
spent many summer days and 
nights with Ford, Harvey Fire- 
stone and Thomas Edison. Strange 
that after all the attempts at writ- 


sree.-venr's O-WAY AGT|QN o0es v7: 


EXTRA OIL-CARRYING 
CAPACITY puts more oil 


on cylinder walls —for extra lubrication 


in the wear zone. 


2 





oil pumping. 


Two-Way oil control permits the right 
amount of oil to circulate the split-second 
it’s needed to protect vital friction zones. 
The Steel-Vent is designed to meter a gen- 
erous amount of lubrication up to the com- 
pression ring wear zone—holding wear to 
the absolute minimum. 

And Steel-Vents can’t clog—with every 
stroke of the piston, Steel-Vents flush away 
all carbon deposits. You'll never see a 


clogged Steel-Vent. 


In hundreds of thousands of re-ring, 
re-bore and re-sleeve installations, Hast- 
ings Steel-Vent Piston Rings have proved 
they reduce cylinder wear and stop oil 


pumping. 


ASTINGS 


EXTRA OIL-DRAINING 
CAPACITY lets excess oil 


drain back into the crankcase—controls 


19 


ing books about Ford, it should be 
my privilege to put my finger on 
the fact that Ford was that very 
rare bird, an honest man. 

With scanty book larnin’ to 
temper his speech and no culti- 
vated psychoses to his 
judgment, that genuine “old- 
fashioned boy” told the truth. 
And why shouldn’t he. Hadn’t he 
shown that the goal of all ordi- 
nary humans, money, could be 
accumulated in buckets? 

Allan Nevins suggests in his 
book that Jim Cousins was chiefly 
responsible. I’m sure that Jim was 
quite aware that by some rare , 
Socadiaen “ibeats decided ue on Conestoga in Old and New Version— 
could have complete confidence in The original Studebaker Conestoga wagon built in 1834 is contrasted with the 
Ford. Judging by the sales records, | new Conestoga steel station wagon. John Studebaker built the wagon in the Con- 
that feeling has not shown any | estoga Valley in Pennsylvania and moved his family in the wagon to South Bend 
signs of diminishing. lin 1851. 
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HASTINGS MANUFACTURING COMPANY, HASTINGS, MICH. - HASTINGS LTD., TORONTO 
Piston Rings, Casite, Caslube, Drout, Oil Filters, Spark Plugs 





Arthur R. Birchard, Jr., president, Birchard Buick, 
Inc., and his staff recently completed an “Advertised- 
in-LIFE” Open House promotion that really stimu- 
lated new-car sales. 


Highlights of this gala affair were an old-car parade 
through the streets of Pittsfield—a prize contest in 
which the winning family won the use for ten days 
of a chauffeur-driven Buick—and the presence of 
LIFE cover girl Barbara Rolf. 


The results? Said Mr. Birchard: ““We were thrilled 
beyond all expectations. In the first two days we sold 
82 automobiles and, according to the police, some 
3,000 people visited our showroom. 

“T think we now have gained an impetus that will 


make our spring business better than we hoped for. 
And I certainly would be very glad to recommend 


your ‘Advertised-in-LIFE’ Open House promotion to 


any automobile dealer.” 


on’t have to be a big-city|, 


HOW LIFE HELPED A PITTSFIELD, MASS. BUICK 


advertising reaches so many people with so much impact. With one issue, LIFE 
reaches 20,500,000 people in car-owning households and 5,950,000 people in house- 
holds without a car.* In a previous study of LIFE households, LIFE reaches 44.9% 
of the houses in Pittsfield with a single issue—78.4% in the course of 13 issues. 


More than 3,000 people visited Birchard Buick’s attractively decorated show- 
room during the two-day LIFEOpen House promotion. And LIFE’s selling messages 
played a key role in this program’s success, That’s because LIFE is America’s most 
powerful medium for selling automotive products. No other magazine that carries 


LIFE cover girl Barbara Rolf serves Arthur 
Birchard the first cut of the Open House cake. 
LIFE Automotive Merchandising Manager War- 
ren A. King looks on. 


“The car, please, James,” says the lucky Attilio 
Puntin family who won the use of a chauffeur- 
driven Buick in the prize contest that was a part of 
the “‘Advertised-in-LIFE” Open House promotion. 


Here comes the parade! Leading the way is 
Buick’s pride of 1907. It’s followed by Buick models 
from ’18, ’29, ’39, ’°49, and ’53—plus 10 beautiful 
new Buicks for ’54. 





ADVERTISED 











And LIFE helped increase parts and accessory sales, top. Thomas A. Hart, William Sable (above), president, Tires Distributors, Inc., Pittsfield, Mass., 



















Birchard parts manager, reports: “We were amazed at the interest shown in our writes: “Because of our representation in this colorful promotion, we have had a 
parts display tied in with the ‘Advertised-in-LIFE’ Open House. Our sales of AC great many inquiries—several of which have resulted in sales—while others have 
fuel pumps, AC oil filters, and AC spark plugs were certainly stimulated.” implied they will purchase U. S. Lifewall Tubes for their cars.” 


No wonder Ma is the No.1 choice for selling cars 


r , ' PASSENGER CARS & VEHICLES 


Magazine Advertising Revenue in Millions of Dollars 


Source Publishers Information Hureey Cross Vines, 


LIFE reaches far more prospects than does any other maga- 


zine that carries advertising. 

With a single issue, LIFE reaches 11,880,000 households, 
or about one in every four in the U. S.t This single-issue 
audience includes 39% of all U. S. households who bought 


<- 


their cars new. 

And in the course of 13 issues, LIFE’s great audience 
grows until it includes three-fifths of all the households in 
the nation—and 73% of the country’s new-car buyers.t 

That’s why, in 1953, America’s automobile manufacturers 
invested $8,278,275 in new-car advertising in LIFE—the 
largest investment the industry has ever placed in any one 
magazine in a single year! 

*From a supplement to A Study of Four Media, by Alfred Politz Research, 
Inc., (1953). 
tSource: A Study of the Household Accumulative Audience of LIFE (1952), by © 


Alfred Politz Research, Inc. A LIFE-reading household is one in which one or 
A more members, aged 20 or over, reads one or more of 13 issues. 





First in circulation 


First in audience 


An industry as big as ‘yours needs 
a magazine as bigas... 


First in advertising 





9 Rockefeller Plaza, New York 20, N. Y. 
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FOB FACTORY 


Turbine Car Will Affect 
Styling, Machine Tools 


most Detroit experts agree that the first car pow- 
ered by a production gas turbine may still be five or, 
more years away, at least two important aspects of auto- wos Immediate 


that 


mobile ion—machine tools and styling—appear to be 
aff immediately. Since Chrysler Corp. has announced 





successful use of a gas tur-° 


bine in a passenger car, it is engine tooling program is not al-| 


difficult to conceive that any ready under way. 


machines for gray iron castings currently are tooling new piston 
will be ordered where a piston | 


| assume that the 
more of the big lines of transfer | Pontiac, Chevrolet and Packard will not be very great. 


Willys do not have new power- 
plants in the works. 

The Chrysler announcement 

seems to make it reasonably certain 

arrangements ultimately will 

|be made for these firms to obtain 

from Packard or some 








Another possibility is that one or 
more of the GM producers will 
make their engines available to the 
+ independents. In the past, such re- | 

quests have been turned down by 
at least one GM car division. 

» s * 


it would be a mistake to 

assume that the gas turbine 

| will affect the auto industry seri- 
|ously in the immediate future, it 
would be equally short-sighted to 
ultimate influence 





Roanoke Cadillac Dealership Builds— 

A 23,00-square-foot building is now under construction by Valley Cadillac Cids. 
mobile, Inc., Roanoke, Va. The paint and body shop is of fiat-roof construction and 
forms port of an “L.” It is separated from the main building by a fireproof wall. The 
showroom is designed for display of four cars. There are parking facilities for 125 


autos. Joe L. Hill is president of the firm. 





the gas turbine has adequately de- 
monstrated its ability one of the 
car producers, probably an in- 


| How will styling be affected? | dependent, will jump the gun with 


engines. Only Nash, Hudson and | Most Detroit experts feel that once | limited production of a new type of 





A, one shop puts it...“ We LIKE to sell Trico Windshield Washers. 


Time and again owners come back all smiles and tell us they wouldn't drive 


without the “Two Little Squirts.’ ” 


Double profit, too! (one profit on the washer; another on the installation.) 
Makes repeat customers, also, for Trico Windshield Washer Solvent... the 
Washer Jar all-season additive that helps keep windshields super-clear and, in 


winter weather, prevents jar breakage. 


24 million television screens and millions of users help sell Trico Wind- 


shield Washers! 









With a stock this small you can 
fit them all. Trico’s new Windshield 
Washer Installation Kits fit 48 different car 
models. 


Windshild Equipment 


Trico Products Corporation, Buffalo 3, N. Y. 


auto body designed around the gas 
turbine. 


Meanwhile, it appears that 
Chrysler’s gas turbine has taken 
most of the auto industry com- 
pletely by surprise. It was known, 
of course, that Chrysler was work- 
ing on a gas turbine but few 
|people were aware that an an- 
|; nouncement was imminent. While 
| the new gas turbine has not been 
|jtested extensively in a car, 

r has built a number of 
different models which have been 
| thoroughly tested in the laboratory. 
i = oa am 
Surprising Fuel Claim 
| ones the biggest surprise 
i in the Chrysler announcement 
|was the claim that fuel economy 
' was about equal to that of a piston 
engine of the same power operated 
|under the same conditions. While 
, this claim has been discounted in 
some circles, it is admitted that 
| improvements in the fuel economy 
of a gas turbine have been sur- 
prisingly rapid, exceeding the best 
hopes of most engineers. 

Chrysler has released no details 
about its heat exchanger unit, 
| which is largely responsible for 
the remarkable economy of the 
new gas turbine. There is, of 
course, considerable speculation in 
Detroit about the Chrysler regen- 


Pea 
F 
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cessfully in a European engine. 
Some of the details of the Chrys- 
ler design were released last week 
in New York. The Chrysler gas 
turbine idles at 20,000 R.P.M. and 
peaks at 50,000 R.P.M. This com- 
pares with an idling speed of 8,000 
R.P.M. for the GM gas turbine and 


Top temperature of the Chrysler 
unit is 1,600 degrees Fahrenheit 
The GM unit employed in the Fire- 
bird and presumably the unit used 
in the GM bus operates at 1,500 
Fahrenheit. The higher operating 
temperature contributes, of course, 
to the economy of the Chrysler 
unit. 

a = > 
Cast Iron Dust 

ANN ARBOR, Mich. — Collecting 
cast iron dust—a type of dust com- 
monly considered difficult to control 
— with a standard Dustkop Dust 
Collector is illustrated and described 
in Bulletin 640 No. 1 issued by Aget- 
Detroit Co., Ann Arbor, Mich. The 
bulletin briefly analyzes the prob- 
lem, relates the steps taken in se 
lecting and installing the equipment 
and gives the cost of the entire in- 
stallation. 


m= . * 
Machining Lubricant 

CHICAGO. —An oil base water- 
soluble machining lubricant {or 
mist applications has been an- 
nounced by Van Straaten Chemical 
| Co., 546 W. Washington Bivd., C.i- 
| cage, iL The product, called Ven- 
j trol 5641C, is said to leave orly 
an oily film that may be eas ly 
wiped off. It is also claimed to 
increase tool life from 30 slots rer 
grind to 180. 
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“TRUE MAGAZINE REAGHES 
2,000,000 CIRCULATION! 


First Man’s Magazine to Sell Over 1,000,000 Copies Monthly; 
Now Passes 2,000,000 Mark*Outsells All Other Men’s Magazines 
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in 1954 TRUE is more and more a better buy 
for the advertisers in 1953 who made TRUE. 


IST AMONG LL MAGAZWES —>)ND AMONG ALL MAKZNES 


in pages of alcoholic in the number of 






men’s shoe advertisers! 


AMONG ALL MAGAZINES 


in pages of automotive 





beverages advertising gained! 


TH AMONG ALL MAGAZINES 


in men’s apparel 











advertising revenue gained! advertising gained! 


ss THE MAN’S MAGAZINE 
, Ce 
f 


in sporting goods 


advertising revenue gained! 


And more advertising dollars were 
spent in TRUE’s April, 1954 issue than in 
any other issue in the publication’s history! 





*Publisher’s estimate, February, 1954 issue 
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Fleshman Becomes Nash Dealer— 
Dean A. Fleshman (left), president of Fleshmans, Inc., Oklahoma City, signs his 


Nash franchise. 


Looking on are R. C. Mackey (center), zone manager, and H. W. 


Van Sant, district manager. Fleshman formerly was a used-car dealer for 23 years. 


4 Service Areas Added by Cadillac 


DETROIT.—Cadillac has created 
four new service districts and four 
additional district parts and service 
managers and one factory parts 
representative have been ap- 
pointed. 


Utley, Charlotte (N. C.) service 
district; G. D. LaGraff, Memphis; 
E. A. Urban, Denver, and W. S. 
Moorehead, Hartford, Conn. J. R. 
Rhodes is the new factory parts 
representative. 





Roundup from State Capitals .. . 


Legisla ion Affecting Heals Sndustry 


By Bethune Jones 


Legislative Correspondent 


yx: dealers and other employers in Arizona, Colorado 
and Kentucky will start withholding state as well as | 
Federal income taxes from their employes’ pay checks after | 
July 1, as the result of new laws representing one of the | 
most significant trends to come out of the comparatively | 
few State Legislatures con- ~ 


by catching seasonal 


vening this year. 


Current-year action brings 
to six the number of states adopting 
the withholding plan for state in- 
come-tax collection. Delaware, Ore- 
gon and Vermont previously enact- 
ed such laws. 

Because the withholding system 
offers a means of boosting revenues 
in income-tax states without new 
or increased taxes, it is certain to 
attract attention in other state 


capitals. The states turning to the) 





others who had 
been escaping 
state income tax- 
es. To employers, 
the trend means 
added bookkeep- 
ing costs and 
more forms. Some 
29 states now col- 
lect personal in- 
come taxes. 
Other tax de- 
velopments in- 








Bethune Jones 


rkers and 


Supreme Court 


' plan look for added revenue yields | clude an Illinois 


decision invalidating that state's 
| 2 percent use tax on motor ve- 
hicles. In New Jersey, increased 
taxes on gasoline, pari-mutuel 
hetting and corporate net worth 
have been recommended by an 
interim tax study group. Rhode 
Island extended “temporary” tax 
increases on sales, corporate in- 
come and pari-mutuel betting. 


Proposals for new state sales 
taxes were rejected in Kentucky 
and Virginia, but will be future 

ues in both of those states. 

milar levies will be sought next 
year in Minnesota, Nebraska, Ver- 
mont and Wisconsin. Bills propos- 
ing sales-tax increases are pending 
in Arizona and Mississippi. 


A proposal for higher corporation 
franchise taxes was among new 
revenue bills pending at this writ- 
ing in a special session of the Texas 
Legislature. Extension of New York 





The new district chiefs are: F. O. 
Z City’s 3 percent loca’ sales tax to 


cover commercial services, and 
abolition of the city’s motor vehicle 
|use tax now levied at rates of $5 
and $10 a year, were proposed by 
Mayor Robert Wagner. 


a * * 


| Insurance Bills Rejected 
lo proposing compulsory mo- 
tor vehicle liability insurance, 
' such as is currently operative only 
in Massachusetts, have been re- 
jected thus far this year in Ken- 
tucky, Maryland, Michigan, New 
York, South Carolina and Virginia. 
'A similar fate is expected for a 
pending bill in New Jersey. 

Defeat of the New York pro- 
posal is regarded as particularly 
significant for its retarding effect 
on compulsory insurance move- 
ments in other states in the fu- 
ture. 

A positive bearing on trends in 
other states may result from New 
York enactment of a bill providing 
that safety equipment of motor ve- 
hicles be inspected semiannually 
after Sept. 1, 1955, at State-licensed 
private garages. This New York 
measure will bring to 15 the num- 
ber of states with laws requiring: 
inspection of vehicles. 

Except for the 1951 enactment of 
inspection laws in Texas and West 

| Virginia, the trend of periodic com- 
pulsory inspection legislation had 
| been at a virtual standstill for 
|more than a decade. Proposals for 
| new or stronger compulsory inspec- 
| tion laws were rejected in Mary- 


The speed and dependability of DeVilbiss equipment keeps Waters’ assembly lines fed with sparkling spray-finished cabs. 
|land and Michigan, while a bill 
pending in Arizona would require 


Here’s where taxicabs are born 


DeVilbiss spray equipment accounts for the , . * 
‘en York Bill Vetoed 


a v 











gleaming finishes on taxicabs produced by a ae . 
e 3 omas E. toed 
the Waters Manufacturing Company |< caleaae tanita bak Wek on tha 
| ground that additional study of the 
: » . |legislation was needed. Gov. C. 
Several thousand taxicabs a year __ pattern.” Jobs turned out by Wat \Siear Andie aeaeineed sens 
roll off the production line at the ers Mfg. Co. show that Foreman ‘for appointment of a director of 
Waters Manufacturing Co., Detroit, Hansen insists upon factory-quality | highway iatety to coordinate all 
Mich. Cars arrive at the Waters’ _ finishes! ge ea eon 0ic olga , 
plant from auto factories minus If “factory a is your stand- . 
windows, seats, interior trim and ard, too, insist on DeVilbiss equip- Willys Promotes 
upholstery. When they leave, their ment in your paint department McCleary to Top 
Double length “drive-thru” DeVilbiss spray booth glistening finish will withstand —to speed output, and give you $ 
ovate sronts —- wane Mfg. Co. = years of wear. better finishes at a lower cost. Production P ost | 
uses ilbiss Spray Guns, three air com- . “11: Pah 
pra naanias thet tu qeapentil oints ; Before a can be a ee — ont DeVilbiss aa ee eee pane od Ss eo mars 
dow reveals (area around win lows, jobber — rig t now! — for complete | turing vice-president of Willys Mo- 
inside and out) must be painted information. tors, Inc, Edgar 
to match the color scheme of the i eles, yess: 4 
fleet being processed. Painting is THE DEVILBISS COMPANY ieee eee 
done quickly and efficiently in a Toledo, Ohio has been with 
; DeVilbiss Spray Booth. In the } Willys for six 
; holst Detail aes Santa Clara, Calif. ¢ Barrie, Ontario years, will have 
Upnorstery Ceparument, Operators London, England | full responsibility 
use DeVilbiss spray equipment to \for-all phases of 
apply latex adhesive on door bo aes 
panels, “jump seat” backs and FOR BETTER SERVICE, BUY | ing ar me 
instrument-panel tops. plant and the ° 


Maywood (Calif.) E. C. McCleary 
| assembly plant, Kaiser said. 
McCleary joined Willys in 1948 
as production manager and prior 
to his newest appointment, was as- 
sistant to the executive vice-pr<s- 
ident. He previously had been «2s- 
sociated with Ford Motor Co. in 
| Various executive production 
| capacities. 


Says Harold Hansen, foreman of 
the paint and metal shop, “We've 
always used DeVilbiss equipment. 
We like the way DeVilbiss guns 
atomize paint—they lay on a nice 


DeVILBISS 





“I’ve been spray painting for 25 years; | prefer 
DeVilbiss guns,” says Fred Patterson, shown 
painting the interior window reveal of a future 
taxi at the Waters’ plant. 





BRANCH OFFICES AND DISTRIBUTORS IN PRINCIPAL CITIES THROUGHOUT THE UNITED STATES, CANADA AND THE WORLD 
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Yes...the BONZER Cosmopolitan Wheel Kit for 1954 
is truly magnificent! As continental as a weekend in 
Paris. ..this great, new Continental-type wheel kit is the 
ONLY one that gives you all six exclusive features: 
(1) Stainless Steel Tire Ring, (2) Stainless Steel 
Fender Pads, (3) Embossed Gravel Pan, (4) Battleship 
Construction, (5) Horizontal Position and 
(6) Touch Toe Release Lever! 


Available for 1953 and 1954 General Motor, Ford 
Chrysler and Studebaker products. ..the BONZER 


Cosmopolitan Wheel Kit is the hottest item in the 
automotive accessory market today! 


noe bosmopali 


Kit fits any wire wheel, 
disc or snap-on wire wheel. 
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BONZER...A TRUSTED NAME IN AUTOMOTIVE ACCESSORIES! 
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PARKED by a “test” program, 

aimed at showing franchised 
car and truck dealers how they can 
join in a community program, this 
year’s National Safety-Check Cam- 
paign for May seems to be getting 
off to a running start. It may re- 
sult in more dealers giving this an- 
nual “Check Car—Check Accident” 
effort their active support. 


It also should result in more 
cars being checked for maladjust- 
ment and unsafe mechanical 
components. 

The 1954 National Safety-Check 
program, which opens May 1 under 
the direction of the Inter-Industry 
Highway Safety Committee, will 
again focus attention on vehicle 
safety. Special emphasis will be 
given to the condition of brakes, 
lights, tires and steering. 


* Ed * 


| hye THE pilot community “test 
run” at Dothan, Ala., sponsors of 
the event inspected 10,267 vehicles 
during the week—two out of every 
three vehicles registered in the en- 
tire county. It was found that 35.4 
percent of the vehicles checked had 
one or more unsafe items. 

The Dothan promotion, con- 
ducted under the triple sponsor- 
ship of the National Safety Coun- 
cil, the Inter-Industry Safety 
Committee and Look magazine, 
demonstrated not only that deal- 
ers and civic leaders of a city 
can get together on a safety lane 
operation that is claimed was 
twice as effective as when dealers 
promote the event separately, but 
that dealers can get added busi- 


ness. 

Dealers who backed the event 
found this type of promotion worth- 
while, from the standpoint of pro- 
moting safety on the highway, as 
well as in dollars taken in for work. 

Reports from six car dealers who 
were active in the Dothan effort in- 
dicate that they not only received a 
total of $3,585 in extra service sales 
‘during the week but that their cus- 
tomers appreciated the opportunity 
to have their cars checked. 

+ oe oe 


OrE tire dealer reported an in- 
crease of $1,000 in tire sales 
_ ever sales of the same week in 1953. 
| Surveys taken after Dothan’s safety 
week indicated that garages 35 
| miles away felt the impact of the 


_ program. 
| The Dothan experiment was so 
| successful that 25 additional cities 
' are now scheduled to repeat the 
community idea during the May 
_ Safety-Check program. These cities 
' are Akron; Bemidji, Minn.; Car- 
| tersville, Ga.; Casper, Wyoming; 
Coffeyville, Kans.; Elkhart, Ind.; 
| Gainesville, Fla; Garden City 
Kans.; Greenville, Miss.; Green- 
wood, S.C.; Hamilton, O.; Havre, 





By Sam Sampson 
Staff Writer 
S genes era of joint factory-dealer 
sponsored spring tuneup cam- 
| paigns apparently is fading, current 
service plans of many auto manu- 
\) facturers indicate. 
ny] The drive toward year-around 
. preventive maintenance programs 
'* is taking the place of spring and 
fall This spring, most of 
the General Motors divisions, all 
Chrysler divisions, Studebaker 
'. and Nash are planning a con- 
tinuing series of service promo- 
tions at monthly or bi-monthly 
intervals. 
All factories are urging dealers 
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May Car Inspections Prove Value... 


It Pays to Play Safe 








N. Y.; Joliet, Ill.; Kingsport, Tenn.; | 
Madison, Wis.; Monroe, La.; Mont- | 


gomery, Ala.; Muskegon, Mich.; 
Oklahoma City; St. Joseph-Benton 
Harbor, Mich.; Sioux City, Ia.; 


Wenatchee, Wash., and Wilmette, | 
Til. | 

The 1954 National May Safety 
Month slogan will be: “Can you 


+ - * | 


Eye Catchers 






Safety Poster— 


This color poster for salesroom windows 
and other prominent locations emphasizes 
the See-Steer-Stop-Safety slogan of the 
1954 May safety month campaign. Other 
eye-catchers include danglers, post cards | 
and handouts. 


Slogan Banner for May Safety Month— 


, Steer, Stop Safely? Check 
our Car—Check Accidents.” The 
program has the full support of 
NADA, automobile and _ truck 
manufacturers, tire companies 
and the National Assn. of Inde- 
pendent Tire Dealers. 


{mericas Motor Vehicles 


Backshop 


. ++ by Jack Weed 





MA experts expected that 
many legitimate car leasing 
firms would be hurt by the great 


Industry support will include| mount of publicity given “boot- 


newspaper, radio and television ad- 
vertising; direct mail; stories in 


for mailing which urge car owners 


legging” during the past month or 
so — that many dealers would be 


|company publications, and books! afraid to sell to the legitimate car 


leasing firm for fear that the ve- 


to have their cars “serviced for) hicles they peddled to the leasing 


safety.” 
om * * 
AH car factories and many truck 
makers have gone to their deal- 


companies would show up on used 
car lots. 

No one seems to know how many 
of the “slough off” sales did even- 


ers with programs for the safety| tually reach the used-car lots 


event, and have urged their active 
participation. The May Safety 
Month program also is being em- 
phasized by such companies as 
Chevrolet, Pontiac, GMC, and 
Chrysler Corp., whose dealers carry 
on a continuous month-by-month 
safety program. 

The official poster kit which 
designates dealer participation in 
the 1954 campaign includes a 25- 
by-38-inch poster emphasizing 
the “See, Steer, Stop and Safety” 
checks that make up the 10-point 
check program, a 38-by-50-inch 
window poster, mobile danglers, 
steering wheel tags, handout 
pieces, newspaper ad proofs and 
a dramatic lighted window dis- 
play. 

This lithographed 36-by-25-inch 
flashing animated display empha- 
sizes the stopping distance required 

«Continued on Page 34, Col. 3) 


Grouped under “See” in this colorful 25-by-38-inch poster are safety checks, lights, 
glass, mirrors and wipers. Emphasized under “Steer” are steering and tires; under 
“Stop” brakes and horn, and under Safety, the exhaust system. Display of the 
banner lets motorists know that the shop is ready to make safety checks and, at the 


 Mont:; Hayward, Calif.; Hornell, | same time, stresses their importance. 


to get behind the May Safety 
Month drive, with emphasis this 
year on brake maintenance. Most 
dealers are enthusiastic about the 
program, but point out that there 
is little time left for spring tuneup 
drives. . 

It still behooves them, they say, 
to remind customers of the need 
for a spring checkup. In the past, 
it has been a profitable and bene- 
ficial program, and many customers 
have come to depend on the dealer 
for a reminder on spring service. 

* + * 


| OTHER cases, plans for an ex- 
panded spring tuneup campaign 
are in progress. Ford has a spring 


check program this year which ap- | 
proaches spring tuneup from a new 
angle. 

Ford is offering a program 
based on regional needs. It is felt 
that a tuneup which meets the 
requirements of a Kansas farmer, 
for instance, is not the most ef- 
fective procedure for the Ver- 
mont city dweller. 

So the program and recommend- 
ed service procedures will vary 
according to the area, and regional 
service representatives will have 
considerable say in setting up the 
program for the area. Special 
drives to meet the needs of the 
area will be carried on by regions 


Year-Around Plans Eclipse Spring Push 


through the machinations of some 
of the “opportunists” among the 
car leasing companies, but the fleet 
men at the factories are quite cer- 
tain that very few cars in the “Big 
Three” low priced field found their 


way on to the lots through the! oq the time the car is kept in serv- 


legitimate leasing companies. 


In the first place, these men 
point out — strange as it may 
seem to many in the business— 
many of the larger legitimate 
leasing companies were having 
trouble—and still are—in getting 
sufficient cars in the models and 
makes they need to fill their lease 
commitments in some areas of 
the country. 

While it is almost impossible to 
expect that all leasing companies 
have the same high standard of 
dealing with their car-dealer sup- 
pliers that Peterson, Howell and 
Heather of Baltimore have, it is 
pointed out that practically all of 
the larger companies must have 
very close tieins with the dealers 
with whom they do business in or- 
der that they are able to consist- 
ently recover the maximum from 
the used vehicle when it is taken 
out of service. 

* aE 


om 

Service Is Primary 
A§ P.H.H. recently stated, “Per- 

haps it might be well to restate 
part of our philosophy, particularly 
with respect to price-cutting or 
bootlegging. While we (PHH) ex- 
pect a reasonable discount because 
of our purchasing volume, we want 
and expect our dealers to make a 


reasonable profit on our business. | 


We want them to profit primarily 


because we expect and receive a) 


special kind of dealer service which 
is essential to PHH and its clients. 


“We have been approached 
many times by “Johnny-come- 
lately” dealers who offer higher 
discounts than we are currently 
receiving, but none have been 
accepted. We do not intend to de- 
mand price concessions at the 
expense of service.” 

There has been no question but 

that firms like PHH have been 





or even districts, Ford said, with 
parts sales drives carried on the 


same basis. 
* * x 


ir THE past, many dealers have 
been guilty of performing only a 
“lick and promise” tuneup job, ac- 
cording to one factory. The dealer 
merely changes the oil and greases, 
changes the oil filter, and automat- 
ically puts on new parts whether 
(Continued on Page 30, Col. 3) 


NEW PRODUCTS 
Page 40 





hurt this spring in their recovery 
on 1953 models, since the appear- 
ance of 1954 models on use car lots 
in many areas has materially hurt 
the resale values of 1953 and 
earlier models, 

Many people have wondered how 
many of the leasing companies, 
with thousands of leased cars in 
the hands of users, would fare un- 
der the tremendous drop in used- 
car values. 

% * 


Extend the Time 


1. answer has been really 
simple in most cases. Where the 
leasing companies used to contract 
for the lease of a car for one year 
or 25,000 miles, which ever came 
first, they now have merely extend- 


ice until the depreciation reserve 
set up for the retirement of that 
car enables it to be taken out of 
service at no appreciable loss. They 
have also increased their monthiy 
rate. 

Thus during the past year, PHH 
instead of retiring cars from serv- 
ice at one year, now keep their cars 
in service an average of 15.3 
months and 29,066 miles. The de- 

(Continued on Page 31, Col. 1) 


NSPA Program 
Aimed at Getting 


More Mechanics 


LEVELAND. — A new brochure, 
pointing out the need for many 
new technicians and mechanics in 
the auto industry, will soon be re- 


|leased to schools and educational 
‘|groups by the National Standard 


Parts Assn., according to Russ G. 
Riley, service division merchandis- 
ing manager for Thompson Prod- 
ucts, Inc. 

Riley, who heads the NSPA 
subcommittee on vocational edu- 
cation, has just completed a two- 
year study on the scarcity of me- 
chanics, 

The brochure is designed to as- 
sist in broadening automotive voca- 
tional training, helping advise in- 
dependent garage men how to im- 
prove their business, encouraging 
new men to enter the field and to 
assist local jobber associations to 
grow. 

* * cd 

HAS been estimated by the in- 

dustry that 100,000 high school 
graduates with major study in auto- 
motive mechanics can step into 
promising jobs this year, and that 
an additional 10,000 will be neces- 
Sary each year for several years. 

According to the plan, individual 
representatives of the industry will 
present the NSPA blueprint of vo- 
cational opportunity before high 
school educators for their consid- 
eration and guidance, 

Assisting in the project is the 
American Vocational Assn. and 
the Automotive Industry - Voca- 
tional Education Conference 
Group on Public School Automo- 
tive Instruction, The latter is a 
part of the Automobile Manufac- 
turers Assn. 

General chairman of the confer- 
ence group, which aided Riley in 
the study is Paul E. McDonald, of 
the service section of General Mo- 
tors. 

* * ” 
yas program, which is to be pre- 
sented in all states, will also 
endeavor to outline principles of 

(See NSPA PROGRAM, Page 30, Col. 5) 
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Here’s the Oil Additive Story 


By Sam Sampson 
Staff Writer 

oo are the purposes of gaso- 
line and oil additives, and what 
do they do when they are added to 
passenger car and truck fuels and 

lubricants? 
Answers to these questions, and 
| a general discussion of the ad- 
| ditive industry were provided re- 
cently by Leslie B. Beard jr., 
president of the American Society 
for Testing Materials and assist- 
ant director of Socony-Vacuum 

Laboratories, at the annual din- 

ner meeting of the Detroit. dis- 
trict ASTM. 

The additive business is now 
grossing $400 million a year, Beard 
said, and as far as can be seen, will 
continue to grow larger as higher- 


gine parts and fuel system parts. | additives which are included for 
Principally, they fight corrosion. | their chemical properties: 

6. Pre-ignition preventors for | 1. Detergents. These materials 
|are used primarily to clean off 
| sludge, resins and varnishes from 
|engine parts. A secondary list of 
| materials, referred to as dispersants, 
| are often used in lubricants to keep 
| these formations from settling on 
| moving parts. 


2. Anti-oxidants and corrosion 


gasoline. This group of additives 
will either change the character 
of the engine deposits to avoid 
upper combustion chamber “hot- 
spots” (which ignite the gasoline 
charge before the spark plug sets 
it off), or in some instances, tetra- 
ethyl lead is used to combat the 
pre-ignition phenomenon. inhibitors. In the lubricant field, 

7. Anti-screen cleaning agents for | such ingredients will act against 
home heating oil. The function of | forming peroxides and oxidation 
these materials is fairly obvious, 
since it applies to home heating oil | 
and the problem of dirty screens | 
and burning units. Additives in this 
case keep screens from plugging, 
and burning units clean and opera- 
tive. 





« 


|Western L-M Service Heads Meet— 


acids in oils. It is also thought by | At a meeting of the service managers of Lincoln-Mercury dealerships in the 
many engineers in the oil indus- | western region Buck Keene and Ed Wanko, both from the Los Angeles district, were 
try that these materials will also | elected to attend the national L-M service manager meeting in Detroit. Shown (from 
form protective films over bear- | left) are Paul Lester, El Paso, Tex.; Bill Rhode, Bremerton, Wash.; William Temple, 
ing surfaces. | Petaluma, Calif.; Keene; R. E. Sutherland, Los Angeles district service. manager; George 
3. Extreme pressure agents. Such | S. Coats, western region sales manager; Wanko; Philip Ritterspacher, Astoria, Ore.; 
| additives are used to increase the | Cliff Westfall, Butte, Mont., and N. R. Staver, Sacramento, Calif. 














—— 


output, closer-tolerance engines and 

gears are placed in automobiles 

and trucks. 
+ * x 


td even at this high figure, 
Beard said, the additive busi- 
ness has enhanced the value of the 
resultant products by many times 
the $400 million figure. 

As an illustration, Beard said 
that two gallons of present day 
fuel are doing the work that re- 
quired three gallons back in 1925. 
In addition, he said, these ad- 
vances have been made at nearly 
no additional cost to the con- 
sumer. Increasing tax burdens 
placed on the petroleum industry 
has resulted in most of the cost 
increases. 

Beard defined the additive busi- 
ness as “developing and selling 
compounds imparting to petroleum 
products new and useful properties 
not obtainable by extractive re- 
fining.” 

* + + 

UCH materials, according to 

Beard, may be divided into two 
classes — those which add to the 
product through its physical pres- 

ence and those which function 
through chemical properties, 

In breaking down these materials, 
Beard listed the following groups 
of additives used because of phys- 
ical properties: 

] OIL soluble dyes. For the most 

* part, such materials are used for 
changing the color of gasolines and 

oils to impart desired colors for 
sales purposes and to differentiate 
between grades. 

2. Anti-icing agents. This group 
of materials retard the formation 
of ice crystals in carburetors and 
fuel lines. 


3. Upper cylinder lubricants. This | 


is a series of oils which is intro- 
duced into the engine through the 
fuel stream and lubricate the upper 
combustion chamber area. 

4. Viscosity index improvers. 
These components effect the satis- 
factory flow and action of oils under 
varying temperature conditions. 
They are particularly effective in 
keeping “body” to oils at high tem- 
peratures. . 

5. Pour point depressors. Such 
materials are used to make oil 
flow more satisfactorily at low 

temperatures. 

6. Defoamants. These ingredients 


keep oil from foaming under ex- | 


treme agitation or churning. 
s * «* 


[Nome chemical functions, Beard 


listed: 


1. Anti-knock agents for gasoline. 


This additive group is designed to 
control combustion timing, and to 
prevent the resultant shock load on 
pistons, rings, bearings, etc. from 
detonation. 

2, Cetane number improvers for 
diesel oils. The cetane number is 
an ignition quality indicator for 
diesel oil engineers, and the 
cetane number improvers are 
chemicals that step up the burn- 
ing rate of fuel. 


3. Anti-oxidants. For the most 
part, these ingredients cut down on | 
the formation of oxidation prod- | 
C referred to as sludge, var- | 
nishes or corrosive acids. In gaso- | 


ucts, 


line, they prevent the formation of 

gums in storage tanks and lines. 
4. Anti-rust agents for gasoline. 

Such materials are used to protect 


engine parts and storage facilities 


from rusting. 
& * . 
METAL deactivators. These in- 
*gredients stop some chemical 
reactions between oil and metal en- 





8. Decolorizers for kerosene. Once 
again, the function is primarily for 
sales purposes, and is not directly | 
connected with the functional as- 


pects. 


Ss 


TRICTLY in the lubricating field, | 


Beard 


* * * 





| load carrying characteristics of oils| a pa z Sip : 
and greases. At the present time,| Which aid a given lubricant’s “lu- “oiliness agents,” if they serve as it 


extreme pressure agents are com-|ricity.” There are several differ- is supposed, will reduce the loss of 
ences of opinion on the subject of , horsepower from an engine by re- 
| “oiliness agents,” since the exact ducing friction. 
| function of these materials is hard 


monly found in greases for hypoid 
gears, where it is necessary to in- 
| crease the “film stress” ability. 

4. “Oiliness” agents. Most of the to measure. 
included the following materials are fatty, organic acids! 





a year-long friend. Use it often for statis- 
Engineers, however, agree that | tics, buyer information and personnel datn. 





Why did 


Ford 


adopt Ball-Joint Front Suspension? 


‘ 





-..and that’s not all 


The growing trend towards increased 
engine output places a greater emphasis 
on easier, safer steering and over-all sta- 
bility. That’s why Thompson's front sus- 
pension ball-joints . . . the first major 
development in front wheel suspension in 
20 years... are incorporated into the 
latest model Ford. 
Other Advantages, Too 

There are five additional automotive prob- 
lems solved by ball-joint front suspension: 
Creating new space for wide modern en- 
gine design ¢ Eliminating front suspen- 
sion and steering bind ¢ Cutting front 
end overhaul time by hours ¢ Reducing 





lubrication points from 12 to 4 ¢ In- 
creasing service life many times over. 

Half-Century of Teamwork _ 
This Thompson “Engineered Steering” 
development is a typical example of 
Thompson’s_ side-by-side cooperation 
with the Automotive Industry over the 
past 50 years. 


Because with more horse- 
power you need greater 
stability, easier steerability! 


Yours for the Asking 

If you have a steering linkage problem 
you'd like to discuss with Thompson's 
skilled and experienced Steering- 
Linkage Engineers, write, phone or wire 
Thompson Products, Inc., Michigan 
Plant, 7881 Conant Avenue, Detroit 11, 
Michigan. 





You can count on 


Thompson Products 


MICHIGAN PLANT: - 


DETROIT «+ 


FRUITPORT + PORTLAND’ 





Anderson Opens in Minneapolis— 
Opening of this showroom and garage in the Minneapolis area marks the start of 


Anderson Cadillac, Inc., St. Louis Park, a suburb. 


Only Nycar offers all these beautywear 
features te help you sell more seat covers. 


STOPS SHOCK 

Static electricity’s 
never stored up by 
amazing Nycar fabric. 


RESISTS BURNS 

No fear of charring 
from glowing cigarette 
ashes and tobacco. 


AIR-CONDITIONED 
COMFORT 


Never too hot or too 
cold, the porous fab- 
ric actually breathes. 


WON'T FADE 


The colors are locked 
in to stay — will not 
fade, crock or run. 


REPELS STAINS 


A flick of a damp 
cloth — and stains 
simply vanish. 


PREVENTS SCUFFS 
Tough to scuff or tear, 
sturdy Nycar gives 
amazing long wear. 


RONG 
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Dealer 


Harley E. Ogden has been pro- 
moted to assistant manager of 
Chieftain Pontiac, Inc. 111 W. 
Thirty-eighth St., Indianapolis, ac- 
cording to F. C. Hindsley, general 
manager. O. A. Chillson is owner. 


* * + 


Schroeder Acquires Stock 


Of Wells-Messemer 

Warren F. Schroeder has pur- 
chased the stock of Wells-Messe- 
mer, Inc., Endicott, N. Y., formerly 
held by Daniel Hoadley, Vestal, N. Y. 
Ralph Swindler, Wells - Messemer 
president, said the corporation, with 





ELLENBORO MILLS, INC. 


Doings 


Schroeder as secretary - treasurer, 
will operate the Vestal Garage, 
| formerly operated by Schroeder as 
|a@ body shop and used-car lot. 


* * * 


New Planning Technique Used 


In Thompson Expansion 
| Thompson Bros., Inc. (Cadillac), 
| Cincinnati, reports that “the best 
|in Cadillac dealership design in 
| America, plus a new planning 
technique,” have been incorporated 
|in plans for its proposed Gilbert 
Ave, outlet. 

C. Dabney Thompson, president, 






said the new building would have 
more than 40,000 square feet cof 
service area, An electronic service 
control tower, installed in a mez- 
zanine floor, will assist in routing 
cars through various service oper- 
ations. 

A customer reception area in the 
building will handle 19 cars simu!- 
taneously, and four exits from 

| shop areas will permit quick trans- 
fer of cars between departments, 
to car delivery stations or to the 
parking area. 

+ * o 


Aultman Fire Damage 


Estimated at $60,000 
Damage estimated at $60,000 
| resulted from a fire which par- 
| tially destroyed Aultman Motor 
| Co. (Pontiac - Cadillac), Albany, 
| Ga. 
Wilder Aultman, owner, had 
| nearly completed a new building 
| to house his dealership when the 
fire struck the old headquarters. 


* * + 
|Periat Becomes President 


Of West Coast DeSoto Group 

Gaston Periat, Periat & Sons 
(DeSoto - Plymouth), San Mateo, 
Calif. has assumed presidency of 
the DeSoto Dealer Assn. of 
Northern California. 

He succeeds Bernie Leven, San 
| Francisco, who retired. 

* af * 


Tri-Town Relocates 
Tri-Town Motor Co. (Oldsmobile- 
Cadillac), Jackson, O., has moved 
to 110 Water St. 


* x = 


| Rodenfels Brothers Buy 


| Control of Cleveland Deal 


Richard R. and John L, Roden- 
fels, president and vice-president of 
Rodenfels Chevrolet Co., 555 W. 
Broad St., Columbus, O., have an- 
nounced purchase of a controlling 
interest in Kinsman Square Chev- 
rolet, Inc., Cleveland. 

John Rodenfels has been named 
president and general manager of 
the Cleveland concern and Richard 
has been elected vice-president. 
Homer C. Lloyd has been advanced 
from used-car sales manager to 
general sales manager. 

ot x *” 


Sweepstake Winners 


Stanley Kesler, president, and 
Everett R. Hiatt, salesman of 
Kesler Ford Sales, Fairmount, 
Ind., were among top regional 
winners in Ford’s two-month 
“Round-the-World Sweepstakes” 
ear and truck sales contest. 

* a * 

Bowlus Boosts Malloy 

William Malloy has been ap- 
| pointed sales manager of Bowlus- 
Nash, 925 Cleveland Ave., Canton, 
O. He had been a member of the 
sales staff. 


* * * 


Thompson Motor Closes 


Thompson Motor Co. (Willys), 
San Antonio, Tex., has closed its 


doors. 


* * 


Shannon Adds Branch 


Shannon Motors, Inc., (Lincoln- 
| Mercury), Gulfport, Miss., has 
| Opened a branch dealership at 621 
E. Howard Ave., Biloxi, Miss. Frank 
| Falgout, formerly of Memphis, is 
«Continued on Page 29, Col. 1) 


WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 3,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Pian" to increase Sales. 


Write for Free Samples and 
Details of this AMAZING PLAN 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 
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Dealer Doings 





(Continued from Page 38) 


menager; Charlie Peschlow, used- 

car manager, and Lars Miller, serv- 

ice manager of the new branch. 
* * ~ 


Duggan Buys Out Elam 
Hugh Elam Motor Co. (Dodge- 
Plymouth), Winfield, Kans., has 
} been sold to Joe Duggan. The firm 
is now known as the Duggan Mo- 
tors, Inc. 


< 


* * * 


Townsend Appoints Two 

Two managers have been ap- 
pointed by Townsend Motors 
(Dodge-Plymouth), Omaha, succes- 
sor to Webber Motors. Gene Holder- 
ness is in charge of new-car and 
new-truck sales, and Mitchel Simon 
heads -the used-vehicle department. 

* * 


Dealer Carrell Is Eyeing 


California Governorship 
Tom C. Carrell, San Fernando 


‘4 


auto dealer, has announced his | 


candidacy for the Democratic 
nomination for governor of Cali- 
fornia. ’ 

His platform is: “Economy in 
government, a brake on constant 
tax increases, and an end to ex- 


travagant and fruitless State | 


spending, together with elimina- 
tion of Communism and other 
subversive ‘isms’ from State gov- 


ernment.” 
x * = 


Nash Deal Reorganized 
? R. D. Austin Motor Sales (Nash), 
| Michigan City, Ind., has been in- 
{ corporated with Elizabeth Austin, 
widow of R. D. Austin, as president. 
Don Austin, her son, is treasurer of 
the new corporation, and Dorothy 
Austin, her daughter, is secretary. 
7 * * 


Davis Opens Buick Deal 

Earl Davis jr. has purchased 
the Delaware (O.) Buick dealer- 
ship from William Austin and 
will name it Earl Davis Buick, 
Inc. Davis formerly was associ- 
ated with the sales department of 
Saeger Buick Co., Columbus, O. 

* * + 


Allen Chevrolet Organization 
Rewards Top Salesmen 


The Don Allen organization of 


nounced that the grand winners in 
its first 100 Car Club competition 
are Frank J. LaPointe, of Miami, 
and Thomas C. Leader, of Buffalo. 
Their prizes are two-week vacation 
| trips, with expenses paid. 


Other awards in the year-long | 


sales contest include weekend vaca- 


tion trips. Recipients are Charles | 


O'Donnell, of Buffalo, most new-car 
sales; Louis J. Lojacono, of Buffalo, 
most -used-car sales; Charles A. 
Grimes, of Miami, winner in the 
commercial sales competition, and 
Paul D. Mayr, of New York, win- 


ner in the commercial sales divi- | 


sion. 
An engraved wrist watch went 
to each of the next 10 winners. 
* = + 
Service to Plant Workers 


Aids Liberto’s Expansion 


he has one building of 16,000 
square feet, a lot of 16,000 square 
feet, and a 17,000 - square - foot 
building for storage of new cars. 

Liberto provides facilities for 
employes of four major plants 
surrounding his establishment to 
leave their cars for servicing. 

* +. + 


Jaycees Honor Asher 


Howard Asher, partner in George- 
Asher Motor Co., St. John, Kans., 


man of the year and winner of the 
Junior Chamber of Commerce's 
distinguished service award. 

+ * * 


20 Dealers Furnish Rides 


To Grand Rapids Voters 


The Grand Rapids Car Dealers 
Assn. again has provided trans- 
portation to the polls as a public 
service. Any person requiring a 
ride to his voting booth merely 
called one of the following deal- 
ers: 

Alberda-Shook, Inc.; Berger 
Chevrolet; Bissell-Sears Motors; 
Ted Booth, Inc.; Clock Motor 
Sales; Eberts Cadillac Co.; 
Friendly Chevrolet Co.; Gezon 
Motor Sales; Goodwin Pontiac 
Co.; Grandville Motor Sales. 





Co.; Miller Pontiac; Bill Pastoor, 
Inc.; Row Motor Sales Co.; Row- 
den Ford Sales, Inc.; Gil Schaefer 
Distributor, Inc.; Robert Smith 
Mercury, Inc.; Stegman - Olsee, 
and Universal Car & Service Co. 


* * x 


Ozsmum Joins Jackson 
Lyle Ozmum has been appointed 


general manager of Jackson Mo-| 
tors, Ltd. Houston. Ozmum for- 
merly was regional business man- 
ager for Dodge, 
Dallas. 


with offices in 


* * * 


Rogers Enters GOP Race 
For Kans. Governorship 


Mayor Joe E. Rogers of Wav- 
erly, Kans., owner of a Chevrolet 


cer’... 
ant for governor of Kansas to 
enter the political arena. He is on 
the ballot for the Republican 
nomination. 

Rogers previously was a mem- 
ber of the Town Council. He is 
— of the Waverly Lions 

ub. 


* * * 


Dodge for George 

Leo B. George, owner of George 
Motor Sales, Inc., Hamtramck, 
Mich., has been appointed a Dodge- 
Plymouth dealer. The dealership at 
12200 Jos. Campan includes two 
buildings, with 18,500 square feet 
of floor space, and a nearby used- 
car lot. Hy Katz has been named 
sales manager of the dealership, 
which formerly handled Stude- 





Chevrolet dealerships has an-| 





| 


Sam Liberto, owner of Liberty | 


Motor Sales (Studebaker), Pitts- 


from a two-car garage until now 


NEW 1954 MODEL 


~—- 





AUTO-TURNTABLE 


* Low priced—Portable 
‘4 * Move it anywhere—Just plug in 
* Rigid all steel construction 
© Full length steel runners 
° Will fit all cars 
* Unconditional 1 year guarantee 


Send for brochure No. 7 


AMERICAN STAGE EQUIPMENT CO. 
805 East 134 st. Bronx 54, N. Y. 


burgh, has built up his operations 





| 
| 


has been named St. John’s young Steve Hicks, Inc.; Jordan Buick 


dealership, became the first aspir- 


baker. 





Don’t Set Valve Gap “Close Enough” 
oo Set IT EXACTLY RIGHT! 


| Bas 











Use Model 111 

on ALL Cars 

with Valve-in-Head 

Engines...as We 

as most makes 

of light trucks 

and pick-ups. 

Both hands are free 

to use adjusting 

tools—away from 

exhaust manifold | 
on Ford and 

Mercury- 




















P&G VALVE-GAPPER 100% Accurate Even When 


















t 
Rocker Arms Are Worn or Pitted i 
The dial indicator registers i 
exactly the entire travel of — vaivt- II f 
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The Valve-Gapper, a new precision instrument, utilizes 
an entirely new principle in measuring valve clearance, or 
“gap” on engines with overhead valves. 

With the engine idling, an easy-to-read dial indicator 
registers the exact clearance hore, during and after 
semen — a a result, you check valve gap visually and 
set clearances with micrometer accuracy. 

The Valve-Gapper is easy to use and reduces the time 
normally oqulend fat valve adjustment as much as 50%! 


Instant Location of Defective Hydraulic Lifters 
Defective or noisy hydraulic lifters can be spocted in the 
short time required to place the Valve Gapper on each 
rocker arm. Any defect will cause the needle to oscillate. 
With properly functioning hydraulic lifters the needle 
will remain stationary. 

Now, car owners and mechanics alike can see which 
lifters are defective. 














© ADJUST VALVE CLEARANCE 
@ TIME FUEL INJECTORS 
@ BALANCE FUEL RACKS 


The Model 201 Set enables engine 
owners or operators, as well as mechanics, to make ss 
these adjustments easily, quickly and with greater 
accuracy than ever before because the 
dial indicator registers the smallest 
variation in settings. 
The Model 201 can also be used to § 
set Valve Clearance on GM 6-110 en- 
gines and adapters will soon be avail- 
able for timing injectors and balancing 
fuel racks on the 110, 
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P&G MANUFACTURING CO., Dept. gp 
2262 N. Albina Avenue, Portiand 12, Oregon 


Please send me Valve-Gopper literature and prices. 
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K-W Servicemen Go to School— 

Richard Hammond, senior instructor in the Willys service school, gives an illustrated 
lecture on Kaiser power steering at the Toledo plant. The session was one in a series 
in which former Kaiser field service representatives are schooled in Willys products, 
and Willys field men in Kaiser models. 
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| Year-Around Campaigns Are Taking Over . . . 


Spring Service Drives Fading 


| 


(Continued from Page 26) 


they are needed or not. This pro- 
cedure, the factory pointed out, 
goes under the same banner as the 
complete procedure carried on by 
the conscientious dealer. 

Such operations, and the fact 
that many gasoline stations have 
climbed aboard the tuneup band- 
wagon with economy “spring 
service specials,” has discouraged 


_|| the industry on spring tuneup 


campaigns. 

This year, the changes in engine 
design and the increased number 
|of power accessories which require 
more constant and careful attention 


higher-output engines enter the 
| field. No less important is the 
|rapidly changing gasoline and oil 
| compositions, and the importance 
| of fitting the correct lubricants to 
| the various engines. 

* * * 


| are of increasing importance as the | 


| 
| BY: many dealers are faced with 
the responsibility of keeping 


| the customer’s car in good working 


‘you can’t 
make a velvet purse 
from a sow’s ear! 


Almost 200 years ago, a wise Englishman 
named John Wolcot made this statement. 
Today it is as pertinent as ever, particu- 
larly when applied to motor oils and what 
additives can and cannot accomplish. 


If a motorist were to 
believe all he reads in 
today’s motor oil ads, 
he would be perfectly justified in concluding 
that just any crude oil could be made into 
a superior motor oil, simply by up-to-date 
refining and proper chemical additives. 


Nothing could be further from the truth. 


Any refiner must start with a really good 
crude oil if he expects to make a superior 
motor oil. It is impossible for anyone to 
“make a velvet purse from a sow’s ear.” 





Additives are important, of course. They 
do many important things to increase the 
lubricating efficiency of H. D. Motor Oils. 


But additives, in themselves, do not lubricate. 
They can be added to any oil. To very good 
oil. To very poor oil. 








order, and have carefully built a 
service organization that can com- 
mand a large number of repeat 


customers. Under these conditions, | 


the customer often relies on the 
dealer to remind him that he needs 
spring service. 

In a check with several dealers 
recently, Automotive News found 
that even though dealers are 
planning to cooperate with fac- 
tory programs and the May Safe- 
ty Month drive, they still deem it 


| Spray-Painting Courses 
‘Announced by Binks 
CHICAGO. 


announced by Binks Mfg. Co. 

Courses will be held in the firm’s 
Chicago plant May 3-7 and June 
7-11. The classes are designed for 
| foremen, supervisors, jobbers and 
| Management executives. Informa- 
| tion is obtainable from E. F. Watts, 
| Binks Mfg. Co., 3122 Carroll Ave., 
| Chicago 12, Ill. 


THE QUALITY OF THE BASIC OIL DETERMINES 
THE KIND OF LUBRICATION A MOTOR GETS. 


That's why we are emphasizing this plain 
truth to millions of motorists in our 1954 


Association advertising: 


Today's BEST ails 
start with 
Nature’s BEST crude 


Just like the headline of this ad, here is a 
statement that all motorists will quickly 
understand... And here, indeed, is the 


single BEST reason 
for you to stock and 
promote the sale of 
a brand of Penn- 
sylvania Motor Oil. 


ms 
{o> 


a. Ol As ia 
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‘TRADE MARL BERIT TERED 6. 5. PATENT OFFICE 


We are telling the plain truth about today’s motor oils to millions of motorists who read 
Saturday Evening Post, Collier's, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - 


Oil City, Pennsylvania 


— A new series of | 
| spray-painting schools has been! 


necessary to protect repeat cu-- 
tomer business by sending out 

notices on general tuneup need.. 

“In many cases,” one dealer said, 
“the customer has turned over the 
complete service of his car to iis, 
and he will feel slighted if he 
doesn’t get a spring tuneup notice 
from us. We've got to let our steady 
customers know that we're on the 
ball.” 

* . * 

| UT with the increased number 
of special promotion kits to 
| buy, a severe strain is placed on 
| the service promotion budget, deal- 
| ers say. Many of them, particularly 
| the lower volume dealers in small 
towns, are looking for less expen- 
sive ways of reminding customers 
of the need for spring attention. 

Factory mailing pieces on the 
subject are available from all the 
factories in addition to the special 
campaign materials. But under the 
circumstances, they are too expen- 
sive. 

Some dealers are having local 
print shops put out inexpensive 
reminders in volume to suit the 
budget. Others are having the 
printing done on two-cent post- 
| cards, pointing out recommended 
tuneup items, Still others are buy- 
ing postcards, and having the office 
personnel copy a_ personal-type 
message to the customer. 

Dealers in small towns find this 
especially effective, declaring that 
in response the handwritten mes- 
sage is a “go-getter.” The unpre- 
| tentious little message, written in 
a friendly, casual way, brings amaz- 
ingly high returns. 
| * * 








C- MUST be pointed out that the 
factory year-around plans in- 
clude a tuneup phase during the 
| April or May periods. The pro- 
grams are mainly distinguishable 
| from the approach based purely on 
|}a tuneup in that they are only a 
part of a larger program, and that 
|some items are reserved for more 
complete attention at a later date. 
Secondly, all the year-around 
| programs include full cooperation 
| with the May Safety Month cam- 
_ Ppaign in which brakes, lights and 
| other safety factors are to be 
| thoroughly tested. 


| 


|for a rather complete agenda of 
| tuneup items, suggested the follow- 
| ing procedures: 
| Carburetor cleaned and adjusted; 
points and distributor checked; 
plugs cleaned or replaced; voltage 
regulator adjusted; timing checked; 
|fan and generator belt tightened; 
crankcase drained and summer 
grade oil put in; oil filter changed; 
| cooling system drained and cleaned: 
| rust inhibitor added; frame, chassis 
;and engine lubricated; grease in 
|rear axle and transmission 
|changed; fuel pump bowl and 
| screen cleaned, and cylinder heads 
torqued down. 
+ = 

N TALKING with dealers AvutTo- 

MoTivE News heard of several 
ways that dealers can efficiently 
handle additional tuneup business 
|}in the shop. Depending on the size 
|of the service area and manpower 
| quality, most of the methods have 
been put into practice and have 
been found to be efficient and pro- 
| fitable. 
| Some dealers set aside one hoist 
| and move all testing equipment 
(Continued on Page 35, Col. 1) 


| NSPA Program 


(Continued from Page 26) 


| sound business practice, including 
|methods of keeping books and 
| maintaining inventory and cost rec- 
| ords. 
| “Today, due to the complicated 
| nature of the modern automobile 
| and its precision-built power 
plant,” Riley said, “a new classi- 
fication of the mechanic has de- 
veloped. He is a technician in the 
true sense of the word and in 
reality should be known as “ 
diagnostician. 

“Keen minds have put thousands 
of hours into designing and making 
1954’s high-powered, precision e- 
gines. And the properly qualified 
repairman — those with adequate 
vocational training — are the spe- 
cialists who can best keep them 
running.” 


Lincoln-Mercury, which is aiming. 
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(Continued from Page 26) 


preciation reserve set up for these 

units averaged $505 per car last 
year and the actual depreciation 
amounted to an average of $534 
per car. 

If the car leasing company 
knows its costs, is charging a 
proper monthly rental and set- 
ting up the proper depreciation, 
cars can still be leased on today’s 
market without too great a risk, 
say experienced leasing firms. 

But cars can’t be leased at the 
$60-to-$75 per month figure that 
was used several years ago, when 
profits were shown on the re- 
covery. PHH, which now has 17,158 
» tgs in lease service, shows that 
today the cost of operating a car 
of the low-priced Big Three makes 
is approximately 5.08 cents per mile 
for both running and standing ex- 
pense, including gas, oil and garag- 
ing. 


* * * 


Meeting the Problem 


VER since the brake reline busi- 

ness got on a highly compet- 
itive price basis, a very dangerous | 
situation has been confronting the | 
trade. Some bonders have been | 
using cheap, unreliable linings in | 
their shoe rebonding and palming | 
them off as top-grade products at | 
a price. 

This publication has called the | 
attention of the car dealers to this | 
practice several times during the | 
past year or so. While reports from | 
the field claim that the situation is | 
considerably better today than it) 
was a year ago, the substitution of 
inferior products is still in evidence 
in several sections of the country, 
and makers of a high quality brake | 
lining still experience keen price | 
competition on linings of supposed- 
ly eaufal quality. 

The manufacturers of Grizzly 
lining started a national adver- 
tising campaign this month 
aimed at protecting their good 
name and their two quality lin- 
ings. In their first advertisement. 
aimed at eliminating the practice 
of having inferior linings palmed 
off as their products, Grizzly is 
running an ad headed, “You 
wouldn’t buy ‘Name-less’ life in- 
surance—then why buy nameless 
brake lining?” 

Grizzly goes on to say: “We are 
anxious to accept the responsibility 
for our product, because we know 
it is good brake lining. And, we 
don’t like the idea of other brake | 
linings being sold as ‘Grizzly,’ or | 
‘just as good as Grizzly,’ or even 
having our ‘Syncro’ brake lining 
sold as our ‘Silvertip’ premium 
grade lining.” 

So Grizzly is furnishing all of 
their authorized brake shoe ex- | 
changes with trade marking equip- | 
ment, so that these outlets can 
properly brand each piece of re- 
bonded Grizzly lining sold by them 


Accessory Show 
At Navy Pier 
To Be Expanded 


CHICAGO. — To meet the de- 
mand for more exhibition space, 
the 1955 Automotive Accessories 
Manufacturers of America Ex- 
position will occupy both wings of 
the Navy Pier here next Feb. 7-11, 
according to Herman L. Erlichman, 
show manager. 


The show also will run five days 
instead of four, Erlichman said. 
The 1954 exposition was 30 percent 
larger than in 1953, he said, with 
170 more exhibitors. 


The show management, he said, 
expects a correspondingly large 
climb in 1955. By leasing both 
wings of Navy Pier, he said, 300,- 
000 square feet of exhibition space 
can be provided. 

In 1955, he said, assignments of 
booth space will be made in both 
wings simultaneously, starting at 
each entrance and alternating be- 
tween the two wings. 


Anderson Cadillac Opens 

Anderson Cadillac, Inc. has 
opened at 5100 Excelsior Bivd., St. 
Louis Park., Minn. The new dealer- 
ship is owned by Victor Anderson. 


— for the protection of the trade 
and their own good name. 

This column fully believes that 
if other makers of quality lining 
and brake parts would similarly 
eliminate any chance of their qual- 
ity products becoming substituted 
by inferior brands, one of the great- 
est potential death hazards of this 
industry could quickly be elimin- 
ated from the service end of the 
business. 

It is hardly conceivable that 
even hardened “price pushers” 
would find it profitable to buck 
branded merchandise with their 
spurious products for the small 
difference of not more than 50 
cents per wheel, retail. 

Our old chapeau is reverently | 
lifted to Grizzly, and their advertis- 
ing agency, Waldie & Briggs, Inc., 
which conceived the idea. 

* * * 


Accident Booklet 


| Sri managers and dealers 
with modern body shops realize ' 


SAVE SHOP LABOR .. 


‘that body work, especially insufs | 
ance jobs (if handled properly), is | 


not only one of the highest dollar | 


services a dealer’s shop can offér 
but is also one of the most profit- | 


| 


able. In fact, in many shops body | 


and paint account for more than | 
one-third of the gross billing of the 
shop. 

Al Miller, of Greene-Haldeman 
(Chrysler - Plymouth), Los An- 
geles, is one service manager who 
appreciates the value of this body 
and paint work and also appre- 
ciates that the average car owner 
is not too well acquainted with 
what can be done to get a satis- 
factory job, once he has had an 
accident. 

So Al has developed a_ booklet, 
| titled “What to do about that acci- 
dent,” which is given to every new- 
car customer and to every service 


| customer. The booklet outlines the | 


| six steps that the customer should 

take and, since it tells the customer 
|to work with his insurance com- 
pany, it also is designed to build 
goodwill with the insurance people 
as well. 

On the back page is printed a 
| report sheet that the customer can 
| use to report an accident. The book- 
let is the right size to go easily in 
a glove compartment. 








Suggestion Winner— 


W. G. Smith (left), general service 
manager of Cadillac's New York branch, 
presents a $75 suggestion award 
Ignazio Chianchiano, of the 108th St. serv- 
ice building. At right is Herman Schmidt, 
supervisor of the new-car preparation de- 
partment. 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





gives extra protection against hazing. 


GET SHOP ECONOMY 


REG. us. par OFF 


BETTER THINGS FOR BETTER LIVING.. 


finish profits! 


E. I. du Pont de Nemours & Co. (Inc.) 
Refinish Sales, Wilmington 98, Delaware 


-THROUGH CHEMISTRY 


DUCO* “Jet-Black” Lacquer is FAST 
. helps you get more jobs OUT ! 


SAVE SHOP TIME. . 


... the high solids content of DUCO “‘Jet- 
Black” permits 3 to 1 reduction—1 gallon gives 4 ‘‘at the gun.” 

See your Du Pont jobber about DUCO ‘“‘Jet-Black”’ today. It’s 
the closest yet to a magic formula for re- 
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. there’s no trick to speeding up production 
with new DUCO ‘“‘Jet-Black”’ Lacquer. It dries ‘‘jet-fast”’ 
all jobs can be compounded in 4 hours, touch-ups in just 2 hours! 
. “Jet-Black” saves labor, too. Its high 
initial gloss means /ess compounding. It dries hard, polishes easy, 


—over- 


to | 





Credit Plays Role 
In 41 Percent of 
Canadian Sales 


MONTREAL.— Of the 462,526 new 
vehicles sold in 1953 in Canada, 
189,052, or 41 percent, were financed, 
the Bureau of Statistics has re- 
ported. 

The proportion of financed sales 
was down from the preceding year, 
when 43 percent of the 400,777 new 
vehicles were financed. Except for 
1952, however, last year’s propor- 
tion was the highest since 1932, 


| when 46 percent of the sales were 


financed. The low year was 1945, 
when the proportion was 15 per- 
cent 

The amount of financing reached 
$342,247,000 in 1953, or 29.4 percent 
of the total retail sales volume of 


| $1,162,471,000. 


The average purchase price of 


new cars rose in 1953 to $2,505 from. 
| $2,483 and the average amount of 


financing to $1,722 from $1,557. The 


| average price of new trucks de- 
| clined to $2,542 from $2,562, but the 





average amount of financing went 
up to $2, 114 from’ $2,055. 


PuT THE MAGIC OF BUCO siack 
TO WORK FOR YOU 





Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 
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It’s really rolling —rocking America with one sensational development after another! Get 
with the company that’s setting the pace today in value—in product—in engineering! 
A few Select Nash Dealer Franchises are now available. See if there isn’t a place for 
you. Contact Sales Department, Nash Motors, 14250 Plymouth Road, Detroit 32, Mich. 
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|Both Motorists and Dealers Profit . . . 


May Car Checkups Prove Value 


(Continued from Page 26) 


of a car going 20, 30, 40, 50 and 60 
miles per hour. 

In addition to this normal pro- 
motion material kit that is being | 
made available to every franchised | 
| vehicle dealer, the Inter-Industry | 
Highway Safety Committee has 
also prepared a planning guide for 
' those dealers in small and medium- 
size cities who desire to make their | 
participation an organized com-| 
| munity ac tivity. This planning | 
guide is based on the results ob-| 
| tained by the little town of Dothan, | 
| Ala., in its successful pilot opera- | 
| tion conducted during the week of | 

| Jan. 23-30. 


* * * 


| i THIS pilot run, where the 
| = sponsors were able to get 68 per- 


and bad brakes following in close | 
order. 

Of the 10,267 vehicles checked, 
956 were rejected because of tires, 
787 for rear lights, 493 because of 
windshield wipers, 454 for front 
lights, 394 because of exhaust sys- 
tems, 383 for brakes, 357 for horns, 
288 for steering, 199 because of 
glass and 121 for rear-view mirrors. 

Since the inspection was volun- 
tary and there was no penalty for 


Austin of Canada Plans 
Parts, Service Building 


VANCOUVER. — Austin Motor 
Co, (Canada), Ltd. is planning to 
erect a parts, service and engine- 
rebuilding depot in Burnaby, B. C., 
according to Ralph Chetwynd, min- 
ister of trade and industry for 


failure to pass in the Dothan te:i, 
observers wondered what.the fin! 
reaction would be. The run had 
not been in operation for lorg 
before the promoters began to gt 
the answer. 


Garages soon were flooded with 
business. Drivers were surprised to 
find defects in their vehicles and 
wanted to get them corrected. Cne 
Dothanite had a repair bill of $191 
when he had his car fixed after 
going through the safety check. 
He then put his car through the 
lane the second time and it was 
approved. 


One classic example reported was 
of a driver who found that only his 
car’s horn got a clean bill of health 
on the safety check. Disgusted, he 
drove it to a salesroom and traded 
it in on a new car, passed the ve- 
hicle check and got his sticker. 





‘eent of all the cars registered in British Columbia. * * * 
Flasher Display for Safety Month— . |the county to come through the| Louis Michelin, Canadian vice- NE of the things that showed 
This lighted flasher display emphasizes the stopping distance required at speeds safety check lane voluntarily, un-| president and managing director of | up quickly in the Dothan run 
of 20, 30, 40, 50 and 60 miles per hour. The lithographed four-color display not| safe tires led in the causes for re-| Austin, said the building will cover! was that the public immediately 
only helps sell brake service during the campaign but for the months that follow. | jection. Faulty lights, bad exhausts | 90.000 square — __| began to shun used cars on display 
- : ds nile pecs tetas dh psnaanemnniinasee that did not carry a sticker from 
the safety lane showing that they 
had passed inspection. Public opin- . 
ion also put pressure on the taxi- ' 
| cab owners and commercial vehicle ' 
fleets who sent their vehicles i 
| through the lane as a unit. 


The Dothan test pointed up the 
advantages found in other spo- 
radic efforts that have been made 
in various parts of the country 
where the franchised dealers, in- 
dependent garages, jobbers and 
tire dealers combined with local 
chambers of commerce, police 
and other civic groups to make 
one test lane available, 


In these past efforts the service 
shops usually combined to furnish 
the necessary equipment for the 
lane and arranged among them- 
selves for mechanics and other help 
to man the lane for certain hours 
of every day. Such arrangements 
enabled the lane to accommodate 
the greatest number of cars at 
times most convenient to the own- 
ers and still did not put a great 
hardship on any one shop. 


Each year the May Safety Month 
clearly demonstrates the need for 
the dealer effort to check as many 
of the older cars on the road as 
possible. Last year sample checks 
brought out that 27.4 percent, or ' 
one out of every four cars tested, 
were in need of service attention to 
one or more parts affecting safe 
vehicle operation. 

= x te 


QE out of every six vehicles 
tested needed brake service. 
At present, only 14 states and the 
District of Columbia require peri- 
odic inspection of vehicles. One of 
these states, West Virginia, while 
it has a law requiring periodic in- 
spection, has no funds voted to put 
the inspection into operation. 
Periodic vehicle inspection is 
now required in Colorado, Dela- 
ware, Maine, Massachusetts, 
Mississippi, New Hampshire, New 








Brake Fluids 


Service need SAFE LY ee Jersey, New Mexico, Pennsyl- 
es . see param 5 vania, Texas, Utah, Vermont, Vir- 


. ginia and the District of Colum- 
bia. 
The need for the May campaign, 
principally in the other states of 
the Nation, was clearly pointed out 
in the results obtained in last year’s 
|check made by 1,755 franchised 
dealers who reported the results of 
their check work. 
Of 265,228 vehicles checked by 
these dealers, 71,006, or 26.8 per- 
| cent, had faulty brakes; 37,646, 14.2 | 

percent, had poor front lights; 32,- 

705, 12.3 percent, had ineffective | 
| rear lights; 31,407, 11.8 percent, had | 
| faulty steering; 29,091, 11 percent, | 
| had bad exhaust systems; 17,655, 6.7 | 

percent, had poor windshield wip- 
ers; 17,419, 6.6 percent, had unsafe 
| tires; 14,431, 5.4 percent, had faulty 
glass; 7,947, 3 percent, had ineffec- 
tive horns, and 5,921, 2.2 percent, 
had bad rear-view mirrors. 


















THEY MEET...OR EXCEED 
RIGIO S:A.E. SPECIFICATIONS 


— 
i ee 


You can be sure of giving your customers 
full protection with Du Pont No. 7 Brake 
Fluids. They meet or exceed S.A.E. Brake @ Du Pont Brake Fiuids do not boil off when 
Fluid Specifications 70R1 and 70R2. heat is generated in high-speed stops. 
And they give you maximum economy @ Donot form avepor lock when heat from drum 
consistent with safety, because they’re en- sein eina on hehtnrtrtcn can aaate 
ineered for the is aees for MODERATE @ Will not solidify at temperatures far below zero. 
UTY, one for HEAVY DUTY. @ Will not swell rubber cups and hose, nor cor- 
With Du Pont Brake Fluids in these two oe eee ee 
rformance ranges, you can service every . oe lose efficiency after several months 
d of vehicle— light passe F 
to we ay so pi phoney , — @ Will mix with all approved fluids used in new 
: 4 car production. 
It’s a good way to safeguard your cus- = available in the following sizes: 12 Oz., 1 Qt. 
tomers .. . and your own good name. Re- 


1 Gal., 5 Gal., 30 Gal., and 54 Gal. 
the first move in a $100,000 projec: 


°o 
DU PONT NSC 7. PRODUCTS a ee ee ee 


: From Chemical Research . . . For Better Car Care ; tions, officials said. 


member to specify genuine Du Pont Brake 
Fluids next time you order! 


Loop Motor Expands 
Loop Motor Co. (Packard), Min 
neapolis, has taken a lease on the 
property at 312-318 S, Ninth St., di- 
rectly behind its present garag: 
and automobile salesrooms. It i 





il 
d 


_— 


Seasonal Service Drives Fading a8 





Year-Around Plans | 
Eclipse Spring Push 








similarly covered. 

The first edition, published in 
1929, included charts for 50 makes 
of cars in order to cover the mar- 
ket. A total of 21 makes of cars 
covers the market in the 1954 edi- 
tion. 

In the 25-year span since the first 
lubrication guide edition, cars have 
changed tremendously and so have 
lubrication charts. The 1954 edition 
includes the “Work-Saver” charts 
which were introduced in the pub- 
lisher’s 1953 guide. 

Ray Shaw, Chek-Chart president, 
says the new format, further im- 
proved, features a built-in proce- 
dure, designed to make lubrication 








the volume of work that the out- 
side source can do, since bottle- 
necks may well develop in small 
radiator and bump shops where 
specialized work is to be done. 


* * * 


ppreenns said it is completely 
uhderstandable why the fac- 
tories have begun to lose interest 
in tuheup campaigns in the light 








In 1952, working alone, with only his own 160 acres 
and half the machinery, he sold 106 hogs, 26,045 Ibs. 





beef, and 59,000 Ibs. milk—at a higher net profit! 


Do 


you know any manufacturer 


wes ’ who can match this record? 


S (Continued trom Page 30) of the past sins of some dealers, 
t and the fact that gasoline stations 
to that hoist. One mechanic then | Work is proportioned among the are running stiff price competition 
th acts as trouble shooter and the 9 ey who yo the ae on tuneup work. 
to complete service order is written |—either by moving the car abou < 
id out. r The car is moved to other | the shop or by completing the order | deca, a Bp cB J 
1e ! stalls where actual repairs and | at one stall. h | teed seteh banens cnchin en ie 
91 i replacements are made. Most dealers said it was prefer- old bhela, simply ye ee 
er (It is necessary here, dealers say,| able to keep from moving the car Sie hike rad renee en 
k. to advise the customer of the neces-| around the shop too much, since aay caaeep pecs wg ow 
ne sary work to be done and estimate this results in extra confusion To build u tint of cuntomers 
as the cost. If the estimate is set a| and lost man hours, Under this ine cle. euibiabaty un te Ge 
little high, the customer leaves with | plan, too, it may be necessary to for his sorwien’ oath is the aim of 
a “good taste in his mouth” when| buy extra sets of tools for the | sheet salve dau “ Such: a ee 
is the bill is lower than the estimate.| mechanics to avoid a bottleneck y service ps. Pp 
is dy in the| in waiting for tools. | gram, dealers say, is the best way 
* ne ont Rage ynerally| Where the monthly or bi-monthly | Ford Instructors Keep Abreast— |of building up repeat business—the 
4 mae sueueney copaies, cae that | Programs are to be carried out, | Ford district truck service instructors are spending a week at Ford's technical| “bread and butter customers” of 
"2 extra service item is sold without | many dealers will find it advisable | service laboratory at Livonia, Mich., studying the servicing of tandem-axle trucks. the operation. 
’ “ ing.” to rearrange the shop to handle the ; ; . nae "| Repeat sales of new and used cars 
overselling.” ) ang P ‘ Three groups of 11 instructors each are spending 40 hours in training. After com are in many cases a direct result 
In the larger shops, tuneup vol- | eee ar nina, tak tiliee eovaen |e of their training they will train Ford dealer personnel in their districts. of satisfactory service. Soon, the 
d oor ae oe ca aaeee ee sei -—_ be working on the same| Wily ee oe oon "| customer depends on the dealer to 
in T eae made while the car is| type of operation. rendered by another business estab- | bump and paint jobs will fall into| attend to his service needs, and has 
ly are Cars can be moved to other| Often, a service procedure will, lishment. Brake bonding, radiator | this category. |a right to look for that spring 
y stalls for more major items or time- | involve an operation which must be work, frame checking and some It is wise, dealers say, to check service reminder on tuneups. 
“ consuming operations with a mini-|7~ i ee ee Te at, eee ie 
7 mum of “car shifting.” 
4 > * ok * 
“ MAN® shops, if well enough 
S manned and operated, can take ) 
an increased load of service orders | | 
i without special arrangements. | 
Chek-Chart Issues 
+ * ° H 
Lubrication Guide | 
For 25th Year 
CHICAGO. — The 1954 “Guide to | 
Approved Lubrication for Passen- 
e ger Cars and Light Trucks,” just 
h published by Chek-Chart Corp., 33 
: E. Congress Parkway, Chicago 5, In 1948, B. T. Eaton, with his own 160 acres and 225 
, ie the firm's 26th anniversary rented acres, an extra man and a lot of machinery, sold 
ition. ’ 
S It contains 146 pages of charts, | 71 hogs, 23,010 lbs. beef, and 67,000 Ibs. milk. 
S instructions and special pages, and | 
e is described as the only self-con- 
t tained, complete reference on auto- 
- motive lubrication. 
t More than 85 percent of all cars 
in use are covered by the charts, 
1 according to the company. In terms 
r of years, coverage extends from 
y 1954 models back through 1942 for 
$ all makes, and back through 1939 
$ for Chevrolet, Ford and Plymouth. 
rs Most of the light trucks in use are 


work easier and faster without sac- 
rificing thoroughness or accuracy. 


Urges Brake Fluid 
Be Changed Yearly 


TOLEDO.—AIl drivers, including 
new-car owners, should have their 
hydraulic brake systems checked as 
often as the mechanic looks at the 
water in the car battery, says J. W. 
Alexander, general service manager 
of Willys Motors. 

“Few car owners realize that 
most auto manufacturers recom- 
mend an annual change of brake 
fluid,” Alexander said. “This is par- 
ticularly essential during the win- 
ter period, when uneven brakes ap- 


FarMinc today is a complex business. 
Experience and know-how, planning and 
good judgment, making the best use of his 
asscts...are as essential for the farmer as 


for any other business man. 


When his youngest son left to enter 
college in the fall of 1948, B. 
Liberty, Missouri gave up the 225 acres he 


had been renting, decided to 


corn and row crops, and concentrate on 
pasturage, a beef-cow herd, and hogs. 

He began to renovate his own 160 acre 
farm, a portion every year. The land was 
deep-plowed, terraced, heavily fertilized, 


In 1952, working alone on his all-grass 
farm, he raised more hogs and beef than in 
1948. His milk yield was slightly lower. 
And his net profits were higher! 


market is reached by this one magazine! 

SuccCESsSFUL FARMING concentrates its 
1,300,000 circulation in the fifteen farm 
Heart States which supply about two-thirds 
of the country’s foodstuffs. The SF farm 
subscriber has an average cash income 
around $10,000; and three out of four are 
in the top bracket of farms—the 39% that 
get 88% of the national farm income. 

To sell more new cars, and to balance 





T. Eaton of 
drop wheat, 
national schedules where gencral media are 


thin—you need Successrut Farminc! 
Any SF office can show vou why. 





ptt 





Merepitu Pusiisuinc Company, Des 





re-seeded with grasses and legumes. Ponds 


“e ditt ine @ 





plied while driving on icy roads 
can cause serious accidents.” 
Brake fluid, he explained, deteri- 
orates with use, losing essential 
elements that can be replaced only 
by a complete change of the fluid. 


Women, Take Note 


KANSAS CITY.—A synthetic tire 
~—of pure white or shaded to match 
the wife’s ear-rings—that will last 
for 100,000 miles has been predicted, 
here by Dr. Harry L. Fisher, pres- 
ident of the American Chemical | 
Society. 


were built to store water, stop erosion. He 
cut his machinery investment two-thirds, 
reduced expenditures except for fertilizer. 

His fields of bluegrass, alfalfa, fescue, 
brome, and clover are fenced in narrowed 
strips, grazed in season for twelve hours 
only. He has pasture about eight months 
of the year, and harvests 4,000 bales of hay. 
Hay is stored in barns in the field near the 


cattle, for winter feeding. 


No inpustry is changing as much, or 
as fast, as farming. And the country’s best 
farmers depend on SuccessFuL FARMING 
for news of changes and discoveries—new 
methods, techniques, materials, equipment 
that are practicable, usable, profitable. SF 
is also as much a working manual for the 
farm home as for farm business. 

Today the best farm families constitute 
a major market. A majority of that choice 


Moines.. .with offices in NewYork,Chicago, 
Detroit, Philadelphia, Cleveland, Atlanta, 
San Francisco and Los Angeles. 
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L-M Service Managers Meet— 


The southern region's 1954 Council of Lincoln-Mercury Dealer Service Managers 
held a meeting in Atlanta. Each of the five districts was represented by two delegates. 
They were (clockwise from left), Fred Dermitt, Orlando, Fia.; H. F. Perez, Rosenberg, 
Tex.; L. L. Crowson, Dallas; R. L. Bigham, Lubbock, Tex.; L. G. Perry, Tampa, Fla.; H. 
L. Stanley, service manager of the Dallas district, who conducted the meeting; W. A. 
Toms, regional sales manager; Rudy Vaughn, Birmingham, Ala.; Dale Garner, Austin, 
Tex.; Eddie McCain, Fort Smith, Ark.; Del Rowan, Little Rock, Ark., and Lonnie Cagle, 
Gadsden, Ala. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 








Auto Personnel 


Manley - Vida Distributing Co.,;dinner given by his associates to 
Philadelphia, has been appointed celebrate his 25th anniversary with 
to represent the Dura-Bond Engine the firm. 

Parts Co. line of camshaft bear-| Orner joined Friedgen in 1929 as 
ings and cylinder sleeves in Penn-|g staff engineer and was elected 
sylvania, southern New Jersey, | vice-president in 1947. 
New York State (exclusive of oo | a. 
York City), Delaware, Maryland * 
iol Washington. 54 | Fairbanks, Morse Boosts 3; 


: to 'Reassigns Branch Chiefs 





Ross Gear Names Lehman 


ze president, has been appointed to 
Assistant Sales Manager 


the board of directors and two ex- 


Ralph M. Lehman has been ap- |ecutives have been promoted to| 


pointed assistant sales manager of vice-president by Fairbanks, Morse 


Ross Gear & Tool Co., Lafayette, | 


(Ind.) steering-gear manufacturer,| Promoted were J. 8. Cuneo, gen- | 


according to John E. Jarrell, pres- | eral sales manager, to sales vice- 
ident. Lehman joined Ross in 1947.| president, and Robert B. Craig, 
ve oe | formerly assistant to the president, 


| to vice-president with headquarters 
Associates Fete Orner 


in Washington. 
On 25th Anniversary 


Martin L. Orner, vice-president | ment of Mario A. Gasque as gen- 


of A. E. Friedgen, Inc., transpor- | ral manager of Fairbanks, Morse | 


de Mexico S. A. and Manufacturear 
Morse S.A. with offices 


tation consulting engineers of New 
York City, was guest of honor at a | Fairbanks, 








“This big, colorful frog’s going to help keep spring business 


hopping—for Texaco Dealers in all 48 states! For he’s the eyecatcher 


in Texaco’s ’54 spring advertising and promotional campaign—a 


constant reminder to all America’s motorists to go get a [exaco 


check-up! Coverage? Just listen: he'll jump out from full pages in 





this behind them... . 


Ne 
Yonder rex acg DEALERP 


30 million messages daily. And he'll leap off attention- 


getting stickers, banners and other station 
displays! With year-’round promotions like 


ave 


llion readers! He'll 


to deliver over 





such busy Peale ps 7 


O. S. Leslie, manufacturing vice- | 


Also announced was the appoint- | 


in Mexico City and Tlalnepantia, 
Mexico. 

He succeeds Paul A. Suess, who 
has been transferred to the cor- 
pany’s Los Angeles branch as maii- 
| ager. Alfred M. McLaren, who had 
| been manager of the Los Angeles 
| branch, has been transferred to St. 
Louis to take over branch opera- 
| tions there. 
* * * 


|L-M Picks Altmansberger 


‘For Manufacturing Post 


George E. Altmansberger has 
been appointed assistant general 
manufacturing manager of Lin- 
coln-Mercury, according to D, J. 
| Bracken, general manufacturing 
manager. 

Altmansberger had been man- 
ager of Ford Motor Co.’s opera- 
tions analysis department since 
1950. 





* * i 
United-Carr Fastener Elects 


Churchill Vice-President 


Wilmer H. Churchill, Wellesley, 
| Mass., has been elected vice-pres- 
ident of United-Carr Fastener 
| Corp., Cambridge, Mass. 

Churchill will continue as chief 
| product engineer for the company 
| in its Ames St. plant in Cambridge. 
| eo 





‘Ammco Tools Announces 
Territory Changes 


Territory changes in the east 
| have been announced by Marty 
| Bazner sr., sales vice-president of 
| Ammco Tools, Inc. 
| Jim Cannistraro, district man- 
| ager, will operate temporarily out 
of South Hamilton, Mass. District 
managers are John Polachek, Tren- 
ton, N.J.; John Suttles, Richmond, 
Va.; George Scheffey, Delmar, N. 
| ¥.; Dick Guard, New York City, 
|}and Al Goodgame, Atlanta. 
| * * + 
L-M’s Washington Chief Gets 
| Ford 30-Year Service Pin 
Recognition for 30 years of 

service with Ford Motor Co. in 
| the national capital area has been 
| accorded to Henry M. T. Cun- 
ningham, Washington district 
| sales manager for Lincoln-Mer- 
| cury. 

Cunningham received the cem- 
pany’s 30-year pin at a luncheon 
of the Washington Lincoln-Mer- 

| cury Dealers Advertising Fund. 

| J. G, Lewis, L-M’s eastern re- 

| gional sales manager, made the 
presentation. 





| * * * 
|Frigikar Plant Acquired 
| By Mitchell & Associates 


Frigikar, the auto air-condition- 
ing manufacturing division of Lone 
Star Olds-Cadillac Co., Dallas, has 
been purchased by Bert J. Mitchell 
| & Associates. 

Mitchell, president, said all engi- 
neering and manufacturing person- 
nel would be retained under the 
direction of Barron Moody jr., chief 
engineer and production manager. 

A veteran manufacturing ex- 
ecutive, Mitchell built custom auto 
bodies for Packard prior to World 


War IZ 
* * * 


AC Staff Changes Announced; 


Cross Is Traffic Manager 


Appointment of Ralph W. Cross 
as traffic manager of the AC Spark 
Plug division of General Motors is 
announced by Joseph A. Anderson, 
| general manager. Cross succeeds 
| W. Roy Darnell, who is retiring. 


| Anderson also announced that 

Jess A. Benner had been advanced 
to speeial assignment, inventory 
and budget control within the pro- 
duction control department. 


Wilbur R. Coppel succeeds Ben- 
| ner as assistant production control 
manager of the Industrial Ave. 
plant in Flint, and William C. Cum- 
ings succeeds Coppel as director of 


contracts. 
* * 


|Ford Appoints 6 Executives 
| 

In Special Product Division 
Appointment of six supervisory 
| personnel in the purchasing depart- 
ment and controller’s office of the 
| special product division has been 
| announced by Ford Motor Co. 

M. J. Connard has been named 
| supervisor of the administrative 
| section; J. M. Walker, senior buyer 
| of the stampings, trim and mechan- 
|ical hardware section, and S, M. 
| Sheridan, senior buyer of machined 
(Continued on Page 37, Col, 1) 








ens 


L Auto Personnel 








(Continued from Page 36) 


parts, rubber, electrical equipment 
and tools section. 

Otto M. Nedved has been appoint- 
ed supervisor of financial analysis; 
Albert C. Borst, supervisor of the 
cost section, and Henry M. De- 
Meyer, supervisor of the budget 
and general accounting section. 

ad * ce 


Sheridan Named Sales Chief 


Of Lakey Foundry Corp. 
Appointment of Fred A. Sheridan 
as sales manager of Lakey Foun- 
dry Corp., Muskegon, Mich., has 
been announced by J. O. Ostergren, 


as manager of a records depart- 
ment at Willow Run during World 
War II, and was named Lincoln- 
Mercury district supervisor at 
Kansas City in November, 1945. He 
was appointed the division’s first 
district sales manager here in July, 
| 1946. 
| * * * 
| Curry Appointed Manager 
| Of Galion’s Southwest Sales 
Appointment of Edward R. Curry 
as southwestern regional sales 
manager of Galion Allsteel Body 
Co., Galion, O., has been announced. 
Curry formerly was district sales 
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| Houston L-M Dealer Council Elects— 
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missiles, radar, computers, controls 
and automatic intelligence devices. 
* * * 


Rochester Products Names 


| Southeast Service Manager 
Assignment of Norman A. Reilly 
as regional service engineer cov- 
ering the southeast has been an- 
nounced by Edward H. Calkins, 
service manager of Rochester 
products division, General Motors. 
Reilly will conduct service 
schools in conjunction with zone 
office organizations, assist in the 
solution of carburetion problems 
and provide liaison with Rochester. 
+ = * 
Record Joins Perfection 


|As North Central Rep 
Appointment of John A, Record 
|as north central sales representa- 





i 5 i Vv: ly had Jim E. Rhodes (left), Corpus Christi, Tex., and Louis Lacey (center), Alice, Tex., are 
aes sremetinn Gakene. manager for the St. Paul hydrau-| congratulated by W. >. Woods, Lincoln-Mercury Houston Saves on manager, upon tive of Perfection Steel Body Com- 
He joined the company in 1944 lic hoist division of Gar Wood In-| their election as district representatives to the southern L-M dealer council. Also|Pany, Galion, O., has been an- 
. P dustries, Inc. | representing the Houston district is R. M. Pearson who was elected last year. nounced by Herbert T. Cobey, sales 

after serving with General Electric a é mlb wae * ae vieo-peusidant 
ae ie reed cis i ae Wooldridge and Ramo foremost electronics engineers, |last year and, with financial back-| Record, who will maintain head- 
ceeds George Kramer, who died Join Thompson B d |have been elected directors of|ing provided by Thompson, organ-/| quarters in St. Paul, for 10 years 
March 1 o ompso oar Thompson Products, Inc. ized Ramo-Wooldridge Corp. to spe-| was a representative of the St. 
. Dr. Dean E. Wooldridge and Dr.| Both men resigned top manage-|cialize in advanced developments|Paul division of Gar Wood In- 


Champion Spark Plu g Simon Ramo, two of the nation’s | ment jobs with Hughes Aircraft Co. | involving the general field of guided | dustries, Inc. 


Realigns Sales Force 
Changes in Champion Spark 





* * * 












Plug Co.’s sales force have been 
announced by O. C. Leighty, sales 
manager. 

B. A. Weldin has succeeded J. 
A. Wilkin, who has retired as 


district sales manager in the 
southeast. Weldin had been terri- 
tory representative in New Or- 
leans. 

W. R. Shoffner, territory repre- 
sentative for North Carolina, who 
has retired, has been succeeded 
by Noah Butt, who joined Cham- 
pion in 1949. 

Weldin is succeeded by L. H. 
Craig. ° 

Stephen Bastean has been ap- 
pointed territory representative 
in South Carolina and six coun- 
ties in Georgia. 

= * * 


Ford Names Nickel, Heydon 


In Tractor Sales Activity 


Appointment of Vernon E, Nickel 
as manager of the tractor sales de- | 
partment and Thomas G. Heydon 
as manager of the sales research 
department in the tractor and im- | 
plement division of Ford Motor Co. 
has been announced by O. L. Wig- | 
ton, general sales manager. 


Nickel had served as manager of | 
} the consumer research department | 


since joining Ford in August. Hey- | 
don formerly was assistant man- | 





ager of consumer research. 
* * * 


AL 
Be aks = 
PTO ee co 


The right gear ratio for every situation means engines operate in 
their lowest-cost speed range. Easy shifting, greater maneuverability, 

faster get-away with Eaton 2-Speeds—reduce driver fatigue. Quicker 
ae Pao full-load trips, longer truck life, less maintenance—mean minimum 
a Bar he served a ralway and hauling costs. Proved every day by operators all over the world! 


Springdale, Pa., since 1946. 


Conoco Boosts Johnson 


Wade M. Johnson has been pro- | 
moted to assistant manager of the | 
automotive section of Continental | 
Oil Co.’s transportation department | 
at Ponca City, Okla. Formerly an 
engineering representative for the 
Oklahoma City marketing division, | 
he succeeds Elmo P. Hester, who | 
was appointed assistant director of | 
the receipts and disbursements di- | 
vision of Continental’s treasury de- 
partment. 


* * * 


Pittsburgh Plate Glass 


Names 2 in Paint Sales 

Two industrial sales appoint- 
ments in Pittsburgh Plate Glass | 
Co.’s paint division have been an- | 
nounced by E. D. Peck, vice-pres- | 
ident in charge of the paint and | 
brush division. 

William T. Carey was named | 
sales director for petroleum and | 
transportation finishes, including | 
aircraft and marine. John A. Burke | 
ir. becomes assistant sales director. | 


Carey formerly was director of | 


aN 


; * * * 
wy Lynn Resigns from L-M; 
Caps 34-Year Auto Career 


Ralph F. Lynn, Kansas City dis- | 
trict sales manager for the Lin- | 
coln-Mercury division, wound up a/| 





AXLE DIVISION 


MANUFACTURING COMPANY 
CLEVELAND, OHIO 


| 34-year career in the auto industry | 

| When he retired from Ford Motor | 

Co. last Apr. 1. 
Lynn joined Ford as a traveling | 
representative at Atlanta in 1937, | 


and later was named Lincoln rep- | 
resentative at Cincinnati. He served 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts + Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater Defroster Units * Snap Rings 
Springtites * Spring Washers * Cold Drawn Steel * Stampings * Leaf and Coil Springs* Dynamatic Drives, Brakes, Dynamometers 
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10,000 miles a year. 







The rarmers 
and by the mile 









Farm machines and trucks as well as cars—only 
the farmer needs all three. 


And because farmers use their automotive equip- 
ment more, they are better customers for fuels, 
lubricants, tires, parts and accessories. 


That is why automotive advertising dollars are 
three times more effective in Country Gentleman— 
the most effective selling force in the great farm 
market of 11,000,000 cars, trucks and tractors. 
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for ower..by the hour 














|bers placed on a customer’s car. 
The “Car Service Menu” thus can 
be produced as the customer drives 
in and the service representative 
|can greet him by name. 

| The “Menu” has space in which 
| the mechanic writes just what was 
| done to the car. Instead of saying 


. Lempco Products, Inc., Dunham Rd., Bed- 


a a ae eal ia : ies ee nn i hoa 





ROD EQUIPMENT—To speed up recon- 
ditioning of the crankpin end of con rods, 
both caps and rods have been reworked 
to obtain a perfectly round bore in which 
precision inserts can be used, it is stated. | 
The maker says that, in less than 25 min- | 
utes, a set of six rods can be disassem- | 
bled, the caps and rods ground at the) 
parting line, rods reassembled and honed | 
back to standard size. Range of the rod | 
reconditioning equipment is 1% inches | 
and up. Sunnen Products Co., 7937 Man- | 
chester Ave., St. Lovis 17, Mo. 


* * * | 





WARNING SIGNAL—The No. 342 flash- | 
ing signal can be seen from all directions | 
and can be used on all types of emer- | 
gency vehicles. The 43%4-inch lens may be | 
ordered in red, amber or bive. Yankee 
Metal Products Corp., Norwalk, Conn. 

oe 


Lintless Wiping Cloth 
Introduced by Safeguard 


No-Lint Queen, a new grade of 
wiping cloth developed by making 
silk and rayon absorbent, has been 
introduced by Safeguard Co., Inc., | 
Box 744, Holyoke, Mass. It is de- 
scribed as less expensive than other | 
lintless types. 


It can be purchased on a trial! |! 


basis in 50 or 100-pound bales, the 
company said. Minimum order for 
reordering is 200 pounds. 








BRAKE DRUM LATHE—Model 530 is said 
to handle 90 percent of all brake drum | 
work in the average shop, including heavy 
dual wheels up to 650 pounds. It has a 
14-inch tool travel and handles drums 
from eight to 30 inches in diameter. 





ford, O. 
+. v 7 


Personalized Repair Orders 
Contain Space for Details 


Service orders which are person- 
alized and which explain in lay- 
man’s terms what repair work was 
done are being marketed by Laudar 
Co., Thompson, Ga. 


bers which correspond with num- 








to write in all the steps taken in 


doing the job. The customer then 


has a better idea of what he is pay- 
ing for. 


* * * | 





STEAM CLEANER—This portable unit 1s | 
electrically heated on any standard circuit | 
and thermostatically controlled. It weighs | 
approximately 50 pounds. It is said to cut | 
man-hour costs up to 85 percent. Halkirk | 


Co., 2004 Strand, Manhattan Beach, Calif. | 


BENCH GRINDER—The six-inch Standard | 
ball bearing bench grinder is designed | 
for intermittent shop use. Its features in- 


| clude a spindle mounted on permanent, 


lubricant-sealed ball bearings and two ad- 
justable tool rests. It is almost nine inches 
high and has an overall spindle length of | 
12 inches. Black & Decker Mfg. Co., Tow- | 
son 4, Md. 


| 


LIGHTING CATALOG—Booklet No. 254, 


» | containing data on the Yankee line of 


safety lighting equipment, mirrors, reflec- 
tors, and emergency equipment, is offered 
by Yankee Metal Products Corp., Norwalk, 
Conn. 





ZIPPER, SLIDER KiT—The Snag-Pruf kit 
includes 50 feet of No. 5 mesh zipper 
chain and 10 sliders for speedy repairs 
to zippers of convertible top rear curtains. 
Also available are separate units for re- 
sale of sliders for repair of zippers on 
The orders are tagged with num-’ jackets, bags, etc. Aro Top Sales Co., 


1089 Commonwealth Ave., Boston 15, Mass. 





ve ee 





| simply “grind valves,” he has room | 


IGNITION ASSORTMENT — The H-200 
set is designed for the Flex-i-trol stocking 
system. It contains ignition parts for Ford, 
Mercury and Lincoln cars and Ford trucks. 
Holley Carburetor Co., 11931 Nine Mile 
Rd., Van Dyke, Mich. 

* * * 


Shop Stool Bulletin 


A 12-page bulletin on Hallowell 
shop stools and chairs has been 
prepared by Standard Pressed Steel 
Co., Jenkintown, Pa. The bulletin 
(No. 704-4) describes 14 steel stool 
models, including knock-down, ad- 
justable, filing and revolving-seat 
stools, and three chair models. 






AUTO COMPASS—The non-illuminated | 


| Guide-Way compass is a companion model | 
| to the Travelite, an illuminated compass. | 


The unit is fully jeweled and has a micro- | 
matic compensator for accuracy. Dinsmore | 


Instrument Co., 1800 Kelso St., Flint, Mich. 


| 
| 








SOFT-FACED MALLET—This new line of | 
hammers is available in four sizes and | 
four different hardnesses. Heads are made | 
of a plastic which is said to recover its | 
shape when dented by blows. New Plastic | 
Corp., 1043 N. Orange Drive, Los Angeles, | 


Calif. 
x + * 


Rubber Mat 


The Moniker Mat, a heavy and | 
durable rubber mat for use in the 
auto or home, has been announced 
by Anchor Rubber Products, 1725 
London Rd., Cleveland 12, O. The 
mat comes in four colors. A special 
merchandising kit is available to| 
retailers. 





BRAKE LINING—These heavy-duty uo | 
ings are made of asbestos fiber and brass 
particles, resulting in a lining that is not 





sensitive to temperature changes, says 

Johns-Manville, 20 E. Fortieth St., New 

York 16, N.Y. 
+ * + 


Automotive Screw Drivers 


Offered by Blackhawk 


Blackhawk Mfg. Co. is offering a 
new line of screw drivers for auto- 
motive mechanics. Included are 
various sizes of round and square 
blade, clutch-head, Phillips, screw- 
holding and radio screw drivers. 

Blades, forged from chrome- 


| itself, according to the maker. The fol- 
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vanadium steel, are tempered by a 
special pyrometer - controlled pro- 
cess to withstand roughest treat- 


ment, the company says, and tips 


are cross-ground for accurate 
gauge. Handles are of nonflammable 
plastic. 

A new hand-tool catalog is avail- 
able from Blackhawk Mfg. Co., 
Milwaukee 46, Wis. 


* * * 





PARTS CLEANER—The Turco Jet-Action | 
Small Parts Cleaner is designed for at- 
tachment to any air hose. Eight air jets | 


| in the 6%-gallon agitator unit set up a 


turbulence pattern that activates the clean- 


| ing solvent. A special solvent, Jetisoil, has 

been developed for use with the cleaner. 
Turco Products, Inc., 6135 S. Central Ave., 
Los Angeles 1, Calif. 






} 


! 


FLASHER IDENTIFICATION—These signs 
are eight inches high and six inches wide 
and feature the words, ‘Authorized Kent- 
Moore Equipment Distributor.” They can 
be used as window or wall hangers or 
counter display. Kent-Moore Organization, 
Inc., 5-105 General Motors Bidg., Detroit | 
2, Mich. 








| 
} 

STEAM CLEANER—The Series 3000 Hy- | 
pressure Jenny features a single heating 
coil, with oil-fired burner, and sufficient 
volume for four cleaning guns, its maker 
says. It is available with electric motor or 
gasoline engine. Homestead Valve Mfg. 
Co., Coraopolis, Pa. 


} 
| 


| 





ROCKER ARM—This magnesium rocker | 


| arm can be adjusted from the top, with 


screw and lock nut built into the arm 
lowing advantages are claimed: Increased | 
acceleration, increase of 500 to 600 revo- | 
lutions per minute with stock cam, increase 
of up to 15 miles per hour in speed, and 
@ cooler-running engine. Thomas Magne- | 
sium Racing Equipment, Inc., 11679 Atlan- | 
tic Bivd., Lynwood, Calif. | 


| valve wrench No. 6511; 
| wrench 2617, and feeler gauge K58. The 





DRIVEWAY MARKINGS — The Drive- 
finder, to be sold in pairs, is a die-cast 
unit with a double barrel-shaped head 
featuring two red and two green refiec- 
tors. Placed at the curb on each side of 
a driveway, the units define the limits of 
the access day and night. They are avail- 


"| able in two types—one includes a base 
| that 


gives the unit a height of eight 
inches, plus anchoring stakes; the other 


| consists of the head and reflectors only. 


Cartruck Products Corp., 3243 W. Thirty- 
third St., Cleveland 9, O. 





VALVE FACING—The Kwik-Way Super- 
Matic is a valve-facing machine which 
has two motors—a one-third horsepower 
unit for driving the grinder spindle and 


| collant pump, and a one-twelfth horse- 


power motor mounted on the chuck bear- 
ing slide assembly to drive the lever- 
operated chuck. The machine works auto- 
matically. Cedar Rapids Engineering Co., 


| Cedar Rapids, la. 





SERVICE TOOLS—Offered in merchan- 
dising set NT6H for 1954 Ford, Mercury 
and Lincoln cars. Shown are overhead 
cylinder-head 


set includes 12 cylinder-head wrenches, 
six overhead valve wrenches, six feeler 
gauges and six single offset blades. Bon- 


| ney Forge & Tool Works, Allentown, Pa. 





HEAT SAFEGUARD—The Heet-Gard is 
designed to protect mechanics’ hands and 
arms from burns caused by contact with 


hot manifolds. The device is made of 
asbestos cloth and has two flexible spring 
clamp inserts which can be hand-shaped 
to hold it in any position desired. Alien- 
Rick Co., 7925 Chase Ave., Los Angeles 
45, Calif. 


* * * 


Parking Indicators Give 


Position of Front, Bumper 
C-Mor position indicators, which 

are said to eliminate guesswork in 

parking, are being marketed by 


|Linco Products, Inc., 1 Cross 5t., 


Central Falls, R. I. 

A two-piece mounting bracket 
provides vertical adjustment and 
indicates the extreme point on the 
car front and bumper. An indicator 
is attached to the rim of each 
headlight, 
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Dealer Business Counsel 


Quarterly Turnover Basis Recommended 
For Parts Inventory Control 


By J. B. Van Tassel | 
Dealer Business Counsel 
HE largest single investment or | 
asset account (on a day’s sup-| 
basis) included in working 
capital on the bal- 
ance sheets being | 
submitted to me) 
these days is the 
stockroom inven- 
tory. 
The parts in-| 
ventory is averag- | 
ing a five-month | 
supply. It will run 
from a low of 110 
days to a high of | 
250 days. Think | 
of it: More than | 
eight months supply of parts in 
some cases. 
The accessory inventory, although | 
very much smaller in total dollars 


ply 


3. B. Van Tassel 


invested, is averaging from 145 tr 


days to a high of 300 days. 

Money invested in parts and ac- | 
cessories and carried on your books | 
as inventory is exactly the same as | 
money in the bank, except one is 
cash in a heavily guarded safe and 
the other is merchandise that is 
spread all over your place of busi- 


ness. 
* * * 


Pennies Checked 
LSO, the money in the bank is 
checked to the penny each 
month. In fact, the reconciliation 
of the bank statement is the No. 1 
job of the auditor or bookkeeper 
each month and if he finds a differ- 
ence of one cent between the bal- 
ance shown in his books and the 
balance shown on the bank state- 
ment, he is right on his way ta the 
bank to find out where that penny 
is. 
How many bookkeepers or audi- 


Ford to Establish 
New Sales Region 


Centered in Dallas 


DEARBORN.—Ford division will 
establish a new southwestern sales 
region, with headquarters at Dallas, 
according to L. W. Smead, general 
sales manager. 

Rolland R. Anfin, district sales | 
manager at Detroit since 1952, has | 
been appointed manager of the new 
region. 

The new regional office—Ford di- | 
vision’s seventh—will serve a seven- | 
state southern and southwestern | 
area. It will cover territory former- | 
ly managed from Kansas City, and | 
will direct district sales offices in | 
Dallas, Houston, New Orleans, | 
Memphis and Oklahoma City. There | 
are 882 Ford dealers in the new | 
region. 

Other changes outlined by Smead | 
include: | 

Renaming the former central re- | 
gion as the Great Lakes region, | 
with headquarters at Detroit. The 
regional sales manager is Paul O. 
Larson. 

Designation of the area served | 
from Kansas City as the central | 
region, with district offices at Kan- | 
sas City, Denver, Omaha, Des| 
Moines and St. Louis. I. B. Groves | 
is regional sales manager. | 


Cadillac Names | 
Portland Chief . | 


} 

DETROIT.—J. M. Roche, general | 
Sales manager of Cadillac, last | 
week announced the appointment | 
of George R. Forster as manager | 
of the Portland (Ore.) district. 

Forster joined Cadillac in 1952 | 
as business management repre- | 
sentative. During World War II, | 
he served in the Office of Defense | 
Transportation with the Army, and 
later he opened his own used-car 
Sales and service facilities. 


Chrysler Deal for Jacobs 


Jacobs Motor Co. has taken over | 
the Chrysler - Plymouth franchise | 
for the Altoona (Pa.) area. Associ- | 
ated with W. G. Jacobs, president, | 
is his father, A. M. Jacobs, man- 
ager of the used-car lot; R. G. 
Johnson, parts manager, and R. E. 
Clarke jr., service manager. 


tors will check a $1,000 or a $100,000 
stockroom inventory once a month? 
Yet, these bits and pieces and old 
iron in the stockroom are exactly 
the same as dollars tucked away 
in a well-guarded bank safe. 


The same goes for used cars 
taken in trade. But they are 
checked more often than stock- 
room inventory. However, the 
change in used-car values is 
much more sudden than on parts 
and accessories. 


Hence, I would say that the two 


most important required inventory | 
control systems in a dealership are | 


the stockroom inventory control 
and the used-car inventory control. 
* * * 


|Control System Advice 
RECOMMEND that every dealer 


set up his parts inventory con- 
ol system on a turnover basis of 
not less than four times per year 
and remember that the final turn- 
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over ratio is not the final answer. 
The actual turnover ratio of indi- 
vidual items should be analyzed | 
from the information usually shown 
on the perpetual inventory control 
|record cards ,that are a part of 
most factory-recommended control 
systems. 

Dealers should require their 
parts managers to furnish them 
daily with a report covering pro- 
curement and sale of parts. 

Parts inventory control record 
systems should show quantity of 
each part on hand; rate of move- 
ment of each part; date each part 
was ordered, received and sold; 
sales price; cost price; trade dis- 
count, and application of parts to 
the various model cars in your 
make. 

Where your stockroom inventory 
is in excess of a three month’s 
supply, this control record should 
be checked regularly by manage-| 
ment and slow moving pieces| 
‘singled out and sold at distress | 
prices. 

(Any questions you may have 
on dealer business management 
will be gladly answered by J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) ; 











become 





Your local Berger representative offers an exclusive parts 
department “Plan-O-Graf” service. With the “Plan-O-Graf” 
system, he scientifically lays out your department to bring 
all parts into true sequence with your factory stocklist. He 
furnishes the factory-approved economical Berger standard 


steel units you need, 


and handles all installation details, 


Send coupon for more information. 


—s 


43 


igre 





Armstrong & Goetz Switches to Packard— 


The Portland (Ore.) dealership of Armstrong & Goetz Motor Co., which for the 
last five years sold foreign cars, has become a Packard dealership. Attending the 
signing of the contract are (from left), J. H. McCord, zone manager; Wallace Armstrong 
(seated); D. W. Embree (standing), district manager, and Cecil Goetz. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


FOR EVERY 





AUTOMOTIVE PARTS DEPARTMENT 


New BERGER Flexi-Bilt Parts Bins 
Allow Quick Easy Shelf Re-arrangement 


IN SECONDS 


Quick Easy Shelf Adjustment is exclusive with Berger’s factory- 
approved Flexi-Bilt Parts Bin. To re-arrange shelves, just lift, 
pull, reposition. No tools, no bolts, no clamps are needed. 
Rigid, all-steel construction has all the strength required. 


Flexi-Bilt Parts Bins mean real economy because they cannot 


obsolete. You quickly re-arrange shelves to meet 


changing parts lists. Boltless bin dividers simply slip into 
place. Send the coupon for specifications and prices. 


REPUBLIC STEEL CORPORATION 


Berger Manufacturing Division 
1094 Belden Avenue, Canton 5, Ohio 
GENERAL OFFICES . CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N.Y. 
niacin 
Republic Steel Corporation 
I am interested in more information on 
(C0 Flexi-Bilt Parts Bins with Quick Easy Shelf Adjustment 


r 
| 

| Berger Manufacturing Division 

| 1094 Belden Avenue, Canton 5, Ohio 
| 
| 
C0 Plan-O-Graf Service 
| 
| 
| 
| 
| 
| 
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FORD— 54 (8) 4-dr., $2,060*; (6) %-ton 
pickup, $1,225, '53 (8) 2-dr.. $1,180°. 
° ° 139 (8) 2dr, $000, 91 8) 2b, $170", 
’ °49 Custom (8) 4-dr., $420*; 2- 
Used-Car Auction Prices foo, ‘is"oartom ear 

MERCURY—’54 2-dr., $2,290*. ‘52 4-dr., 
$1,640*. '51 2-dr., $1,020*, $895°, $830. 

"50 2-dr., $670°*. 549 4-dr., $545. 


NASH—’52 Hard Top, *, 
Market Trend OLDS oni ‘oe (os) ‘car. $3:198° 
The overall average price paid at wholesale used-car auctions de- > na RS 6. ae 

clined $11 last week, the fifth consecutive drop, according to Automo- | PACKARD—'51 (200) 4-dr., $700*. 
tive News’ index. Picumbuaee ate, Blas 48 Spc De 
Only two models gained: ’53s went up $13 and ’50s advanced $12. luxe 4-dr., $290. : ; 
In neither case ues the increase great enough to offset losses suffered ma e378. ‘2 kar, $870") 80 
the -dr. , * -dr., 

Pore by ’ h dro $515 “$500; (6) 2-dr., $355. 

Biggest setback of the week was suffered by 54s, whic pped | sruDEBAKER—'54 Commander Starliner, 
$63. Other losses were: ’47s, down $16; ’51s and '49s, down $10; ’48s, $2,100*, '52 Commander 4-dr., $905*. '51 





Average Used-Car Prices 


(Compiled by Automotive News) 


Apr. 1954 Mar. 
To Date 1954 


$2,083 $2,174 
1479 = 1,521 
1,069 
794 














down $7, and ’52s, down $1. hameien “aia b ogg 1 Com- 
Activit ti last 9, mander 4-dr. ; 2-dr., ° 
percen - poene tati os /— a 7 a. . red — 392 (The above figures are averages of used-car auction prices, all makes 
were eed pow aan cia ~ Pes te sold yy ‘ VALDOSTA, GA. and models, carried regularly in Automotive News.) ; 
A week ier at © ions, 1,011 were out o (Tom Hewitt Auto Auction. Sale every 
1,422 offerings, for a ratio of 71 percent. ones, Faas are fe ee ot Aoril 2.) a ‘ks: Sek. di tie = 
Prices marked with an * indicate a unit equipped with an automatic jor hon ache are a, ee) Se Sees ae et | eee, $775; 2:0, Free: a 
transmission or overdrive, and (ps) indicates power steering. inare, §2,360"" "63 Ral Riviera, $2,030"; cau ok seio, “goeoes 7 $750. °60. Custom 2, 2dr. $800, “6 
Riviera 2-dr., $1,850°. '52 Special 4-dr.,| COHRYSLER—’54 NY sedan, $2,600*. '50 -dr., ; Cus " 
70°. °49 Super 4-dr., 0. eC % e- ~s » = dr., $380. '40 coupe, $400. 
MASON CITY, IA. OADILLAD—"Gh (62) 4dr $4,706° (pe). $1,076", "St ‘Special <-ér., $950%; Super | Imperial sedan, $780*; NY 4-dr., $635. |p VigS Noga” Conn’ cate, gu.775¢. +47 


(Lapiner Auction Co. Sale every Wed- "52 (62) 4-dr., $2,415*. °51 (62) 4-dr., | CADILLAC—’53 (62) 4-dr., $3,325*. 52 | DeSOTO—’54 Fire Dome 4-dr., $2,575. 
nesday. Prices are for sale of Apr. 7.) $2,020*, $1,995°. '49 (62) 4-dr., $1,115*. (62) coupe, $2,600*. '51 coupe deVille, | DODGE—’54 Coronet (8) hard top, §2,- 
(Good activity, better weather, more | CHEVROLET — '53 (210) 2-dr., $1,280;| $2,260*; (62) 4-dr., $1,870*. '50 (62)| 485. '53 Medowbrook station wagon, $1,- 


Continental conv., $1,300. 
MERCURY—’54 Monterey 4-dr., $2,484*. 
*53 Monterey sport coupe, $1,835*, ‘52 


buyers. Sold 102 cars out of 139 offer- 150) 2-dr., $1,160; Handyman, $1,400.| 4-dr.. $1,500*, '49 (62) 4-dr., $1,150*.| 450; 4-dr., $1,200*. ’52 Wayfarer 4-dr.,| club coupe, $1,400*. ’51 4-dr., $840, ‘50 
ings.) ‘2 SL Deluxe 2-dr., $875. "51 SL Deluxe| "48 (61) 2-dr., $825°. $650. "Bl Coronet (6) 4-dr., $700*. ’50 =. coupe, $640; 4-dr., $625. °49 club 
BUICK—’54 Centu 4-dr., $2,675*; RM 2-dr., $750; 4-dr., $785, $705. '48 Aero- | CHEVROLET—’54 Bel Air 2-dr., $1,840*, Coronet (6) 4-dr., > », 8500. ; 
4-dr., $3,010* (pes: Special 2 $2,270. sedan 2-dr., $345. °'47 Aerosedan 2-dr., $1,750; (210) 4-dr., $1,650, $1,630. '53| FORD—’54 Custom (8) 4-dr., $1,775*, $1,- NASH—’53 Ambassador 4-dr. $1,150. °52 
*63 Special 2-dr., $1,590. '52 Super 4-dr., $250. Bel Air, $1,485*, $1,370; (210) club 730°. °53 Custom (8) 2-dr., $1,340; club Statesman 4-dr., $830°. '51 Rambler sta- 
$1,225*. ‘51 4-dr., $925°; Super 2- | CHRYSLER—’47 Windsor 4-dr., $220. coupe, $1,300; 4-dr., $1,275. 52 SL De- coupe, $1,240; 4-dr., $1,185*; Main (8) tion wagon, $475. 
dr., $1,070*; 4-dr., $940*; Special 2-dr.; | DODGE—’52 Coronet 4-dr., $1,005*. '51 luxe conv,, $1,150, $1,085*; 4-dr., $935, 2-dr., $1,160. °52 station wagon, $1,340; | OLDSMOBILE—’54 (98) 4-dr., $3,125; (835 


4-dr., $2,650*. ’53 (88) conv., $2,160°; ; 
(98) coupe, $2,080* (ps). ’51 (88) Super 

4-dr., $1,175*; 2-dr., $1,050*; club coupe, | 
$900*. ’50 (98) Holiday, $930*; (88) 4- 


dr., $810. 

PACKARD—’51 (200) 4-dr., $675. ’49 Lim- 
ousine, $360. 
YMOUTH—’54 Plaza club coupe, $1,500. 
‘53 Cranbrook 4-dr., $1,250; $1,050, 
$950. '51 Belvedere, $690; Concord 2-dr., 
$530; Cranbrook 2-dr., $530. ‘50 Cran- 
brook 2-dr., $460. '49 club coupe, $430, 

PONTIAC—’53 (8) conv., $1,850%; 2-dr., 
$1,810; 4-dr., $1,600*. ‘52 Chieftain (8) 
4-dr., $1,100*; $1,075*. 

STUDEBAKER—’53 Champion hard top, 
$1,130. '52 Commander 4-dr., $770*. '51 
4-dt., $365. 

WILLYS—’53 station wagon, $1,200, $1,- 
000; 4-dr., $750. '49 station wagon, $300. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Apr. 8.) 


$955°. °50 Special 4-dr., $585; 2-dr., 4-dr., $770. '49 4-dr., $395. $875; %-ton pickup, $610. '51 Bel Air Victoria, $1,220*; Custom (8) 4-dr., $1,- 


Reserve your anti-freeze NOW 
...and let Du Pont quarantee 
olivery. .. 





(Big demand for clean ’50, ’51 and ’52 
model cars. Prices holding steady. Sold 
66 cars out of 89 offerings.) 
BUICK—’53 Super 4-dr., $1,695*, $1,669°. 

*52 Special 4-dr., $1,035; RM 4-dr., $1,- 
090*. ’51 Special 4-dr., $940*. 

CHEVROLET—’54 Handyman, $1,455; %- 
ton pickup, $1,455. °53 Bel Air 2-dr., 
$1,320; 4-dr., $1,320. ’51 SL Special 2- 
dr., $730, $675. °49 SL Deluxe 4-dr., 
$475. °46'%-ton pickup, $350. 

DeSOTO—’51 Custom 4-dr., $745. 

DODGE—’53 Coronet (6) 4-dr., $1,310*. 
*52 Coronet (6) 4-dr., $875°. '49 %-ton 
pickup, $350. °47 4-dr., $210. 

FORD—’53 Custom (8) 2-dr., $1,450*; 4- 
dr., $1,500; Main (8) 2-dr., $1,150, $1,- 
135, $1,255, $1,095. °52 Custom (8) 
coupe, $1,225*; Main (8) 2-dr., $900. 
*51 Deluxe (8) 4-dr., $645; Custom (8) 
4-dr., $865. "50 Custom (8) 4-dr., $605, 
$530, $495. °49 Custom (8) 2-dr., $390; 
Deluxe (8) 2-dr., $195. °47 Deluxe (8) 
2-dr., $225. °46 Deluxe 4-dr., $130; 2- 
dr., $160. 

MERCURY—’51 4-dr. sport sedan, $720; 
coupe, $770*. °'49 conv., $505; club 
coupe, $430. 

OLDSMOBILE—’49 (76) 4-dr., $560%. '48 
(98) 4-dr., $265*. 

PACKARD—’47 club sedan, $130. 

PLYMOUTH — ’53 Combridge 4-dr., $1,- 


(Continued on Page 43, Col. 1) 





Whenever you need it 


The Du Pont plan is designed to fit your convenience. Re- 
serve your ‘‘Zerone”’ and “‘Zerex”’ now, take delivery as you 
need it—there’s no need to load up in advance of the season. 
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Wherever you need it 


Du Pont’s unexcelled, coast-to-coast distributor organi- 
zation guarantees prompt, dependable delivery from 
your local source—whenever and however you want it. 
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However you need it 


0 Whether you need Du Pont anti-freeze by the case 
or carload—in whatever container size you prefer 
... you'll get it when you need it—so reserve it now. 


Double rein- ‘ 
forced metal eye- | 
lets — Hang keys 
from either end 
— Complete in- 
formation. 
TAGS & RINGS 
Priced At 
1060 ......$17.00 
500 ...... 8.75 
250... 4.50 
Enclese Check 
with Order. 


—AND HERE’S WHY YOU'LL MAKE MORE PROFIT SELLING THEM! 





a a ee 


When you stock ‘“‘Zerone” and ‘‘Zerex,” you can forget about every- 
thing but profits; they’re America’s largest-selling anti-freeze team. 
You have Du Pont “‘Anti-Freeze Week” working for you— the hottest 
profit-making promotion in the business. 


And you have these exclusive sales advantages: 
Both “Zerone” and “‘Zerex” contain an exclusive non-separating chemi- _ py pont -zenone DU PONT “ZEREX“"® 


BARRY AUTOMOTIVE 
(SYSTEMS DIVISION) 





cal rust inhibitor which: 1) Prevents rust formation in the cooling sys- ee ae tie ce) “d Bain me és 
tem; |2) Has thigh reserve alkalinity to neutralize destructive cooling onti-freeze value. - onti-freeze. 


i 
ee 


system acids; 3) Has detergent action which prevents already present 


rust particles from clogging the cooling system. Lasy- to- pecogiMZe ail 


Customer preferred 
"ecm cuan” — tamperproot Cans 


eG 


PERSONALIZED NAMIE. PLATES 
THAN ANY OTHER MAKE 


peraiis~ SUEMAC denver caleros 





REG. US. PAT. OFF 
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4-dr., $535. '50 Champion 2-dr., $525, | PACKARD —’51 (200) sedan, $900*. 48 | OLDSMOBILE—'4 o $605, ° : 
= Commander 2-dF., | $440; ” %-ton| sedan, $255. (76) 2-dr. $50. ee Ha \ 
e + up, .” ommander club coupe, | PLYMOUTH—’50 Suburban, $675; Deluxe PACKARD—’52 4-dr., $815, $890°*. | 
Used-Car Auction Prices _ |ssc aos tama; items | Phemouee se, Seintags fae tom, | 
MISCELLANEOUS — '53 Henry J 2-dr.,| coupe, $390. °47 Special Deluxe club 52 Cranbrook 4-dr., $755. '51 Cranbrook 
$695; °52 4-dr., $545. °50 Austin 4-dr., a $245. 4-dr., $685. 50 Deluxe 2- dr., $455. ; 
$390. ONTIAG—’52 (8) Catalina, $1,315*; se- a aaean 48 (8) 4-dr., $400; $110. : 
(Contd from Pago HORS "OR 0.81) gota, ae. | eee cae a | 
ontinued from Page ’ _ se an, 4 ; ~ar., * : 
& ) EHEADS, N. Y. sedan $200. '42 sedan, $140, $ Ww WS—’'52 Aero Eagle 2-dr., $605. ¥ 
: 040; club coupe, $1,150, 3 at $1,135. 52 | MERCURY — '54 station wagon, $2,960°; (Horseheads Auto Auction. Sale every STUDEBAKER — '51 Commander sedan, 
1 Cambridge club’ coupe, ‘$795. °51 Special| 2-dr., $2,400*. '53 Monterey coupe, $1,.| Ftiday. Prices are for sale of Apr. 9.) $620*; Champion coupe, $550, $510, °50 MINNEAPOLIS 
Deluxe 4-dr., $675. "50 Deluxe 4-dr.,| 925, '52 4-dr., $1,285*, $1,385°; 2-dr., | BUICK—'52 Special sedan, $825. '50 Spe- Champion coupe, $375. 
: $475. $1,295; Monterey coupe, $1,685." ’51 4-| cial sedan, §700. "48 Ri sedan, $200°, | WIALYS—'49 (4) Jeepster, $350°. omen Ae et ae 
PONTIAC—'52 (8) 4-dr., $1,045, $1,025*; | dr., $970, $900°, $885*, "50 2-dr., $550.| 47 RM conv., $215; Super sedan, $230 Wedneotny. Prices Gre Sev sete of AUD ED! og 
(6) 2-dr., $735, ‘50 Chieftain (6) 2-dr.,| '49' 4-dr., $575," $400; conv.” $445° "46 | CADILLAC—'50_ (62) 4-dr., $1,600°. DANVILLE, VA ee ae 
i $515*; SL (6) 2-dr., $495. '46 (6) 2-dr.,| 4-dr., $150. CHEVROLET—’52 station wagon, $1,300. ° cars. Attendance has doubled im inst 3 
$165; 4-dr., $215. NASH——’52 Rambler, $800. '51 Rambler, 51 SL Deluxe sedan, $765*, $755*. '50 (Danville Auto Auction. Sale every Wed- weeks, Sold 108 cars out of 221 offer- t 
STUDEBAKER—’ 53 Regal 4-dr., $1,305. | $205, 49 (600) 2-dr., $205; 4-dr., $170.| SL Deluxe sedan, $545, $525; club coupe, | "®*48Y. Prices are for sale of Apr. 7.) ings.) 
‘51 Land Cruiser 4-dr., $680. OLDSMOB: 54 (88) Holid ° a $545. '49 SL Deluxe sedan, 2 at $510, (Good sale, Buyers very active and | BUICK—’51 Special 4-dr., $845. "48 RM i 
; 4-dr., $2,960%. '52 (98) “edn, Sitio" $465, $470, $435, $430, $315. °47 FL| Wanting; however, they want clean used |  4-dr., $265. 
’ N. LITTLE ROCK, ARK. $1,606°, $1,645°; (88) 2-dr., $1,386, "61 | Aerowedan, $260. ‘46 SM club coupe, can teak cd ak aot on ae, eons gies’. | 
(88) 4-dr., 415". ES ao 5 B —'52 Super 4-dr., $1,290. ’50 Spe- ; ) r. . 
. (arkansas Auto Anetion. Sale every Srae; cues: ae on ‘'& £&:: DeSOTO—’53 Fire Dome sedan, $1,550. cial 4-dr., $630°; Super 4-dr., §805°, 0 "49 (62) 4-dr., $1,010°, 
A Benstey, Evtece cae fer sate of AME 6.) | “ep (és) conv. OE. “06 G-O., GIN, | PO en Comet semen, ONO", 00) 4-dr., $200. CHEVROLET — 53 (210) 2-dr., $1,175, 
§ a ton be oe PACKARD — ‘61 4-dr a ; Coronet sedan, $425, $610*. CADILLAC’ 49 (61) 4-dr., $960; (62) 4-| $1,170, $1,155; (150) 4-dr., $1,100, $1,- 
] mulch Seper 2.dr es, "a, ge | PACRARD — ‘St Aa, sur, “0 4dr. | ROMD “0g Conon G) sdan, L208: cub | Cte $LIBOE. ad At. fe, sie, Sts, eee ae Sus ear” Se 
‘ an. J , “onal , ‘ . coupe, $1,200. '52 Main (8) sedan, §$1,- —'53 Bel Air 2-dr., $1,360. , , = -dr., , f 
¢ yg er 4-dr., $900°. 7 "eek aa a — wagon, $1,980; 000. '51 Custom (8) sedan, $685; club *52 SL Deluxe 2-dr., $915*, éo:*dare $205. °47 FM club coupe, $280, $195. i 
; CHE’ uxt —'53 (210) 2-dr., $1,200.51] Plaza Suburban 2-dr., $2,140; Belvedere| coupe, $580. '50 Custom (8) sedan, $535.| $930, $900. ‘51 FL Deluxe 2-dr., $770,| CHRYSLER—’51 Windsor 4-dr., $910°, | 
: a tn donee $725. °49 SL 2-dr. 3 $305; | fadr.,, $1,010%. °53 Cambridge 4-dr., $1,-| '49 Custom (8) sedan, $375, $210. '48| '50 %-ton pickup, §280; SL Deluxe 4- $890", '50 Windsor 4-dr., $715*, $705*. | 
; %-ton Standard, $380, $370, $325, $300. : ranbrook 4-dr., $800; 2-dr., (8) club coupe, $250. '47 (8) club coupe, dr., $680. °49 SL Special 2-dr., $530; *48 Windsor 4-dr., $210*. i 
‘ 47 FL 2-dr., $300, $240. '46 FL 2-dr.,| $895. '50 Special Deluxe 4-dr., $650. '49| $175. '46 (6) sedan, $190. 4-dr., $425. '40 2-dr., $110. | DeSOTO—'49 Custom 4-dr., $215°*. 
$175, $125. ‘41 Deluxe 2-dr., $160; club ee SS "Deluxe 4-| HUDSON —’'53 Super Jet sedan, $1,000°. | CHRYSLER—'51 NY 4-dr., $780 DODGE—'51 Wayfarer 2-dr., $565. '46 De- 
47 coupe, $120. r., $435. "47 Special Deluxe 4-dr., $235.| ‘51 Commodore (8) sedan, $610. '50|DODGE—'52 2-ton stake, $730. luxe 4-dr., $185. 
DODGE—'48 %-ton pickup, $165. PONTIAC—'54 (8) 4-dr., §2,625°; (6) 2-| Pacemaker club coupe, $390. FORD — °53 Main (8) 4-dr., $1,240. '52| FORD—'53 Custom (8) 4-dr., $1,280, $1,- 
48. FORD—'51 Custom (8) 4-dr., $615; %-| adr., $2,005. '53 (8) Catalina, '$2,105*;| KAISER — ’51 Deluxe 4-dr., $760*. '50| Custom (8) 2-dr., $1,030, $955. '51 De-| 270°; Main (8) 2-dr., $1,140, $1,110. °52 
5D ton pickup, $500, $430. ’50 Custom (6) $2,260*, $2,150°, '52 (8) Catalina, $1,- Traveler, $390. luxe (8) 4-dr., $775, $610; Custom (8) Custom (8) 2-dr., $1,020*, $960*, $910; : 
50 Os, Ce, 68 Daum it) S-Se-. $260; | 655°, $1,635*, $1,620°; 4-dr., $1,300*. | MERCURY—'52 sedan, $1,300*. '51 club| 2-dr., $755, $680; 4-dr., $690. °50 Cus-| 51 Victoria 2-dr., $920°, $910*; conv., 
tub %-ton pickup, $115. ’41 Deluxe (6) 4- 51 (8) 4-dr.’ $1,060*, ’50 4-dr., $675,| coupe, $875*, $775*. ‘49 sedan, $375,| tom (8) 4-dr., $625; 2-dr., $465, $340;| $1,350°; 4-dr. $690*, $670*. '50 Custom 
dr., $205. $560. '49 (6) 4-dr., $500*; (8) club] $325, $450. club coupe, $500. "49 Custom (8) 2-dr..|- (8) 4-dr., $725°, $705*, $700*; 2-dr., 
‘on NASH—'48 (600) 4-dr., $150. coupe, $575*. °48 (6) 4-dr., $285, $235; | NASH—’51 Super Statesman sedan, $495.| $405, $285; 4-dr., $490. '47 Deluxe (8)| $630°, $610°, 2 at $605*, $600*, , 
ta. PLYMOUTH —'46 Special Deluxe 4-dr.,| (8) 2-dr., $205. 48 (600) sedan, $225. club’ coupe, $170: 2-dr., $205, $130, 46| ‘49 Custom (8) 2-dr., ‘§465*, $450°, 
) $110. _| STUDEBAKER — ‘54 Commander 2-dr., | OLDSMOBILE — '53 (88) sedan, $1,560*.| (8) 4-dr., $245, $120. ’40 (8) club coupe $420°, $405°. 
88$ "co. ba Ca = eo So'one con a $1,435°, ‘51 (88) sedan, $1,170°, '48 (78) sedan, $115. * | HUDSON—’49 Commodore 4-dr., $210. : 
0%: ar. , . ~ar., . , ; 2-dr., ,825. ° mmander b al a 
0 ee 48 Champion 2-dr.. $160. $ MERCURY—'51 4-dr., $820. (Continued on Page 44, Col. 1) 
-— u WILLYS—’50 Jeepster 2-dr., $275. 
4 
5 OAKLAND 
im- ; (Pollock’s Used Car Auction. Sale every 
00. | Wednesday. Prices are for sale of Apr. 7.) 
50, i (Market strong but seems to be 
i : leveling off on all models. Sold 114 cars 
ne } out of 176 offerings.) 
30. i BUICK — ’54 Super Riviera, $3,050*. '53 
ir., : Super 4-dr., $1,840*; Riviera, $2,150*, 
(8) : $2,030*. °52’ Super Riviera, $1,600*; $1,- 
: 425*. '51 RM 4-dr., $965*; Super conv., 
op, : eat et 4-dr., $720; Special ‘- 
"51 dr., $555. °49 RM 4-dr., $370*; Specia 
‘dr. $375. 48 Super 4-dr., $265. FEDERAL-MOGUL ENGINE BEARINGS... 
1, ‘ CADILLAC — °54 (62) 4-dr., $4,855*. ‘53 
00. (62) 4-dr., $3,420*, $3,260*; coupe de- 
i Ville, $4,010* (ps). '51 (62) 4-dr., $2,- 
: 095*. °50 (60) 4-dr., $1,645*. "49 (62) 
4-dr., $1,095*. y ) YrTyy ) ) | 7 | ) 7 a = 
rs- CHEVROLET—'52 Bel Air, $1,285; 4-dr., y y y ; 
$950; 1-ton panel, $850. ’51 SL Deluxe ] ’ 4 4 « 
2 2-dr., $930, $750, $730; 4-dr., $625*; & y - | y y 
ld club coupe, $795. ’50 SL Deluxe 4-dr., 
$710, $645; 2-dr., $570. '48 SM 4-dr., 
ge $340. | 
2 CHRYSLER—’51 Imperial conv., $1,325*; 
_ Windsor 2-dr., $900*. °49 Windsor club 
coupe, $645*. "48 Royal 4-dr., $360°*. 
%- DeSOTO—’52 Custom 4-dr., $1,350*, $1,- 
r., 075*. °50 Custom 4-dr., $715. '49 Cus- 
2- tom 4-dr., $590. '47 Deluxe club coupe, 
ir., $280. 
DODGE — '50 Coronet 4-dr $1,490*. °51 
Coronet 4-dr., $745; %-ton pickup, $615. 
0°. ’47 Deluxe 2-dr., $205; Custom 4-dr., 
fon $210. 
FORD—’54 (8) Skyliner, $2,370*; Victoria, 
4- $2,260"; Ranch Wagon, $2,195, $2,360*; 
1,- 4-dr., $2,160, $2,135*, $2,125*. °53 (8) 
(8) Victoria, $1,705; (6) '4-dr., $1,170, "52 
00. Main (8) 4-dr., $970; 2-dr., $995, $990; 
(8) Custom (8) 4-dr., $1,045; (6) %-ton 
05, pickup, $745. °52 Main (6) 4-dr., $900. 
0; ’51 (8) station wagon, $1,065; Victoria, 
8) $1,045. °50 (8) 4-dr., ‘$790, $735; 2-dr., 
2- $755, $725; coupe, $735. '49 Custom (8) 
station wagon, $570; conv., $1,000, $985; ® ge 
20; 4-dr., $500; Deluxe (8) 4-dr., $440; 2- 2 
ub dr., $345; Custom (6) 4-dr., $345. | MORE T 
HUDSON—’51 Commodore (8) 4-dr., $855. 7 TH 
48 KAISER—’51 Deluxe 4-dr., $570. '50 4-dr., 000 ITEMS 
$140, $125. '49 4-dr., $245. °48 4-dr., 
$155. 
LINCOLN—’49 Cosmopolitan 4-dr., $445; 


2-dr., $405. °47 club coupe, $125. 


AUTO SEAT COVERS 


BEAUTIFUL SCOTCH PLAID 
PLASTIC COATED FIBRE $8.95 


53 54 S54FM 55 


Buick. ... 

Chev.....40 41-48 49-52 
Chrys... . 41-42 46-48 
DeSoto. .. 41-42 46-48 
Dodge. . . 39- 41-42 46-48 





eee Every survey shows that Federal- mechanics recognize and appre- 


Hudson 


mad or . iat Mogul is the best-known brand ciate Federal-Mogul’s “service 
Plym. ...40-48 49-52 of engine bearings. It is also slant.’”’ Overhauls go easier and 


Pont. ...37- - o i 
ol ea an per the most complete line, and the faster with Federal-Mogul 


Pee «s a most readily available. Good engine bearings. 
WINNICKS AUTO PARTS 
P.O. BOX 486, SUNBURY, PA. | 
We pay postage on 6 or more 







gt ARing 





FEDERAL-MOGUL SERVICE % 
(Division of Federal-Mogu! Corporation) , Ca 


DETROIT 13, MICHIGAN 


wa thts 





“2 
o 2163 W. 25¢th., Cleveland 13, Ohio, dept. N 
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(Continued from Page 43) 


KAISER—’51 Special 4-dr,, $440, $415. 
LINCOLN—'53 Cosmopolitan 4-dr., $1,- 
850° 


MERCURY — '51 Custom 4-dr., $925°*, 
$910*, '50 Custom 4-dr., $660*, '49 Cus- 
tom 4-dr., $480*, < 4 

NASH—’51 Rambler 2-dr., $550°. 
4-dr., $210. '47 (600) 2-dr., $125, $120. 

OLDSMOBILE—’52 (88) 4-dr., $1,485* 
(ps). '50 (88) 4-dr., $710*, $675*, $660°, 


$605. "49 (88) 2-dr., $440*, $416, $400. 
48 (98) 4-dr., $380* $370*. '47 (98) 
4-dr., $280°. "46 (88) 2-dr., $205*. 
PACKARD—'49 Clipper 4-dr., $305. '46 
4-dr,, $140. 
PLYMOUTH—’53 Cranbrook 4-dr., $1,- 


175, '52 Cranbrook 2-dr., $860. '50 Spe- 
cial Deluxe 4-dr., $555. ‘49 Special De- 
luxe 4-dr., $440, $410, $400. ‘47 Deluxe 


2-dr., $170. 
PONTIAC—’52 (6) 2-dr., $810. ‘51 (8) 4- 
dr., $825*, $810*, $800. '50 (8) 4-dr., 


$605", $595*, $580*, $570*, '49 (6) 2-dr., 
*’ $500*. '46 (6) 2-dr., $185. 
STUDEBAKER — ’52 Commander 2 - dr., 
$640*. ‘51 Commander 4-dr., $510*. ‘50 
Champion 2-dr., $505*, $435*. '49 Cham- 
pion 4-dr., $410. 


FT. WAYNE, IND. 


(Carl Markers Auto Auction. Sale every 
Tuesday. Prices are for sale of April 6.) 
(Market good, prices holding good, as 
is demand, Sold 166 cars out of 194 


offerings.) 
BUICK—’53 Super Riviera coupe, $2,010*. 


‘52 Super Riviera coupe, $1,450*%. °51 
Super 2-dr., $940*; Riviera 4-dr., $875*; 
coupe Riviera, $1,000* $965*; Special 
coupe Riviera, $950. '50 Special Riviera, 
$780*; RM Riviera 4-dr., $665*. '49 RM 
4-dr., $480*; Super sedanet, $495*. 


GADILLAC—’52 (62) 4-dr., $2,410* (ps). 
'49 (60) Special 4-dr., $905*. 

CHEVROLET—’54 Bel Air 4-dr., $1,850. 
‘53 (210) 2-dr., $1,370, $920; Bel Air 
hard top, $1,600*, $1,380. '52 SL Deluxe 
4-dr., $940, $900; conv., $1,140*. '51 SL 
Deluxe 2-dr., $720; Bel Air sport coupe, 
$850*. '50 SL Deluxe 4-dr., $585, $480; 
2-dr., $550, $525. '49 SL Special 4-dr., 
$460, $315; FL Special 2-dr., $440. ‘47 
FM 4-dr., $240, $230; Aerosedan, $210. 

CHRYSLER — ’'50 Windsor 4-dr., $870, 
$800, $600. '49 Windsor 4-dr., $360, '46 
Windsor 4-dr., $215. 

DeSOTO—'50 Custom Suburban, $800. 

DODGE—’54 Coronet (6) station wagon, 
$1,840, ‘51 Meadowbrook 4-dr., $675; 
%-ton pickup, $505. °49 Custom club 
coupe, $325, '47 4-dr., $165. 

FORD—’54 Custom (8) 2-dr., $1,825*. '53 
Custom (8) 2-dr., $1,220*; Crest Vic- 
toria, $1,555. '52 Crest Victoria, $1,275*, 
$1,220; Ranch Wagon, $1,150; Main (6) 
2-dr., $890, '51 Custom (8) 2-dr., $750, 
2 at $770; (6) 2-dr., $630, $620; conv., 
$815; 4-dr., $765*. ‘50 (8) 2-dr., $590; 
(6) 2-dr., $550, $500, $465, $410. °49 
Custom (8) 4-dr., $475, $335; club coupe, 
$410. '47 4-dr., $220, $200. 

HUDSON—'52 Wasp Hollywood, $1,080*. 





$655; 
PA 


PONTIAC — '53 Chieftain (8) 


KAISER—’51 4-dr., $585. 
MERCURY—’'52 Monterey hafd top coupe, 


$1,350*, $1,275*. ‘51 club coupe, $885, 
$845, $840; 2-dr., $910. '49 4-dr., $365, 


$330. 
NASH—’52 Ambassador 4-dr., $1,020*. '50 


Ambassador sedanet, $380. ‘49 Ambas- 


sador 4-dr., $350. 


OLDSMOBILE—'53 Super (88) 4-dr., $1,- 


805* (ps), $1,760*; (98) 4-dr., $2,100*. 

52 (98) coupe Holiday, $1,800° (ps); 

Super (88) 4-dr., $1,345*. "50 (88) 4-dr., 
(98) 4-dr., $600*. 

CKARD—'51 4-dr., $870*. °48 4-dr., 


$250. 
PLYMOUTH—’53 Cambridge 4-dr., $1,135, 


$1,075, $1,025, $1,000; Cranbrook 2-dr., 
$1,105, $1,100. '51 Cranbrook 2-dr., $710, 
$705. °47 Special Deluxe — a $235. 

-dr., $1,- 


585*; 4-dr., $1,610*. ‘52 Chieftain (8) 
2-dr., $1,200*, $1,140, $1,080; Catalina, 
$1,460*. '51 Chieftain (8) 2-dr., $885°*; 


(6) sedanet, $850; 2-dr., $755. ‘50 Chief- 
tain (8) 4-dr., $115. 


STUDEBAKER — '52 Commander 4 - dr., 


$760; Champion Starlight Coupe, $770. 
51 Champion Starlight Coupe $620; 
Commander 4-dr., $605*. ‘50 Champion 
Starlight Coupe, $400; 4-dr., $405, ‘47 
4-dr., $190. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 


Monday. Prices are for sale of April 5.) 


(Today’s market showed a mild re- 


adjustment and cautious attitude from 
the high of two weeks ago. 
1953 models diminished in price and to- 
day 1950s, 
irregular performance and depression in 
price. There was no drastic change; just 
@ general let down. Sold 152 cars out of 
204 offerings.) 


BUICK—’53 Special Riviera 2-dr., $2,000*; 


Last week 


‘Sls and °52s showed an 


Special 4-dr., $1,800; RM Riviera 4-dr., 


OADILLAC—'52 (62) 4-dr., 


CHEVROLET — '53 





$2,285*. '52 Super Riviera 2-dr., $1,360*; 


Special 2-dr., $1,270*, $1,090. °51 Super 
Riviera 2-dr., $1,175*, $1,110*; 4-dr., 
$960*; Special 4-dr., $890; Super 4-dr., 


$1,180*. '50 Special 4-dr., 2 at $570; 2- 
dr., $500; Super 4-dr., $760*; Special De- 
luxe 4-dr., $635*. '49 RM 4-dr., $550*. 
'48 Super 4-dr., $180; Special 4 - dr., 
$175; RM 2-dr., $370*. 

$2,750*. °50 
(61) club coupe, $1,790*. "49 (60) Spe- 
cial 4-dr., $1,025*; (61) 4-dr., $950*. °46 
(60) 4-dr., $335*. 

(210) 2-dr., $1,230; 
(150) 2-dr., $960; Bel Air conv., $1,650. 
’562 SL Deluxe 4-dr., $1,070*, $1,000*, 
$940, $920°; 2-dr., $1,011*; SL Special 2- 
dr., 2 at $900. ’°51 SL Deluxe 2-dr., $810, 
$735; station wagon, $1,050. '50 FL De- 
luxe 2-dr., $560; SL Deluxe 2-dr., $640, 
$545;- 4-dr., $550; club coupe, $740*; 
SL Special 4-dr., $440. 49 SL Deluxe 
2-dr., $550, $500; FL Special 4-dr., $425. 
°48 SM 4-dr., $350; 2-dr., $390. '47 SM 
4-dr., $220; FM 2-dr., $250. '46 %-ton 
pickup, $140. 


DeSOTO—’51 Custom 4-dr., $800*. 
DODGE—'53 Coronet (8) 


4-dr., $1,375*, 
$1,210*; club, $1,240*, $1,120*. '52 Cor- 
onet (6) 4-dr., $935*. '51 Coronet (6) 4- 
dr., $860*. '50 Coronet (6) 4-dr., $670*. 
"48 Custom 4-dr., $350*; 2-dr., $300. '47 
1%-ton oil tanker with pumps, $450. 


FORD—’54 (8) Ranch Wagon, $2,000. '53 


Custom (6) 2-dr., $1,140; 4-dr., $1,412; 
Crest (8) Victoria, $1,600*. '52 Custom 


(8) 4-dr., $1,070*, $1,020*%, $1,000*; 2- 
dr., $950; Main (8) 2-dr., $920; Main 
(6) 2-dr., $860; (8) Ranch Wagon, §$1,- 


350. '51 Custom (8) 2-dr.; $825, $750; 
4-dr., $750, $730; Victoria, $900*; sta- 
tion wagon, $850*; Deluxe (6) 2-dr., 
$680; Main (8) 4-dr., $610; (8) %-ton 
panel, $360. '50 Custom (8) conv., $710; 
Deluxe (8) 2-dr., $475. °49 Custom (8) 
2-dr., $420, $350; 4-dr., $440; conv., 


This Kind of Testimony... 


SERVICE 
6440 North Western Avenue 


March 19, 1954 


Mr. Paul B. Christman 
Chicago Daily News 
400 West Madison St. 
Chicago 6, Illinois 


Dear Mr. Christman: 


letter is to thank you 
a ation in setting up an 


C00) 


public interest notifying 


personally for your 
advertisement of 
them of the advantages 
rom an authorized 


of purchasing 4 new car . the reports received 


dealer. 


from a quick c 


attribute twen 


From a oomeet * 

following e ad, 
oe aae have been most satisfactory: | 
heck of four dealers they . 
ty-one deals to this advertisement. 


h 7, 1954, the 
oo r In fact, 


Keep up the good work. 


Ar 
Oldsmobile Dealer's 


Sincerely, 


D, Malkin, 





Association of 


Metropolitan Chicago 


Che Gar Chat Has Everything Modern 


Advertising Chairman 


... Leads to an Advertising Verdict 
Like This 


Here is the record on new car advertising in Chicago 
daily newspapers in 1953 (source: Media Records, Inc.) 


Newspaper 


linage 


CHICAGO DAILY NEWS........ .692,085 
BR BOOS occ cece nec ces nee 
Daily American ..............467,338 
Daily Sun-Times .............-334,970 





Because Daily News ads PULL...new car advertisers have judged 
the Chicago Daily News the best newspaper sales medium in Chicago. 


CHICAGO DAILY NEWS . 


Chicago’s HOME Newspaper 


CHICAGO: 
Daily News Plaza 


NEW YORK: DETROIT: 
9 Rockefeller Plaza Free Press Building 


MIAMI: 
121 S.E. First Street 


John S. Knight, Editor & Publisher 


SAN FRANCISCO: 
703 Market Street 


LOS ANGELES: 
1651 Cosmo Street 









$420*; Custom 
Deluxe (8) club coupe, $290. 
Deluxe (6) club coupe, $110, 

HUDSON—’'49 Super 2-dr., $330. 

MERCURY—’54 Monterey club coupe, — 2,- 
500*; 2-dr., $2,500*; Sun Valley couse 
$2,475. '52 4-dr., $1,220*. '51 Monte ey 
sport coupe, $930*. °49 2-dr., $310*. 47 
4-dr., $185. 

NASH — '52 (600) station wagon, $9.5 
$860. '51 Rambler country club $712, 5 
(600) 2-dr., $490*; Super 4-dr., $280 

OLDSMOBILE—’54 (98) Holiday couye, 
$3,475* (ps). °53 (98) conv., $2,3:,0+ 
(ps). °51 (88) 4-dr., $950*; (98) Holi- 
day 4-dr., $810*. '50 (88) 4-dr., $6257; 
club, $735*; (98) 4-dr., $700*, $660*. ‘:9 


(6) club coupe, $41)"; 
"47 Suoer 


(76) 2-dr., $530*; 4-dr., $350*; (98) 2- 
dr., $435*. ‘48 (98) 4-dr., $390*. 
PACKARD—’49 Clipper 4-dr., $320*. 


PLYMOUTH—’54 Beivedere sport coupe, 
$1,990; Plaza business coupe, $1,50); 
club, $1,560. °53 Cambridge 4-dr., §1,- 
1vu0; Cranbrook 4-dr., $1,200, ’52 Cam- 
bridge 4-dr., $635; Cranbrook 4-dr., 
$840; Belvedere coupe, $1,060. ’51 Cran- 
brook 4-dr., $690, $490. '50 Deluxe ciub 
coupe, $580; station wagon, $635. 

PON r1AC—’54 Chieftain Deiuxe (6) 4-dr., 
$2,075; Chieftain Deluxe (8) 4-dr., $2,- 
335*. ’52 Chieftain Deluxe (8) 4-dr., $1,- 
335*, $1,275*, $§1,205*, $1,150*, $1,070". 
’51 Chieftain Deluxe (8) Catalina, §$1,- 


170*; 4-dr., $1,100*, $1,030*; 2-dr 

$860. '50 Chieftain Deluxe (8) conv., 
$820*; SL (8) 2-dr., $820*. °49 Chief- 
tain (8) 2-dr., $610*%; SL (8) 2-dr., 


$570*. 

STUDEBAKER—’51 Champion 4-dr 
$400*. ’'50 Champion 4-dr., $410*. ‘49 
Champion 4-dr., $300, $230. 

MISCELLANEOUS—’'48 Diamond T 
cab & chassis, $350. 


DYER, IND. 


,(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of April 2.) 
(Sold 155 cars out of 247 offerings.) 


BUICK—’53 Special Riviera, $1,600; Su- 
per Riviera, $2,005* (ps). '52 RM 4-dr., 
$1,150*; Special 4-dr., $1,165*. '51 Spe- 
cial 4-dr., $825*; Super 4-dr., $820*. '5) 
Special 4-dr., $650*, $500; Super Rivi- 
era, $535*. '49 Super conv., $825*. 

CADILLAC—’49 (62) 4-dr., $800*. 

CHEVROLET—’53 (210) 4-dr., $1,170, $1,- 
160; 2-dr., 2 at $1,160; Bel Air coupe, 
$1,505* (ps); 2-dr., $1,595*; (150) sport 
coupe, $1,290. 52 SL Deluxe 2-dr., $825*. 
‘51 Bel Air, $855; SL Deluxe 4-dr., 
$665*, $640, $600. '50 Bel Air, $620; SL 
Deiuxe 4-dr., $550*. '49 SL Deluxe 4-dr., 
$465, $430, $335. '46 FM 4-dr., $120. 

CHKYSLER—’50 Imperial 4-dr., $800. ‘49 
Windsor club coupe, $500. ’48 Windsor 
club coupe, $360. '46 Windsor 4-dr., $185. 

DesSOTO—’51 Custom 4-dr., $685. 

DODGE—’53 Coronet (8) 2-dr., $1,045. '52 
Coronet (6) 4-dr., $945*; Meadowbrook, 
4-dr., $790. ’50 Coronet (6) 4-dr., $555*. 
'49 Deluxe 4-dr., $250. 

FORD—'53 Custom (8) 2-dr., $1,305*; 
Victoria, $1,535, $1,455; conv., $1,465*. 
*52 Custom (8) 4-dr., $1,040, $1,005. °51 
Custom (8) conv., $705; 2-dr.,- $780", 
$615*; Custom (6) 2-dr., $680; Vicforia, 
$815*. 50 Custom (8) 2-dr., $600*, $545, 
$500*. °49 Custom (8) 4-dr., $385, $370, 
$300*, $235*. "47 Super Deluxe (8) 4-dr., 
$190, $125. 

HUDSON—’51 Pacemaker 2-dr., $385. '50 
Commodore (6) 4-dr., $250*. °48 Com- 
modore (8) 4-dr., $165. 

LINCOLN—’54 Capri coupe, $3,545* (ps). 
*51 Cosmopolitan 4-dr., $965*, $800*. 
MERCURY—’53 Monterey coupe, $1,545*. 

‘52 4-dr., $1,190. y 

NASH—’53 Statesman 4-dr., $1,340*. °52 
Statesman 4-dr., $965*. '49 (600) 2-dr., 
$125. 48 Ambassador conv., $110*. 46 
(600) club coupe, $165. 

OLDSMOBILE—’53 (98) 4-dr., $1,865*; 
(88) 4-dr., $2,050*, $2,000*. 52 (88) 4- 
dr., $1,420*, $1,300*, $1,260*; (98) 4-dr., 


3-ton 


$1,460". °51 (88) 4-dr., $730. '50 (88) 
Holiday, $850*; 2-dr., $780*. °49 (76) 
4-dr., $510*. 

PACKARD—’51 (200) 4-dr., $815*. ‘48 


Clipper 2-dr., $150. 

PLYMOUTH—’54 Belvedere 4-dr., $1,700. 
’53 Cambridge 4-dr., $975; Cranbrook 4- 
dr., $1,125*, '52 Cranbrook 4-dr., $810*. 
"46 Special Deluxe 4-dr., $105. 

PONTIAC—’53 Chieftain Deluxe (8) conv., 
$1,950*; 4-dr., $1,140*. ’52 Super Deluxe 
Catalina, $1,485*. ‘50 Chieftain Deluxe 
(8) 4-dr., $520*, $300*. °49 Chieftain 
Deluxe (8) 4-dr., $395*, $375*. °48 SL 
pM ae coupe, $355*. ’°47 SL (6) 4-dr., 

STUDEBAKER — '51 Commander 2-dr., 
$615*; Champion 4-dr., $270. '50 Cham- 
pion club coupe, $445*. 

WILLYS—’50 Sedan Delivery, $325. 

MISCELLANEOUS—’47 Frazer 4-dr., 
$135*. ’52 Henry J 2-dr., $370. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 

nesday. Prices are for sale of April 7.) 
(Brisk activity, with prices holding 
Steady in all price ranges, Sold 85 cars 
out of 114 offerings.) 

BUICK—’53 Super conv., $1,950*; Rivi- 
era, $2,075*; sedan, $1,950*. '52 Super 
Riviera, $1,450*; Special sedan, $1,300*. 
*51 RM Riviera, $1,100. 50 Special se- 


dan, $650. °49 Super sedan, $450, $365. 
‘48 Super conv., $345. '47 RM _ sedan, 
$150. 


CADILLAC—’53 (62) conv., $3,610*, °52 
(62) sedan, $2,095*. '51 (62) sedan, $1,- 
910*. '49 (62) sedan, $1,000*. '48 (62) 
sedan, $750. 

CHEVROLET—’53 (210) sedan, $1,250°; 
station wagon, $1,620*. '52 Bel Air $1,- 
250*, $1,150; SL Deluxe conv., $1,200*; 
station wagon, $1,360"; sedan, 2 at 
$950*, $925, $915; SL Special sedan, 
$875, $865, $830. '50 SL Deluxe station 
wagon, $735; sedan, $590, $565. °49 FL 
Deluxe sedan, $450. '48 FL sedan, $300. 
*46 sedan, $212, $200. 

CHRYSLER—’50 Windsor sedan, $690. '47 
NY sedan, $240. 

DeSOTO—’51 Custom sedan, $940. ’50 Cus- 
tom sedan, $750. 

DODGE—’50 Meadowbrook sedan, $620. 

FORD—-’54 Main (8) Ranch Wagon, $1,- 
950*; Custom (8) sedan, $1,725, $1,710; 
Crest Victoria, $2,275*. '53 Custom (8) 


sedan, $1,880*, $1,365, $1,350, $1,310; 
conv., $1,600*; Crest Victoria, $1,790*, 
$1,710*, $1,660*. "52 Custom (8) Vic- 


toria, $1,410*, sedan, $1,090. '49 (8) se- 
dan, $450. 

LINCOLN—’53 Cosmopolitan sedan, §$2.- 
210*, °49 Cosmopolitan sedan, $360. 
MERCURY—’53 sedan, $1,500*. '52 Mon- 
terey hard top, $1,325*; Custom sedar, 
$1,250*. °51 sedan, $960, $815. °47 sta- 

tion wagon, $235. 
NASH—’53 Rambler sedan, $1,200, ‘52 
Statesman Super sedan, $1,035. ’51 


(Continued on Page 53, Col. 3) 
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Lawsuits Affecting Dealers ... 





Court D 


By Leo T. Parker 
Attorney-at-Law 


A DEALER in Alabama writes 
as follows: 

“We have a case coming up in 
court in the near future which is 
being taken care of by our lawyer, 
put we were wondering if you 
might refer us to some decisions 
of this type. The case involves our 
selling of a 1952 new pickup to a 
customer on Dec. 24, 1952. 

The customer made complaint 
in February, 1953, that he 
thought he bought a 1953 truck 
and said we represented it as a 
1953. The bill of sale was made 
out with ’53 appearing, but this 
was a typing error and was 
changed on our bill of sale. 

“Later the truck was financed 

through a finance company and 
the sale contract was correct, 
filed out as a 1952 truck and 
signed by the purchaser.” 

It is my opinion that this dealer 
will win the suit if he proves that 
the purchaser had opportunity to 
read the bill of sale or contract 
stating that the truck was a 1952 


22 New Members 
Listed by MEMA 
For Total of 481 


NEW YORK.—Twenty-two mem- | 
bers have been added to the roster 
of the Motor & Equipment Manu- | 
facturers Assn. in the last year, | 
according to A. H. Eicholz, general | 
manager. 

The association, in. the same pe- 
riod, added 14 credit service sub- | 
scribers and 30 Automotive Affiliat- 
ed Representatives associate mem- | 
bers, he said. : 

MEMA now has 481 members, 410 
credit service subscribers and 341) 
AAR associate members. | 

Following are the manufacturers 
admitted to MEMA in the last | 
year: 

American Octanator Corp., Provi- | 








, dence; Berkson Products, Inc., Chi- 


cago; Bondomatic Corp., Los An- 
geles; Robert Bosch Corp., New 
York; Breuer Electric Mfg. Co., | 
Chicago; Clayborne Mfg. Co., Mon- 
ticello, Ind.; Clayton Mfg. Co., El | 
Monte, Calif.; Cling-Surface Co., 
Buffalo, and Cuno Engineering 
Corp., Meriden, Conn. 

G. W. Davis Corp., Richmond, | 
Va.; R. E. Dietz Co., Syracuse, N. 
Y.; Dutton-Lainson Co., Hastings, 
Nebr.; Essex Wire Corp., Detroit; | 
Flex-O-Tube Division of Meridan | 
Corp., Detroit; Gojer, Inc., Akron; 
Jaw Mfg. Co., Inc., Reading, Pa., | 
and Jax Mfg. Co., St. Paul. } 


Leece - Neville Co., Cleveland; | 
Lifetime Auto Accessories Corp., | 
New York; McColpin - Christie | 
Corp, Los Angeles; Moly Motor | 
Products Corp.; New York; Nice 
Ball Bearing Co., Philadelphia; L. 
R. Oatey Co., Cleveland; Ohio Pis- 
ton Co., Cleveland; Phillips Nut & 
Bolt Co., Cleveland; Plastone Com- | 
pany, Inc., Chicago, and Salsbury 
Corp., Los Angeles. 


Spee-Flo Co., Houston; Spencer | 
Mfg. Co. Division of Spencer- 
Hughes Corp., Cleveland; Spray 
Starting Fluid Co., Division Banner 
Oil Co., Camden, N. J.; Turco Prod- 
ucts, Inc., Los Angeles; United En- 
gine & Machine Co., San Leandro, 
Calif.; Wico Electric Co., West 
Springfield, Mass.; Wilco Co., Los 
Angeles; Edmund J. Wudel Mfg. 
Co., Los Angeles, and Zelinkoff Co., 
Wichita, Kans. 


Kasson Die Expands 

NEW YORK. — Kasson Die & 
Motor Corp., manufacturer of col- | 
lets, machine-tool attachments, 
miniature electric motors and elec- | 
tricai display products, has moved | 
to larger quarters at 32-14 Northern | 
Bivd., Long Island City 1, N. Y. 


The AUTOMOTIVE NEWS ALMANAC is | 
&@ year-long friend. Use it often for statis- | 
ties, bayer information and personnel data. | 
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ecisions 


model, or otherwise knew that the 


truck was a 1952 model. 
* oa * 


Liability in Sale 
O COURT will hold a seller 
liable for misrepresentation or 
fraud if the testimony shows that 
the purchaser knew that he was 
not purchasing the model orally 
promised by the seller. 

Moreover, no court will hold 
a dealer liable for delivering to 
a seller a model not the same as 
purchased, unless the purchaser 
proves positively that he was de- 
frauded. 

Recently a higher court rendered 
an important ‘decision involving 
this law. See King vs. Moore, 61 
So. (2d) 253. 

The testimony showed that one 
King purchased a used car for $2,- 
495 from the lot of Moore Car 
Sales. Upon completion of the 
transaction, a bill of sale was de- 





livered to King which stated that 
the auto sold was a 1950 model. 


After King had driven the car 


| some 12,000 miles without com- 
| plaint, he took it to a dealer in 
| Vermont and talked to him about |! 


trading it in on a 1951 model. 


The dealer looked at the serial 
number and told King it was a) 
1949 model. King then sued Moore} 
Car Sales for $500 damages claim- 
ing the car was a 1949 instead of 
a 1950 model. 


* * * 


Fraud Charge Improved 


ye the trial the testimony 
showed that the auto when 
new was purchased Sept. 6, 1949. 
Neither the invoice to the seller 
nor the one to the purchaser 
specified the year model. 


Further testimony showed that 
the only actual difference in the 
1949 and 1950 models is the serial 
number, and that if a 1949 and 
1950 model were in comparable 
condition, the difference in price 
would be only $200. 

King also failed to introduce 
convincing testimony that the auto 
was a 1949 instead of a 1950 model. 


Therefore, the higher court refused | $86 million, compared with $48 


to hold that King could recover | 
any damages from the dealer. 


/.4 


45 





a 


Walsh-Platt Staff Joins Club— 

The employes of Walsh-Platt Motors, Everett, Wash., joined the Everett Eagles Club 
and were initiated when the local aerie celebrated its 40th anniversary. The firm is 
paying for the membership dues. ’ 





s 
Canadian Imports of Autos Jump 
OTTAWA.—Canadian automotive|to $176.8 million, against $143.8 
imports jumped in the first nine| million in the comparable 1952 
months of 1953. | period. 
Value of cars and trucks im- | QS 
ported in that period advanced to Ray Opens Deal 
Patsy Ray has opened Sauquoit 
million in the like 1952 period. Valley stetee ino in Sauna: 
Imports of auto parts climbed'N. Y. 





YOU CAN SELL 
UNDERSEAL 


TO 9 OUT OF 10 
CAR BUYERS | 


3-step selling program shows you how 


3M “UNDERSEAL” Rubberized Coating is more than a product... it’s a complete 
selling program! In fact, 3M “UNDERSEAL” offers you the only program in the indus- 
try that’s designed specifically to increase your undercoating sales. Here’s the story: 


dp, i a sales meeting with your 
¢ @ new car and service sales- 


men to show them how to se// “UNDERSEAL”. 


With a sound slide 


A 3M salesman will hold 


resentation he will show them 


in detail how “UNDERSEAL” is important to the 
dealer, the salesmen, and the car owner. And he'll 
explain the “UNDERSEAL” service floor plan—a 
tested business booster for your service department. 









eu 


RUBBERIZED COATING 


Made in U.S. A. by Minnesota Mining & Mfg. Co., St. Paul 6, 
Minn.—also makers of “Scotch” Brand Pressure-Sensitive Tapes, 
“Scotch” Sound Recording Tape,‘‘Scotchlite” Reflective Sheeting, 
“Safety-Walk” Non-Slip Surfacing, “3M” Abrasives, 
“3M” Adhesives. General Export: 122 E. 42nd St., 
New York 17, N. Y. In Canada: London, Ont.. Can. 


© 


? Then, 3M will supply 
@ you with a complete se- 
lection of direct mail pieces 
imprinted with your company 


cl 


MINNESOTA MINING & MFG. CO. 
Geo! I'd like more information about 3M's “UNDERSEAL” selling program. 


NAME_____ 

COMPANY____ 
ADDRESS__._ Sdn apesifiil 
ac 


name. Also you will get booklets, posters and dem- 
onstration easels on selling “UNDERSEAL” for your 
use in your show-room and service department. 


3 And finally, 3M’s Service 
@ Program, right in your serv- 
ice department, will educate your 
undercoating applicators on care 
of equipment, better perrrne Sees and the best 
car-masking methods—all helping you make more 
profit, keep the shop cleaner and build customer 
good will. 





Write today for more information. 


Dept. UAN 1, St. Paul 6, Minn. 


coe ee ee 
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No Adverse Measures Enacted, They Feel . . . 





Truckers Fare Well in Capitols 


N° LEGISLATION viewed by the 
trucking industry as adverse 
has been enacted so far this year. 

Bills proposing changes in truck 
size and weight laws regarded as 
favorable by truckers has been 
enacted in Mississippi and New 
York; is pending in Massachusetts 
and Michigan, and was killed in 
Kentucky and Virginia. 

lawmakers enacted 
a bill providing for higher weight 
limits on highways designated by 
the State Highway Commission. 
For use on such highways, the 
measure in gross weight 
from 52,65@ pounds to 55,980, and 
the weight on tandem axles from 
28,650 to 32,000 pounds. 

An Administration-sponsored bill 
passed by the New York Legisla- 
ture cuts the permissible length of 
tractor semi-trailer combinations 
from the present 50 to 45 feet, ef- 
fective with 1960, but concurrently 
permits an increase from the pres- 
ent maximum 63,000 pounds gross 
vehicle weight to 65,000 pounds. 

Designed to encourage use of 


Ca 


tandem axle vehicles, the New York 
act leaves unchanged present limits 
of 22,400 pounds on single axles and 
36,000 on tandem axles. 

* * o 


HE New York measure was 

termed a compromise with 
which the industry is well satisfied, 
since practical operating consider- 
ations create little demand in New 
York for 50-foot combinations 
while, on the other hand, the forth- 


Plastic Molders Plant 


To Begin Production 


BATESVILLE, Ark. — Plastic 
Molders, Inc., has completed test 
runs at its new plant near Bates- 
ville and will go into production 
this month. Molds are expected 
soon, and the installation of ma- 
chinery is virtually completed. 

The firm, owned by Harry Rush, 
of Chicago, has contracts with 
Packard for gear-shift knobs and 
ventilator grills, and with Motorola 
Corp. for television parts. 


coming weight boost is regarded as 
highly desirable. 

Trucking industry representatives 
said spreading popularity of cab- 
over engine and snub-nose tractors 
will permit operators to stay with- 
in the new 45-foot length limit and 
still obtain an increase of as much 
as 20 percent in payload. 

Those that now do exceed the 
forthcoming new 45-foot limit 
tend to average around only 47 
and 48 feet, according to advo- 
cates of the new act, who further 
pointed out that operators of such 
vehicles will have five years in 
which to work off old equipment. 

Proposed Massachusetts legisla- 
tion, being strongly opposed by rail- 
road interests, would increase gross 
truck weight limits from 50,000 to 
60,000 pounds, The bill was favored 
at a recent hearing by the State 
Registry of Motor Vehicles, but the 
State Department of Public Works 
asked that action be withheld pend- 
ing the completion of a study be- 
ing made by the department. 

Passed by the Michigan Senate 


From the dream cars 


of tomorrow comes 
A BRIGHT, NEW PROFIT OPPORTUNITY 


for you today! 


(Mialion WHEEL DISC 


LOADED WITH SALES APPEAL! Here is sparkling, dignified 


beauty that appeals instantly . . 


no effort on your part. 
BUILT FOR LASTING BEAUTY! This masterpiece is made of special- 


analysis, chrome-plated stainless steel that can’t ever 

rust or otherwise deteriorate. Of one-piece, patented construction. 
PRICED FOR YOUR PROFIT! There's plenty of margin to assure 

quick sales. . 
suggested list of $27.50 for a set of four. Fits any 15-inch wheel. 


. at the 


. and generous profits . . 


. turns lookers into buyers with 


Lyon Inc 


ing potents, 


CHECK YOUR SUPPLIER AT ONCE! If he doesn’t handle the 
Lyon Constellation, let us know right away. 





orporated, 
13881 West Chicago Boulevard 
Detroit 28, Michigan 
Made under one or more of the follow- 


RE 21,059 — 
2,199,890. Other patents pending. 





Archer Cited— 


The fifth consecutive Ford Four-Letter 
Award is presented to Homer Archer 
(right), president of Harry A. Sharp Co., 
Inc., Indianapolis, by A. F. Baverbach, 
district sales manager for the Ford di- 
vision. 


and at this writing awaiting House 
action is a bill to increase the maxi- 
mum permissible length of truck 
combinations from 50 to 56 feet. 
Advocates of the legislation said it 
is needed to permit continued use 
of much equipment which has been 
in operation under presidential di- 


2,199 B89 — 














rectives permitting combinations up 
to 60 feet in length. 
* * * 

i KENTUCKY and Virginia 

proposals for truck weight liber- 
alization got tied up with weight- 
distance tax plans, with both issues 
being sidetracked in both states. 

Kentucky truckers refused to gc 
along with Gov. Lawrence Wether- 
by’s plan to support proposed legis- 
lation to increase truck weight 
limits from 42,000 to 56,800 pounds, 
provided the move was accom- 
panied by a new weight-distance 
tax against heavy trucks. 


Wetherby estimated that a 
weight-distance tax imposed at 
rates ranging from seven mills to 
two cents per mile, depending on 
gross weight, would produce $8,- 
884,000 in additional annual rev- 
enue for roads. His proposed 
legislation also would have lim- 
ited tax reciprocity to the basic 
registration fee. 

After the truckers rejected his 
proposed tax-weight deal, the Ken- 
tucky governor said he might call 
a special session later for consider- 
ation of the problem. 

In view of the governor's stand, 
the Kentucky Motor Transport 
Assn. decided not to push for 
weight liberalization at the regular 
session, which adjourned in March, 
but instead to wait for the possible 
forthcoming special session. 

* * + 


fant ery industry spokesmen 
explained one of the reasons for 
rejection of Wetherby’s regular ses- 
sion plan was that fully 75 percent 
of all Kentucky truckers are small 
operators who do not desire higher 
weight limits. They would have to 
pay higher taxes under the pro- 
posal, it was noted, without reaping 
any advantages from the higher 
load limits. 

Although larger Kentucky op- 
erators and interstate trucking 
firms want the higher weight 
limit and were said to be willing 
to pay the higher taxes to get it, 
they balked on abolishing tax 
reciprocity among the states for 
heavy trucks. 

Killed in a Virginia Senate com- 
mittee were bills proposing a new 
weight -distance tax on _ trucks, 
higher weight and length limits and 
abolition of the state’s policy of tax 
reciprocity for out-of-state truck- 
ers. 

Under the rejected Virginia bills, 
which were based on recommenda- 
tions by an interim study commis- 
sion, the state would have replaced 
its present 2 percent gross receipts 
tax on truckers with a new weight- 
distance tax which would have pro- 
duced an estimated annual increase 
of at least $4 million in highway 
revenues. Maximum allowable 
weight would have been boosted 
from 50,000 to 56,800 pounds and 
maximum length from 45 to 50 feet. 


Borstorff-Fitch Expands 

The Buesink used-car lot near 
Corry, Pa., has been sold to Ed 
Borstorff and Merton Fitch, opera- 
tors of the Borstorff and Fitch 
DeSoto- Plymouth dealership in 
Corry. Smoth Huxson has been 
named manager. It will be used as 
a used-car display. 





Wonderful Sign Kit 
To Pep Used Car Sales 


NOTHING LIKE IT ON THE MARKET: 

An entirely new principle enables you to 

make a real sign, 22” x 14”, right om your 
seconds 


ali in brilliant Day-Gio, Kit makes 
sands of signs during its lifetime. Tailored 
for each dealer. 


Send for samples, and prices. 


PLASTIKON DISPLAYS 
45 N. Division Street, Buffalo 3, N. Y. 
10 years of Successful Used Car Kit Promotion 


AMERICAN 


S 
MTV aha 
FOREIGN CAR PART 





Large stock including gaskets, Austin 
pistons, valves, electrical parts, Hillman 
oil filters, brake parts and lining, Jaguar 
Sy M.G. 


Motor Co. 


45 W. Séth St.. New Verk 19, NM. Y. 
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On the Financial Front 





Net income of Houdaille-Hershey 
Corp. for 1958 was $2,995,229, com- 
pared with $2,171,668 for 1952, ac- 
cording to the firm’s report to 
stockholders. 

Sales for the year totaled $91,- 
038,816, compared with $64,652,168 
in 1952. ora mc 


Electric Auto-Lite Enjoys 


Rise in Sales and Profits 

Electric Auto-Lite Co, experi- 
enced its second greatest sales year 
in 1953 with volume at $285,000,929, 
according to Royce G. Martin, pres- 
ident and chairman. The sales total, 
he said, represented an increase of 
5 percent over 1952. 

Net earnings, Martin reported, 
were $10,567,391 last year, compar 
with $9,789,494 the previous year. 


s * * 
Borg-Warner Profit Rises 


As °53 Sales Set Record 

Borg-Warner Corp., Chicago, re- 
ports that net sales last year 
totaled $407,379,056, the first time 
they have exceeded the $400 million 
mark. This compared with sales of 
$353,948,112 in 1952, an increase of 
15.1 percent. 

Net income in 1953 was $23,978,- 
142, compared with $22,914,657 in 
1952. 


= « + 

Pittsburgh Plate Glass Nets 
$36,864,785 in 1953 

Pittsburgh Plate Glass Co. in its 
annual report listed net sales of 
$451,964,697 for 1953, an increase 
of more than 12 percent over 1952 
sales of $402,055,085. 

Net earnings for 1953, the report 
said, amounted to $36,864,785, a 
slight increase over the $36,771,925 


earned in 1952. 
* 


Motor Wheel’s ’53 Profit 


Increases to $2,975,902 

A profit of $2,975,902 in 1953 is 
reported by Motor Wheel Corp., 
Lansing. The previous year’s profit 
was $2,596,414, according to M. F. 
Cotes, president. 

Net sales amounted to $84,240,448, 
compared with $68,872,473 in 1952. 

o * * 


Mansfield Tire Reports 


- Earnings of $927,005 


Mansfield Tire & Rubber Co. re- 
ported net sales of $59,078,904 for 
1953, an increase of 6 percent over 
the $55,551,843 sales for 1952. 

Earnings for 1953 totaled $927,005, 
a decrease from $1,330,099 in 1952, 


due in part to expense of $111,922 |. 


incurred in the relocation of equip- 
ment to a new plant. 
* * o 


Seiberling Rubber Sales 
Down, Earnings Up 9% 
Earnings of Seiberling Rubber 


Co. for 1953 increased 9 percent 
over 1952, despite a 3 percent de- 


295 Manufacturers 


To Display Wares 
At Show in Boston 


BOSTON.— More than 295 na- 
tional manufacturers will pratici- 
pate in the New England Regional 
Automotive Show, to be held May 
20-23 in the Mechanics Building 
here. 

Equipment, parts, tools and ac- 

cessories will be displayed and 
demonstrated in more than 475 
booths. Sponsoring the show are 
17% jobbers, who have more than 
270 stores in every section of New 
England. 
_ The Kickoff Banquet, sponsored 
jointly by the show and the Boost- 
er Club, will be held May 19 at Bos- 
ton’s Sheraton -Plaza Hotel. 


A jobber-salesman conference 
and luncheon is scheduled May 23 
at the Sheraton Plaza. Nationally 
known leaders of the industry will 
Speak. Attendance is expected to 
top 1,200. 

One of the highlights of the show 
will be a series of discussions on 
the utilization of nonrevenue-pro- 
ducing equipment now owned by 
dealers. 





cline in net sales, according to 
President J. P. Seiberling. 

Net sales dipped from $41,646,702 
in 1952 to $40,351,305 in 1953, prin- 
cipally because of military cut- 
backs. Earnings climbed from 
$948,915 a year ago to $1,035,740 
in 1953. 


* * * 


American Airlines Gains 

American Airlines, Inc. reported 
a net income of $13,413,051, after 
taxes, for the year 1953, compared 
with $12,514,405 for 1952. This is 
equivalent after preferred divi- 
dends, to $1.85 per share of com- 
mon stock, compared with $1.72 in 
1952. Revenues set a new record of 


ed | $208,300,000, an increase of $21 mil- 


lion over the $187,300,000 of 1952, 


* * . 

Gulf Oil 
Earnings of Gulf Oil Corp. and 
consolidated subsidiaries for 1953 
were a record $175,036,000, com- 
pared with $141,820,000 for 1952, ac- 


cording to the firm’s annual report. 
Sales of $1,640,872,000 also set a rec- 
ord. In 1952, sales totaled $1,528,- 
806,000. 


* * cd 


General American 


New highs in both gross and net 
income were recorded during 1953 
by General American Transporta- 
tion Corp., according to the firm’s 
annual report. Gross totaled $177,- 
288,164 and net earnings amounted 
to $7,380,007. 


* * * 


Elastic Stop Nut 


Sales of Elastic Stop Nut Corp. 
of America for the year ended Nov. 
30, 1953, increased to $24,252,890 
from the $22,670,493 reported for the 
previous year, Net earnings were 
$1,322,393, compared with $1,594,947 
in 1952, 


* * * 


Coast Group Admits Five 

Five members of the Northern 
California Motor Car Dealers Assn. 
are Hanna Burlingame Co, (Chrys- 
ler-Plymouth), Burlingame; Mur- 
phy Buick Co., Oakland; Pedersen 
Packard, Oakland; L. & M. Motors, 
Ine. (Lincoln - Mercury), Hanford, 
and Cirimele Ford Sales Inc., Oak- 
land. 





2 Veteran Studebaker Dealers Cited— 


At a sales meeting in Minneapolis, two Studebaker dealers were awarded plaques 
for long service. Bob Nybo (third from left), of Nybo & Co., Inc., Missoula, Mont., 
received a 20-year plaque, while Frank Morelli (next to Nybo), of Parker-Morelli 
Motor Co., Butte, Mont., was presented with a 25-year award. Seated to the left of 
the dealers are Manual Buska, Kalispell, Mont., and B. A. Felver, district manager. 
At their right are M. M. Scovill, regional manager, and Ford Johnson, Helena, Mont. 
In the back row are dealers and members of the Studebaker field organization. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





WHY OVERHAUL ’EM WHEN 


Rebuilt Engines 


SAVE YOU TIME, WORK...AND MAKE MORE PROFIT! 





eee ead 


MUSKEGON PISTON RINGS 


are made fo order for 
the best of the rebuilts! 


Molloy like other production-line engine re- 
builders, uses Muskegon Piston Rings in their 
the engine builders’ 
source since 1921, has developed the world’s 
finest rings ... and, now... the sensational 
new, exclusive “Unitized” oil control ring. 
“Unitized’’ means the segments are bonded 
together to handle like a one-piece ring, 
later separating in service. It means easier, 
faster and always correct installation. Muske- 
gon Rings control the oil better for longer 
engine life, greater efficiency. So, always 
insist on Piston Rings by Muskegon—where 


engines. Muskegon, 


only the best will dol 







Patent No. 
2,140,710 


- See how a leading rebuilder, 


MOLLOY ENGINES, INC., Marysville, Michigan, 
thoroughly remanufactures car engines 


It makes good sense and good business to install remanufac- 


tured engines instead of overhauling the old ones. You save 


valuable time—rebuilt installations are usually one day jobs. 
You save work—no muss, no fuss... just take out the old en- 
gine and put in a ready-to-go rebuilt. You make more money 
for the time and labor expended ...and you satisfy more 
customers with better, faster service, too! 


Today’s remanufactured engines fully restore “top” perform- 
ance. Take Molloy Engines, for example. Heads and blocks 
are thoroughly cleaned in an agitator-type tank with boiling 
caustics at over 200° F. for two hours... 
nates all lime deposits and scale from the circulating system 
and permits proper dissipation of heat from the cylinder walls 
into the water jacket. In ordinary overhauls this thorough 
cleaning is impossible, and the most frequent reason for quick 


twice! This elimi- 


ring failure. 


And for proof of their quality, Molloy Engines are guaran- 
teed 8,000 miles or six months! It pays to install remanufac- 
tured engines to protect your profits, assure job satisfaction. 


Cimce 1921... The engine builders’ source ! 


nara each, 


| 
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Asks Truckers, State to Work for Better High ways... 





Editor Urges Ohio Road Peace 


By Sanford Markey 
Staff Correspondent 
CLEVELAND.—tTruck and auto- 
motive interests were urged to put 
aside their “personal, high-emo- | 


| America. Truck transportation, he 


said can go where other transpor- 
tation cannot go, and trucking will 
be depended upon “in a dispro- 
portionately greater measure than 


tional” feeling to work for a better others to help build the America 


highway program for Ohio and a 
better understanding by the public 
of the trucking industry. 

The appeal was made by Louis B. 
Seltzer, editor of the Cleveland 
Press, in an address last week here 
before 800 members of the Ohio 
Highway Users Conference. 

He told members from some 
two dozen highway users associa- 
tions that there is complete agree- 
ment among all, that the only 
way to obtain adequate roads is 
to raise the necessary money by 
taxing highway users. But, he 
added, “the problem is how to 
get this money through taxation 
and what share the different 
kinds of highway users are to 

” 


pay. 

“Tt is a fact,” he added, “which 
cannot in fairness be ignored, that 
taxes paid by 12,600 buses and 
359,000 trucks in Ohio have in- 
creased continuously during the 
past seven years to the present 
high level,” and he went on to say 
that car users are paying the same 
tax, “so far as license fee is con- 
cerned, as they were in 1947, and 
it is also a fact that the Ohio 
license fee is much less than in” 
most states in the country.” 

He maintained that “trucking is 
here to stay,” but pointed out 
“the public does not understand 
your business. You haven’t done 
as much to make it understand as 
you should.” 

Seltzer said the public 





“thinks of 


trucks as trucks—all in one big 
target for their emotional outlets.” 
He described the growth of the 
trucking industry as an integral 
development in the 
. 


growth of 





at Highway Parley— 


Participating in a Highway Transporta- 
ation luncheon of the Ohio Highway Users 
Conference in Cleveland are (seated from 
left), Lovis B. Seltzer, editor of the Cleve- 
land Press, and Mayor Anthony Cele- 
brezze. Standing: Robert F. Black, presi- 
dent of White Motor Co. and Prof. Law- 
rence H. Archer, chairman of the Ohio 
Highway Users Conference. 


of the future.” 

He told his audience to imagine 
the complete collapse of our way 
of life, if for 96 hours, all cars 
and buses would come to a halt. 

Seltzer asked for a “new look” by 
truckers in helping to finance 
Ohio’s highways which he tagged 
as being in “deplorable shape — 
conceded to be among the worst 
in the nation.” 

He said such a new look is go- 
ing to “take good common sense on 
your part, it’s going to take aband- 
onment of some of the recrimina- 
tory things you as well as others 
have been doing, it’s going to take 
some extra political courage on the 
part of State officials, not excluding 
the governor and Legislature, to 
create the environment of equity 
and fairness to get at the factual 
and proper thing to do in this con- 
fused problem.” 

Seltzer referred to the axle-mile 


Canadian Dealers 
Expect Sales Hike 
Despite Uncut Tax 


OTTAWA.—While unhappy about 
the Government’s refusal to cut the 
15 percent excise on cars, dealers 
here expect sales to increase since 
many prospects put off buying a 
car while waiting to see what 
action the lawmakers would take. 

One dealer said: 

“There’s not likely to be any 
effects from continuing present 
taxes on cars and parts, because 
we've heard of no customers 
threatening to cancel sales solely if 
the tax is continued.” 

Many dealers insist that the 15 
percent excise is a discriminatory 
tax because a car no longer is a 
luxury. 

Dealers do not expect much ben- 
efit from the 5 percent cut in excise 
tax on tires and tubes, pointing out 
that the difference is not enough to 
affect sales one way or another, 
even if the full impact of the cut 
should be passed on to the con- 
sumer. 

There has been a slight spurt in 
such sales since the cut was an- 
nounced, but dealers point out that 
many motorists had held out buy- 
ing lately while waiting for tax 
changes. 


Adventure Spirit 


2 British Sports bs. Fans 


Tour U. S. in 19 Days 


NEW YORK.—Believing that the 
“age of adventure is not dead,” two 
Englishmen, Frank Oxley and Tre- 
vor Sutton, left here Apr. 6 on a 
cross-country trip in a British Tri- 
umph T.R.2 sports car. 

Planning only on 49 stops during 
the 13,500-mile trip, the two plan 
to return here by Apr. 25. 

Oxley and Sutton thus hope to 
set a new international long-dis- 
tance motoring record. 








tax which went into effect last 


Oct. 1, and is being bitterly 
fought by truck owners and oper- 
ators as a “third structure” levy 


Current 


The following advertised - delivered 
Prices include the retail list price sug- 
gested by the factory, provision for 
Federal taxes, and suggested delivery 
and handling charges, They do not cover 
trans costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 

BUICK — Special—4-dr. sed., $2,265.32; 
2-dr., sed., $2,206.88; Riviera, $2,305.43; 
conv., $2,563.17; stat. wag., $3,163. Cen- 
tury—4-dr., sed., $2,520.17; Riviera, $2,- 
533.56; conv., $2,963; stat. wag., $3,470. 
Super—4-dr., sed., $2,711.17; Riviera, $2,- 
625.56; conv., $2,963.59. Roadmaster—4-dr. 
sed., $3,269.36; Riviera, $3,373.05; conv., 
$3,520.56; Skylark conv., $4,483. «Dyna- 
flow standard on Roadmaster, optional at 
$192.50 on all other models.) 

CADILLAC—Series 62—4-dr. sed., $3,- 
932.70; cl. cpe., $3,837.77; Coupe de Ville, 
$4,261.01; conv., $4,404.31. Series 60 
Special—4-dr. sed., $4,683.32. Series 75— 
8-pass. sed., $5,874.78; lim., $6,090.17. 
Eldorado — conv., $5,738. (Hydra-Matie 
standard on all models.) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,€80; 2-dr. sed., $1,623; utility sed., $1,- 
539; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-dr. sed., $1,717; 
cl. cpe., $1,782; 6-pass. stat. wag., $2,133. 
Bel Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523. 
(Powerglide standard on Corvette, optional 
at $178.35 on all other models.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,- 
540.50; Newport, $2,830.75; conv., §$3,- 
045.75; stat. wag., $3,321. New Yorker— 
4-dr. sed., $3.228. 75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3,503; stat. wag., 
$4. 024. 25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. epe., $3,406.25; Newport, §3,- 
707.25; conv., $3,938.25. Custom Imperial— 
4-dr. sed. $4, 259.50; lim., $4,797; New- 
port, $4,560.25. Crown Impe erial — 8-pass. 
sed., $6,921.50; lim., $7,083.75. (PowerFlite 
standard on all eight-cylinder models, op- 
ticnel at $189 on Windsor Deluxe.) 

DeSOTO — Powermaster Six—4-dr. 
$2,385.75 (8-pass., $3.281); cl. cpe., $2,- 
364; stat. wag., $3,107.75; Fire Dome v-8 
—4-dr. sed., $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; on ak $2,922.50; 
conv., $3,144.25; stat. $3,381. 
(PowerFlite optional at $189 on oval models.) 

DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. epe., $1.983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2,136; = 
cpe., $2.109; 2-dr. stat. wag., $2,228. 
4-dr. 2-seat stat. wag., $2.710.25: a 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. epe., $2.223; spt. 
cpe., $2,380.25; eonv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag.. §2.- 
960.25; 4-dr. 3-seat stat. wag., $3.031.25. 
Royal V-8—4-dr. sed., $2,372.75; ci. cpe., 
$2,349; spt. cpe., $2,508; conv., $2.632. 





sed., 


percent more for using the high- 
ways. 

Users of trucks feel this is an 
unreasonable burden, while the 
State claims trucks must be so 
taxed if they are to pay their 
proper share. 

Seltzer told the truckers, 
'are pioneers in a new and modern 


Ere ee 
| 


Prices on N 


(Fluid Drive optional at $20.40 on 
Meadowbrook Six and Coronet Six sedans 
and club coupes. PowerFlite optional at 
$189 on all models.) 

FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; Oustomiine Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl, cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six— 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
Hiner, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatie optional on all models 
at $184.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six—2-dr. sed., 
$1,566.18. 

HUDSON—Jet—4-dr., sed., $1,858; 2-dr. 
sed., $1,621; 2-dr. utility, $1,836.75. Super 
Jet — 4-dr. sed., $1,954; 2-dr. sed., $1,- 
932.75. Jet-Liner — 4-dr. sed., $2,056.60; 
2-dr. sedan, $2,045.85. Wasp—4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
256.11. Super Wasp—4-dr. sed., $2,465.84; 
2-dr. sed., $2,413.28; cl. cpe., $2,465.84; 
Hollywood, $2,704; conv., $3,004.20. Hornet 
Special—4-dr. sed., $2,619; 2-dr. sed., $2,- 
570.60; cl. cpe., $2,619. Hornet—4-dr. sed., 
$2,768.86; cl. cpe., $2,741.99; Hollywood, 
$2,987.75; conv., $3,287.70. (Hydra-Matic 
optional at $178.03 on all models in Jet 


category. Borg-Warner automatic trans- 
mission optional at $178.03 on all other 
models. ) 


KAISER — Special—4-dr. sed., $2,389; 
2-dr. sed., $2,334. Manhattan—4-dr. sed., 
$2,670; 2-dr. red., $2,617. Darrin 161— 
Conv., $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 

LINCOLN—Lincoin—4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4-dr. sed., 
$3.726; hardtop, $3,884; conv., $4,045.50. 
(Hydra-Matie standard on all modeis.) 

MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2.330. Monterey — 4-dr. sedan., $2,347.50; 
hardtop, $2.466.50; Sun Valley, $2,596.50; 


conv., $2,624.50; stat. wag., $2,791. 
(Mere-0-Matic optional at $189. 77 on all 
models. ) 


NASH—Metropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe—2-dr. sed. ,$1,- 
550. Rambler Super—4-dr. sed., $1,795: 2- 
dr. sed., $1.700; hardtop, $1,800; Suburban. 
$1,800. Rambler Custom—4-dr. sed., $1,965; 
hardtop, $1.950; conv., $1.980; 2-dr., stat. 
wag., $1,950; 4-dr. stat. wag., $2,050. 
Statesman Super—4-dr. sed., $2,158; 2-dr. 
sed., §2.110. Statesman Custom — 4-dr. 
sed., $2,332; hardtop, $2,423. Ambassador 
Super—4-dr. sed., $2.417; 2-dr. sed., $2,- 
365. Ambassador Custom—4-dr. sed., $2,- 
600; hardtop, $2,735. (Hydra-Matiec optional 
at $178.85 on all models except Metro- 
politans.) 

OLDSMOBILE — Series 88 — 4-dr. sed.. 





“You | 


form of transportation. In the coun- 
try’s past these problems hae 
arisen. They have always ben 
settled eventually, in the cain, 
reasoned, and enlightened atmcs- 
phere of facts and equities.” 


He urged that truckers follcew 
that pattern to bring to the pub ic 
|their side of the story in trars- 
portation and the need for trucs 
on the highways. 


ew Cars 


$2,337.09; 2-dr. sed., a Holiday, 
2 Super 88—4- dr, » $2,476.71; 2- 

dr. sed., $2,410.25; Holiday, $2,688.39; 
conv., $2,867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84. (Hydra- 
Matic optional at $178.35 on all models.) 

PACKARD—Clipper Special—2-dr. sed., 
$2,544. Clipper Deluxe—4-dr. sed., $2.695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 
Clipper Super — 4-dr. sed., $2,815; 2-dr. 
sed., $2,765; Panama hardtop, $3,125. 
Packard — Cavalier 4-dr. sed., $3,344; 
Patrician 4-dr. sed., $3,890; Pacific hard- 
top, one conv., . $8,935; Caribbean conv., 
$6,100; 8-pass. sed. $5,610; lim., $5,960. 
(Ultramatic standard in Patrician, Pacific, 
convertible and Caribbean; optional at $199 
on other models. ) 

PLYMOUTH—Plaza—4-dr. sed., $1,765, 
cl, sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 
872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cre. $2,064; conv., $2, — stat. wag., 
$2,207.25. Belvedere—4- ‘ar. » $1,953.25; 
spt. epe., ” $2,145; conv., 52,901; " stat. wag., 
$2,288. (Hy-Drive optional at $145.80 on 
all models. PowerFlite at $189.) 

PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Chieftain 6 Deluxe — 4-dr. sed., $2,- 
. sed., $2,072.28; 2-seat stat. 

Chie: 8 Special — 4-dr. 
sed., $2,101. 62; 2-dr. sed., $2,043.45; 2- 
seat stat. wag., $2,439; 3-seat stat. wag., 
o Chieftain 8 Deluxe — 4-dr. sed., 
a sed., $2,148.32; 2-seat stat. 

’ Chiet 8—Deluxe 4-dr. 
$2, 301; Custom 4-dr. sed., 
conv., $2, 630. Catalinas—Chieftain 6 De- 
luxe, $2,316.30; Chieftain 6 Custom, §2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star Chief 8 
Custom, $2,557. (Hydra-Matic optional at 
$178.35 on all modeis.) 

STUDEBAKER — Champion Custom — 
4-dvy, sed., $1,801.11; 2-dr. sed., $1,755.07. 
Champion’ Deluxe — 4-dr. sed., ; 918.18; 
2-dr. sed., $1,875.18; 5-pass. cpe., $1, 
971.93; stat. wag., $2,187.23. Champion 
Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33. Com- 
mander Deluxe — 4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., §2,- 
232.88; stat. wag., $2,447.88. Commander 
Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2.340.98; hardtop, $2.592.23; stat. wag., 
$2,555.98. Regal Land Cruiser—4-dr. sed., 
$2,438.28 and $2,533.28. (Automatic Drive 
optional at $216 on Champion, $226.50 on 
Commander. ) 

WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 
sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
023; 2-dr. sed., $1,947. Eagle—Hardtop, 
$2.167: Deluxe hardtop. $2.222; Custom 
hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.09. (Hydra-Matic optional at 
$178.55 on all models except Larks.) 
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New Commercial Car Registrations, 
Four States for March, 1954-1953 


Truck registrations by states are 
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New Passenger Car Registrations, Eight States for March, 1954-1953 
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(Continued from Page 24) 


major Minnesota accident-preven- 
tion activities. 

in the labor relations field, 
while a so-called “right-to-work” 
bili outlawing the closed shop 
and other forms of compulsory 
unionism, was on its way to final 
enactment in South Carolina, a 
measure strengthening a similar 
existing Virginia statute received 
final approval. A new “right-to- 
work” law was enacted earlier in 
Mississippi. 


A bill enacted in New York au-| 


thorizes the State Insurance De- 
partment to examine the books and 


records of union and employe wel- | 


fare funds. Also passed in New 
York was a bill declaring it to be 
State policy that employers and 


unions involved in a dispute threat- | 


ening to curtail the distribution or 
production of goods should volun- 
tarily submit the dispute to the 
State Mediation Board. 

Rejected in New York was a bill 
that would have authorized the 
State industrial commissioner to 
order a 30-day “cooling off” period 
in strikes affecting the public wel- 
fare. ec oP 


Debt Limit Evaded 

ree lawmakers approved 
an enabling act to permit rev- 

enue bond financing of primary 


state highway improvements. De- | 
signed to circumvent a constitu- | 
tional debt limit of $500,000 by in- | 


directly permitting borrowing for 
road construction, the measure pro- 
vides for creation of the Kentucky 
Highway Authority, empowered to 
issue revenue bonds for construc- 


tion and improvement of roads for | 


lease to the State Highway Depart- 
ment. 

Under the Kentucky plan, the 
highway department will turn 
over to the authority the roads to 
be improved. The improved roads 
will be leased back to the State 
for sufficient rentals to retire the 
bonds. Rentals will be paid from 


an earmarked portion of the | 


State seven-cent gasoline tax. Af- 
ter payment of the debt, the 
roads will revert to the State. 

In acting on highway financing 
measures, the New York Legisla- 
ture: Enacted a bill removing a 
$500 million ceiling on the borrow- 
ing power of the State Thruway Au- 
thority; gave initial passage to al- 
ternate constitutional amendments 
providing for $500 million or $750 
million in State highway bonds (to 
be accompanied later by a gasoline 
tax boost); empowered the Thru- 
way Authority to proceed with land 
acquisition for an expressway on 
Long Island from New York City 
to Riverhead; authorized prelimi- 
nary studies for expressways be- 
tween Albany and Canada; ap- 
proved construction of a thruway 
spur between Suffern and the New 
Jersey state line, and extended the 
life of a commission studying high- 
way needs and financing. 

Continuing toll-road developments 
included the selection by interested 
states of the New York investment 
banking firm of Smith, Barney & 
Co. to conduct a study of the possi- 
bilities of financing a $1.5 billion 
chain of toll expressways from Chi- 
cago to Miami through Indiana, 
Kentucky, Tennessee, Georgia and 
Florida. 


* x * 


Toll-Road Studies Continue 


THE Arkansas Highway Commis- 
sion authorized retention of an 
engineering firm to conduct a feasi- 
bility study of a possible toll road 
between Little Rock and Memphis. 
After receiving preliminary reports 
from engineers that a 234-mile toll 
superhighway could be feasibly 





Mechanics’ Safety Guide 
Published by Cadillac 


DETROIT. — To help its branch 
servicemen work more safely, Cadil- 
lac has published a 16-page safety 
guide. 

The booklet covers the use of 


Safety glasses, safety shoes, tools! 
and equipment, good housekeeping, | 
lifting, speed of cars in the shop, | 


working under cars, storage and 


use of gasoline, ventilation when | 


engines are running, use of hoists 
and the avoidance of pinch points. 


Legislative Roundup 





M. Leech has expressed doubt that 
his state has a traffic situation 
which would justify a toll highway. 
Gov. Walter Kohler of Wisconsin 
has suggested the possibility of a 
35-mile toll road from Milwaukee 
|to the Illinois line. 





* 4 * 


constructed from Kansas City to Fair-Trade Tas Killed 


| the Oklahoma state line at a cost ’ 
|of $140 million, the Kansas Turn- JPAIR-TRADE laws, permitting 
manufacturers to establish mini- 


|pike Authority decided that the ¢ f 
| studies thus far justified the draft-|™mum resale prices for their prod- 
ing of a final report for use in| ucts through contracts which be- 
issuing revenue bonds to finance | come binding upon all retailers in 
'the project. | a state if signed by a single retail- 
An bli | er, have been ruled unconstitutional 
degen cad 6 SS a > by recent decisions by the Florida 
cross-state toll highway was in- | ee nns and by a lower 
* | court in Nebraska. Constitutionality 

crosnesd in Siaueee VRGUND | os the Indiana Fair Trade Act, 


a saheatin ts tain aie po oa | meanwhile, was upheld by a Fed- 
Richmond - Petersburg toll road, 
authorized construction of a 75- 
mile toll road in southwest Vir- 
ginia to link with turnpikes in 
West Virginia and North Caro- | 
lina and permit construction of | 
intrastate toll roads, 

Florida’s Turnpike Authority 
hopes to start letting construction 
contracts by July 1 for its project- 
|ed toll highway to run about 110 
| miles northward from Miami. Ten- | 


chain of controversy over such 
laws, which are on the statute 
books of 45 states. 


New Jersey’s law restricting 
the size and placement of gaso- 
line price signs was ruled uncon- 
stitutional by State Superior 
aoa Judge C. Thomas Schet- 
tino, 











eral District Court judge. The de-| zone 100 and 50-Car Club to 


cisions mark new steps in the long | victor gE. Broden is president of the club; G. P. Deering, vice-president; Arne N. Olson, 
secretary, and M. H. Rohrer, treasurer. 





Chevrolet Car Club Holds Banquet— 


A special meeting and banquet was held by the members of the Minneapolis 


Present the new star salesmen with diamond pins. 





| Stitutional a 1951 law limiting the display price signs anywhere ex- 
|size of gasoline price signs. The| cept on fuel pumps. 

Rhode Island Supreme Court, how- 
ever, upheld a law requiring all 
| price signs to carry both the base|/in Maryland of a law placing a 
| price of gasoline and the amount 
of tax on a gallon, but invalidated 
Earlier this year the Pennsyl-j|a portion of the same law which 
|nessee Highway Commissioner W./| vania Supreme Court ruled uncon-'! forbid filling station operators to 


Other developments affecting 
marketing included the enactment 


ceiling on financing charges in in- 
stallment sales of automobiles. 

A measure of similar intent, how- 
ever, was rejected in Kentucky. 
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STANDARD 
errs @ You'll save time—you'll save money 
—by concentrating your parts pur- 
chases with your nearby NAPA Job- 


ber. Because he is part of the industry’s 


a; OMS OF 


most highly organized and most com- 
UE Ae prehensive pafts distributing system, 
he is able to give you an extra- 
ordinary service. Your NAPA Jobber 
is a good man to know—and the 


better you know him, the more it 


WAMIA/ 


will profit you. 





at your call— 


ationally Advertised 
= Brands of 
Genuine Quality — 


© from one completely 
cooperative and 
> time-tried source 









National Automotive Parts Association, Detroit, 
in behalf of the thousands of independent 


JOBBERS 


who supply the automotive repair trade from 
coast-to-coast with these*—and many other— 
nationally advertised brands of quality auto- 
motive parts and supplies. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Houston 

Used-car sales of 1949-54 models 
in Houston totaled 5,811 in March, 
compared with 4,656 in February. 

Of the March total, 4,191 were 
sold by dealers and 1,620 were 
sold by individuals. 

Used-trucks sales of 1949-54 mod- 
els were 972 in March and 559 in 
February. Dealers sold 567 of the 
trucks and individuals sold 405.— 
(Ruby Fenoglio.) 


Birmingham, Ala. 

Sales of new cars in Birmingham 
showed a 33 percent increase in 
March, totaling 1,559, compared 
with 1,169 for the previous month. 

Used cars also showed a de- 
cided improvement and prices 
were somewhat higher. 

New-car sales by makes were: 
Chevrolet, 556; Ford, 375; Buick, 
156; Oldsmobile, 111; Pontiac, 84; 
Mercury, 65; Plymouth, 59; Dodge, 


Cadillac, 23; Packard, 11; DeSoto, 
8; Lincoln, 5; Nash, 4; Hudson, 3; 
Willys, 2, and miscellaneous, 5.— 
(Stuart Riddle.) 


* * * 


Columbia, Mo. 


A spring surge of moderate pro- 
portions has cheered most dealers 
here, and bootlegging appears to be 
no problem. 

Both lookers and buyers are in- 
creasing, dealers say, although 
deals are sometimes hard to com- 
plete because of the buyer’s un- 
realistic attitude as to the worth 
of his tradein. 

There have been a few reposses- 
sions—mostly substandard deals.— 
(L. H. Houck.) 

+ 


* * 


Louisville 
March new-car sales in Louisville 
totaled 1,685 units, compared with 
1,427 for March, 1953. 
For the first quarter of 1954, new- 


37; Studebaker, 28; Chrysler, 27;!car sales totaled 4,286, an 11 per- 


units sold in the same period of 
last year. 

Ford led the procession with 
534 units in March and 1,361 for 
the quarter. Chevrolet sold 529 
cars in March and 1,340 in the 
quarter. 

Truck sales also were up, the 
March turnover of 209 units bring- 
ing the quarterly total to 626. Last 
year, 249 were sold in March, but 
only 599 were sold in the three- 
month period.—(A. W. Williams.) 

* * * 


Dallas 


A 31 percent increase over Feb- 
ruary was registered in Dallas by 
March new-car sales, which totaled 
3,381. New-truck sales, which totaled 
535, were up 42 percent. 


The breakdown of new-car 
sales showed: Ford, 1,125; Chev- 
rolet, 679; Pontiac, 305; Buick, 
272; Oldsmobile, 245; Mercury, 
216; Plymouth, 159; Cadillac, 84; 


en improvement over the 3,863 





Dodge, 76; Studebaker, 49; Chrys- 
ler, 38; Lincoln, 82; Packard, 24; 
DeSoto, 19; Nash, 18; Willys, 14; 
Hudson, 8; Kaiser, 6, and miscel- 
laneous, 12. 

New-truck sales were: Chevrolet, 
188; Ford, 148; International, 65; 
White, 62; Dodge, 26; GMC, 14; Div- 
co, 13; Mack, 8; Autocar, 5; Reo, 2; 
Diamond T, 1; Kenworth, 1; Stude- 
baker, 1, and Willys, 1. — (Ruby 


Fenoglio.) 
+ 


Pittsburgh 

New-car registrations in the 
Pittsburgh area were the highest 
in five weeks, according to the 
Bureau of Business Research of the 
University of Pittsburgh. 

The general business index ad- 
vanced slightly, reaching 154.4 per- 
cent of the 1935-39 average, com- 
pared with 147.2 for the previous 
week. The index had stood at 168.8 
at the beginning of February. — 
(Leon M. Leffingwell.) 

+ + * 


Tipton and California, Mo. 

These two towns, 12 miles apart, 
have a combined population of less 
than 5,000 but are important agri- 
cultural centers for a wide area in 
central Missouri, 

Despite the worst drouth in 
many years, the 10 dealers in the 


50 YEARS OF SPECIALIZING GIVE DITZLER 
ITS EXCLUSIVE 
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DITZLER RIP-RAP 
OFFERS YOU THESE 
3 GREAT FEATURES 


Unusually high solid content with more 
film-forming materials gives maximum 
filling—fewer coats are needed. 


Unequalled adhesion contributes to 
durability of finish and keeps paint 
jobs looking better longer. 


Superior hold-out assures the uniform 
appearance and maximum lustre of 
finishing coat. 


Available in dark gray, neutral gray, 
red oxide and white. 








ERY DITZLER PRODUCT is the best that more than 
half a century devoted exclusively to the making 






of fine automotive finishes can produce. 


@ Ditzler began by making fine japan colors for carriages. 
These finishes were used on many of the earliest auto- 
mobiles. As these vehicles evolved into the modern 
motorcar, Ditzler contributed to its improvement by 
developing and perfecting more attractive and longer- 
lived finishes. These coatings are now used in varying 
quantities by most of today’s manufacturers of motor 
cars, trucks and buses. This acceptance was earned the 
hard way—by consistently dependable performance. 


@ Today, Ditzler’s complete line includes everything 
needed to make an automotive vehicle look better 
longer. That’s why so many paint shops use Ditzler 
Finishes exclus#¥ely. They know these superior finishes 
do the job more efficiently, more economically and with 


greater satisfaction to the car owner. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 


Detroit a, Michigan 


£r 






i) e.4 


TZLER 





Cc 


area say better prospects for both 

new and used cars are indicated 

Service business has been in the 
doldrums for most of the winter 
and early spring, an unusual situe- 
tion here. 


Collections are somewhat ‘slower 
than three months ago, but repos- 
sessions are virtually unknown, a 
tribute to careful buying and sel'- 
ing.—(L. H. Houck.) 


Oakland, Calif. 


The used-car market in Oakland 
continues strong, although the new- 
car market has turned spotty. 

Some new-car dealers report 
sales are improved, while others 
express disappointment. Generally, 
however, sales are running below 
expectations.—<( Steve Still.) 

+ * 


District of Columbia 

New-car sales in the national 
capital area in March totaled 1,955, 
a 63 percent increase over the 1,197 
sold in February. 

New-truck sales were up 82 per- 
cent, with March sales of 174, and 
February sales of 132. 

Car sales broke down as follows 
in March: Chevrolet, 449; Ford, 413; 
Plymouth, 211; Pontiac, 189; Buick, 
156; Oldsmobile, 123; Mercury, 108; 
Dodge, 73; Chrysler, 57; Cadillac, 
40; DeSoto, 38; Packard, 27; Stude- 
baker, 23; Lincoln, 17; Nash, 10; 
Hudson, 6; Willys, 4; Kaiser, 2; 
Henry J, 1, and miscellaneous, 8. 

+ * * 


Minneapolis 

New-car sales in Hennepin Coun- 
ty (Minneapolis) in March were 37 
percent greater than in February, 
totaling 2,959, compared with 2,158 
in the previous month. 

New-truck sales totaled 272, 
compared with 174 in February, 
an increase of 56 percent, 

New-car sales by make were: 
Chevrolet, 734; Ford, 699; Buick, 
300; Oldsmobile, 263; Mercury, 191; 
Plymouth, 184; Pontiac, 149; Chrys- 
ler, 66; Studebaker, 65; Dodge, 60; 
Cadillac, 55; DeSoto, 47; Packard, 
46; Nash, 35; Lincoln, 28; Hudson, 
14; Kaiser, 8; Willys, 4; Henry J, 1, 
and miscellaneous, 4.—(Donald M. 


Lyons.) 
- * * 


Cincinnati 

New-car sales in Cincinnati 
totaled 3,311 in March, an increase 
of 55 percent over February. Used- 
car sales were up 34 percent, total- 
ing 4,657 units. New-truck sales of 
314 represented a 21 percent gain. 

For the first .quarter of the 
year, 1954 sales of 8,530 new cars 
represented an increase of 13 per- 
cent over the same period of 
1953. 

March sales of new cars were: 
Chevrolet, 996; Ford, 785; Buick, 

287; Oldsmobile, 257; Plymouth, 223; 
Pontiac, 219; Mercury, 176; Nash, 
70; Dodge, 68; Cadillac, 55; Chrys- 
ler, 42; Studebaker, 42; DeSoto, 30; 
Lincoln, 22; Hudson, 14; Packard, 
10; Willys, 6; Kaiser, 2, and miscel- 
laneous, 7. ; 
* x * 
Cleveland 

This year’s biggest used-car sales 
week was chalked up in Cleveland 
for the seven-day period ended 
Apr. 3. 

Used-car sales totaled 1,993, more 
than 200 above the preceding week 
and more than 300 above the same 
week of last year. 

At the same time, new-car 
turnover was firm at 1,723, com- 

pared with 1,627 for the same 
week a year ago and 1,782 for the 
preceding week. 

March new-car sales totaled 7,- 
416, about 300 more than were 
recorded in March, 1953. 

The Federal Reserve Bank, com- 
menting on the market, said: 
“New-automobile sales for the past 
two weeks averaged 13 percent 
over the corresponding year-ago 
period. New-truck sales expanded, 
with the year-to-year gain for the 
past two weeks amounting to 21 
percent.—(Sanford Markey.) 

+ n + 


Montreal 

Used-car dealers in Montreal re- 
port that price declines have halted, 
that sales are on the upside and 
that the outlook is fair. 

Dealers expect that the next few 
weeks will tell the tale. Most expect 
to do at least as much business as 
last year. 

New-car sales were reported sat- 
isfactory. Stocks, they report, are 
not unduly large. — (Jules Laro- 
chelle.) . 
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On Proposal for Auto Trust Probe .. . 


Crumpacker Reports Reaction 


Eprror’s Note: Rep. Shepard J. 
Crumpacker jr., Indiana Repub- 
lican who introduced the House 
resolution calling for a Federal 
Government investigation of com- 
petitive practices in the auto in- 
dustry, last week reported a gen- 
erally favorable public reaction. 

Under an extension of remarks 
granted him, Crumpacker select- 
ed several comments—which he 
said were taken at random—for 
reproduction in the Congressional 
Record. Here are some samples: 

* * * 


M Deacer iN Fort WortHo—“The 

automobile industry is in one 
helluva mess, and this condition 
has resulted in the Fascist attitude 
of certain manufacturers who 
changed their former allotments to 
quotas for the dealers, regardless 
of the (local) demand. 


“These manufacturers were work- 
ing overtime to overproduce, and 
were forcing this overproduction 
down the throats of the dealers. 
The result is that many dealers 
are still trying to sell 1953 models, 
although 1954 models were intro- 
duced as far back as last October. 


“The dealers’ new-car stocks 
are bulging, their used-car lots 
are overflowing and sales are 
slow. These people need a breath- 
ing spell of from three to four 
months to clean up this mess; 
and they can’t do this and still 
keep the production lines busy at 
the factories.” 

DeaLterR IN Cuicaco—“I congratu- 
late you for exposing how General 
Motors and Ford are driving other 
producers out of the business.” 


DeaLeR IN MANKATO, MiInN.—“My 
33 years as an automobile dealer 
gives some basis for the following 
observations. You are dealing with 
pretty big potatoes who never, never 
admit of any wrong, and you de- 
serve a lot of credit and if possible 
all the help you can get. 

“The retailing end of this busi- 
ness was bankrupt prior to World 
War II, because this tremendous 
business was controlled by hired 
men who with its tremendous eco- 
nomic power run it for the benefit 
of many stockholders who want 
their dividends but chisel the retail 
dealer to death when they buy the 
product their factory turns out. 

“We retailers are on the road to 
bankruptcy again.” 

* * * 
Don FARRANT, past president, 
Grand Rapids (Mich.) Used Car 


Hudsons Triumph 
In 9 of 10 Races 


Held This Year 


DETROIT.—Hudsons now have 
won nine of the 10 races staged 
this year by AAA and NASCAR. 

Hornets swept the first three 
positions in a 100-mile race run 
last week at North Wilkesboro, 
N.C., by the National Assn. for 
Stock Car Auto Racing. 

The week before, Hudson drivers 
achieved a triple triumph when on 
a single day they won major 
NASCAR and American Automo- 
bile Assn. races at Phoenix; Savan- 
nah, Ga., and Oakland, Calif. 

In the North Wilkesboro race, 
Dick Rathman won his second 
Grand National event of the year. 
He was followed by Herb Thomas 
and Joe Eubanks. The three Hud- 
sons were the only cars in the final 
lap at the finish. 

Marshall Teague won the 100-| 


mile AAA event at Phoenix; Dick | 


Rathman took top honors in the 
137-mile NASCAR race at Oakland, 
and Al Keller captured the 100-mile 
NASCAR event at Savannah. 





Railway Express Gives 


Large Order to Mack 


NEW YORK.—Railway Express, 
Inc., Akron, has placed a $1,750,000 
tractor order with Mack Motor 
Truck Corp., it has been an- 
nounced by G. Ewell, Mack 
vice-president. 

After a series of road tests, the | 
Order was placed for the Mack 





Model H61T cab - over - engine 
tractors powered with the Mack 
End673 Thermodyne diesel engine. 


Dealers Assn.— Overproduction of 
new cars wrecking the new and 
used-car industry and causing much 
unemployment.” 

George J. Burger, vice-presi- 
dent, National Federation of In- 
dependent Business — “We... 
have been pressing for a decade 
or more both with the Depart- 
ment of Justice and Federal 
Trade to explore the monopolistic 
actions of not alone the big mo- 
torcar manufacturers but also the 
four major rubber companies. . .” 

Summnrr (N. J.) BusingssMAN—... 
“It is my understanding General 
Motors spends more money in ad- 
vertising in a normal year than is 
earned by all the independents com- 
bined.” 

* * + 
USINESSMAN IN HOPKINS, MINN.— 
“IT am glad to see that someone 
has the gumption to get up and 
face the facts of life in the automo- 
tive industry. The way matters now 
stand it won’t be long before it 


CURL e 
sy 8313 


will be just GM and Ford, and that 
is very bad for our economy... 
Ford is a huge feudal dynasty — 
which is an absolute authority unto 
itself.” 

Dgater IN TRENTON, N.J. — “The 
denials of overproduction and op- 
timistic statements being issued by 
the top executives of General 
Motors and Ford Motor Co. are 
very shallow propaganda efforts in- 
deed when measured against the 
facts existing all across the coun- 
try; such as, numerous of their 
dealers still trying to unload a left- 
over supply of 1953 models which 
they could not sell at their cost 
price. In addition, since the 1954 
models have come out, dealers are 
discounting them all the way from 
10 percent to their entire gross 
profit of 24 percent. 

“In every city and town there is 
an abundance of visual evidence 
regarding the overproduction of 
both General Motors and Ford lines 
in the great number of lots loaded 
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BIGGEST SALES IN YEARS! 





New Dodge Dealer— 


Sidney Warren (left), president of War- 
ren Motors, Inc. (Dodge-Plymouth), Middle- 
town, N.Y., takes over the keys from Ed- 
ward B. Thayer, treasurer of George D. 
Thayer, Inc., which formerly handled the 
makes. Warren had been a Willys dealer 
since 1936. 


with cars. Many of these new auto- 
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the automobile business and feel 
that the present situation is the 
most difficult with which a dealer 
has ever been confronted. 

“Our capital, despite our best ef- 
forts, is being dissipated month by 
month and there seems to be very 
little to do about it except to go 
out of business and conserve as 
much as possible.” 

* * * 
EALER 1n Dearsorn—“One Ford 
dealer has 400 cars in stock, 
one Buick dealer, 200. Myself and 
43 friends back you and demand 
investigation.” 


Car SALESMAN IN GRAND Raps, 
Micu.—“ . . . Why if no coercion is 
being used are Chevrolet dealers in 
Grand Rapids stocking over 100 
cars apiece for total sales in one 
week of only 18 cars? .. .” 

Ohio Chevrolet Dealer—“ .. . 
Have been concerned for retail 
dealers’ future welfare in battle 
of giants. Further action by you 
- » « Will certainly be applauded 
by retail dealers throughout the 
nation.” 

BUSINESSMAN IN Fint — “At the 


mobiles are in the hands of s0-| present rate, GM should kill off all 


called bootleggers ... 


competition in a few years. The 


“My interest in this matter is| remedy for this is in the hands of 


that I have spent 39 years, the en- 
tire working period of my life, in 


| 


Congress . . . You will have to 
hurry. It is later than you think.” 


THE NEW CASCO 


bh-Cuwdl 


AUTOMATIC LIGHTER 


Casco, always the world’s finest quality lighter, is now 
the world’s safest lighter too. You just push it in; click, 
and it's ready in a fraction of the time other lighters 
take. The ingenious telescoping sleeve automatically 
extends when you remove the lighter from the dash- 
board receptacle catching sparks and ashes that may 
frequently fall when you are lighting up. 

It’s truly the lighter to make big replacement sales 


for you! 





SELF-SELLING 


DISPLAY 


CARD NO. L42D ... with 


6 Pop-Out Units 


LIGHTERS TO 


THE NEW DELUXE 


casco Luminiltid 


SAFE-GLO ASH GUARD LIGHTER 


Here’s the ultimate in car lighter convenience and 
safety. The ingenious Ash-Guard lighter keeps hot ashes 
and sparks off your lap protecting clothing; and the 
special illuminated features help keep the driver's eyes 
on the road, and prevent marred and scratched dash- 
boards as well. 
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HIGH-POWER 
COUNTER 
MERCHANDISER 


NO. L40D ... with 6 
Complete Safe-Glo Lighters 


PRODUCTS CORP., BRIDGEPORT, CONN. 


FOR THE NEW AND UNUSUAL IN AUTOMOTIVE ACCESSORIES 
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Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 


FOR THE FIRST TIME, WE ARE @FFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN ALL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RISK 
Money back if not completely satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 


Please send me the fol NEW MANUALS: 


= = $2.00 


each 
postpaid 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 


NEW aes 


PORTABLE LUBRICATOR 


Air Primed ...No Compressor Needed 


% Ideal Portable Unit—for everyday or auxiliary use . . . indoors, 
outdoors, anywhere! 


%e One He :] Operation ... has handy carrying strap! 

%& Holds = ibs. grease 

%& Powerful . . . Pressure to crack any fitting! 

%& Light weight... only 15 Ibs. full! 

% Visual grease level indicator 

%& Easy to Fill. . . by hand or with gun filler unit. 

% Volume control nozzle . . . full swiveling . . . with pressure 
booster feature 


%e One year guarantee 


See your ARO Jobber 
THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


Aro Equipment of Canada, Ltd., Toronto 1, Canada 


® 
LUBE EQUIPMENT 
Alse ... AIR TOOLS .. . AIRCRAFT PRODUCTS 


. . - GREASE FITTINGS 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

William J. Bird, general sales 
manager for Plymouth, has an- 
nounced the appointment of three 

men to key adver- 
tising positions. 
Appointed na- 
tional advertising 
manager for the 
division was 
Bruce E. Miller, 
who formerly was 
cooperative ad- 
vertising manager 
for Hudson. He 
also has served as 
= an automotive 
B. E. Miller field representa- 
tive, dealer publication editor and 
industrial editor. 

J. G. Brien, formerly an execu- 
tive assistant in the Plymouth ad- 
vertising department, was appointed 
dealer cooperative advertising man- 
ager. 

In his new position, Brien will 
coordinate the joint dealer-fac- 
tory advertising campaign begun 
in January and involving the na- 
tionwide planning and scheduling 
of advertising on the local level. | 

Prior to joining Plymouth last | 
year, Brien was treasurer of a steel 
fabricating company and district | 





| Manager for an automobile financ- 
!ing firm. 


Ray Cunningham was appointed | 
merchandising and sales program | 
manager. In his new position, 
Cunningham will “play a key role | 
in the development of Plymouth’s | 


4. G. Brien 


long-range program to give deal- 
ers increased support in merchan- 
dising,” Bird said. 

Cunningham joined Plymouth in | 
1950, and after serving in both the, 
distribution and sales departments, 
was appointed manager of the 
Grand Rapids (Mich.) district. | 
Later he worked as a salesman and | 
sales manager for automobile deal- | 
ers -in the Grand Rapids district. 
Prior to his new assignment, he was | 
an executive assistant in the adver- 
tising department. 


* * * 


Brand Names Kit 


A kit of special editorial and ad- | 
vertising material pointing up the | 
benefits of brands and brand ad-| 
vertising has been prepared for | 
newspaper tieins with the Apr. 28 | 
Brand Names Day celebration in | 
New York. 


The kits will be distributed to | 
newspapers, radio and _ television | 
| Stations, retailers, advertising clubs | 
and Chambers of Commerce through 
|the cooperation of the National 
| Assn. of Newspaper Executives, Na- 
| tional Newspaper Promotion Assn., 
| National Editorial Assn., major 
| sate and television networks, the 
| Broadcast Advertising Bureau, the 
Canadian Assn. of Broadcasters 
|and the Foundation’s Advisory 
Council. 


i 
* * * | 
| 


Life Appoints Kelley 
Kip Kelley, formerly automotive 
merchandising manager of Life 
| magazine, has been named manager 
|of all hard-goods 
merchandising, 
laccording to 
|Charles Muldaur, 
advertising sales 
promotion direc- 
tor. 


Kelley joined 
Time, Inc., in 1951 
as a_represent- 
ative for Life’s re- 
tail sales promo- 
tion program in 
| Chicago. 

He was made Detroit zone man- 
ager eight months later, and in 
October, 1952, was transferred to 
New York to become automotive 
merchandising manager. 


Kip Kelley 


ADVERTISEMENT 


Me a ae 
"Great" Umbrella Helps Small Lots Too! 
STEVENS BUICK, CONCORD, NORTH CAROLINA Used Car lot 
pictured above is a good example of how a sales minded dealer in a 
small town can make his lot more attractive. No matter where your 
lot is located you will find that the “Great” Umbrella (21 foot spread) 
and “Whirlabout”, the “Great” Umbrella that turns, will help your 
business—attract more attention, more customers and more sales—in 
addition it offers shade and shelter for cars, customers and sales person- 
nel—a pleasant place to close more deals and make more money. Write, 
wire or call today for full color illustrated booklet that gives complete 
information on the “Great” Umbrellas and tells how dealers from coast 
to coast are using them in their sales and advertising programs. Get 
your booklet today! The McFarland Great Umbrella Company, Division 
of McFarland Awning Corporation, 742 S. W. 8th Street, Miami, 
Florida—Phone—2-8153. 


ADVERTISEMENT _ 


AMERICA’S OUTSTANDING. 
RADIO COMMENTATOR 


For your local radio advertising: 
1. NETWORK PRESTIGE 
2. LOCAL TIME COST 


The Fulton Lewis, Jr. news program is a 
co-op. You can buy it for use in one market. 
It carries all the prestige of a network show 
—which it is—without network cost. You pay 
local rate, plus a low pro-rated talent cost. 
Your local announcer cuts in your own com- 
mercial messages—up-to-the-minute, timely, 
acceptable in an emergency up to a few 
hours before air time. 


The program originates—generally—in the 
news capital of the world, Washington, D. C. 
and is piped to 560 stations of the Mutual 
network. While currently sponsored by more 
than 750 local or regional advertisers on 
346 stations, there may be an opening in 
your area. To reach your share of the mil- 
lions in the ready - made 5-nights-a-week 
Fulton Lewis, Jr. audience, check your local 
Mutual outlet—or the Co-operative Program 
Department, Mutual Broadcastin System, 
1440 Broadway, New York City 18, or Trib- 
une Tower, Chicago 11. 
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YOU NAME IT — WE BUILD IT 
There is a HERMAN BODY 
designed for your customers 
specific needs... 
HERMAN REFRIGERATED 
ae Me 


COLDATRE 


Drive-On-The-Road Refrigeration 


SELF REFRIGERATED. a 


RIGHTLOADER 


Plug-In Refrigeration for OVER 


NIGHT LOADING 


R TOM 
QoOQaC 
WY ri 

Refrigerated petal 
Soles ssinsctaccl de AY 


ESALE 


Body For 





HERMAN BODY COMPANY 





ST. LOUIS 10, MO. 


For impact in Buffalo 


"*ZOLOR 


@ Both local and national advertisers 

have repeatedly demonstrated that ROP Color in the 
Courier-Express... either daily or Sunday...is Buffalo’s lowest- 
cost producer of sales. Here’s your key to additional 
impact on the 755,948 people in Buffalo’s ABC 

city zone...and on the entire 8-county Western New York 
market where the spendable income of the 

442,700 families averages $5,667 and 


Used-Car Auctions 





(Continued from Page 44) 


Statesman Super sedan, $590. ‘46 Am- 
bassador sedan, $130. 

OLDSMOBILE—’53 (98) conv., $2,360*. 
"51 (98) Holiday, $1,250*. '50 (88) conv., 
$770. 

PLYMOUTH—'51 Cranbrook sedan, $750, 
$710, $630. ‘50 Special Deluxe sedan, 
$500. '48 Special Deluxe sedan, $330. 

PONTIAC—’52 Chieftain (8) Catalina, $1,- 
510*, $1,460*. ‘51 Chieftain (8) sedan, 
$970, $890. '50 Chieftain (8) conv., $650. 
‘49 Chieftain (8) sedan, $500. 

STUDEBAKER—’'50 Champion sedan, 
$450. ‘47 Champion sedan, $175. 

WILLYS—'48 Jeep station wagon, $400 


FLINT 
(Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of April 7.) 
(Prices were slightly down. Sold 96 
cars out of 136 offerings.) 


BUICK—’53 Riviera 4-dr., 
$1,725; Special 2-dr., 
era 2-dr., $1,410. 
060; Special 2-dr., 
$670; RM 4-dr., 
$135. 


CADILLAC—'51 (62) 4-dr., 2 at $1,750. 


CHEVROLET—'54 Bel Air 4-dr., $1,775. 
"53 Bel Air 4-dr., $1,375, $1,315, $1,- 
280; 2-dr., $1,295, $1,220; (210) 4-dr., 
$1,200. °52 SL Deluxe 4-dr., $855. ‘51 
FL Deluxe 2-dr., $765; SL Deluxe 4-dr., 
$725, $640; 2-dr., $640. '50 SL Deluxe 
4-dr., $525; club coupe, $520. ‘49 SL 
Deluxe 2-dr., $400; SL Special, $375. '48 
SM club sedan, $195. '47 SM 4-dr., $245. 


CHRYSLER—’50 Windsor 4-dr., $525. © 


| DeSOTO—’48 Custom 4-dr., $200. 
DODGE—’50 Coronet 4-dr., $500, $435. '49 





$1,800*; 2-dr., 
$1,635: °52 Rivi- 
’51 Riviera 4-dr., $1,- 
$790. °50 Super 4-dr., 
$665. °'48 RM 4-dr., 











| Wayfarer 2-dr., $280, °48 Deluxe 4-dr., 

| $200, 

| FORD—'53 Custom (8) Victoria, $1,505° 
$1,495; 4-dr., $1,340, $1,145, $1,115 3 


$1,265, $1,150, $1,145, 
$1,070; Custom (6) 2-dr., $1, 060, $1,000; 
Main (6) 4-dr., $1,100, $1,075; 2-dr., 
2 at $1,075. '52 Victoria (8) 2-dr., $1,- 
150; %-ton express, $635. °51 Victoria 
(8) $875, $815; Custom (8) 4-dr., $700, 
$675, $525; 2-dr., $535, $465; Custom 
(6) 2-dr., $380, $205; 4-dr., $315,° '49 
Custom (8) 4-dr., $370, °47 Deluxe 4- 
dr., $145. '46 4-dr., $115. 

HUDSON—’'53 Wasp club coupe, 
*50 club coupe, $275. 

MERCURY—’53 Custom 2-dr., 
Custom club coupe, $1,185. °51 

| $515. 

| NASH—’50 Super Statesman 4-dr., 
"49 (600) 4-dr., $275. 

OLDSMOBILE—’53 (88) 4-dr., $1,800. '52 
(98) 4-dr., $1,500. '47 (76) 2-dr., $135. 

PLYMOUTH—’54 Savoy 4-dr., $1,565. ‘53 
Cranbrook club coupe, $1,500. '51 Cran- 
brook 4-dr., $565. 

PONTIAC—’53 Chieftain (8) Deluxe 2-dr., 
$1,305; 4-dr., $1,540, $1,450. ‘52 Chief- 
tain Deluxe 4-dr., $1,100. '51 Chieftain 
Deluxe 2-dr., $950, $840, $750. '49 Chief- 
tain Deluxe 2-dr., $425. 

STUDEBAKER—’52 Champion 4-dr., $605. 
’51 Commander 4-dr., $600; club coupe, 


at $1,100; 2-dr., 


$1,215. 


$1,175. ‘52 
4-dr., 


$330. 





totals over 2% billion. 
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REPRESENTATIVES ; 
SCOLARO, MEEKER & SCOTT 
Pacific Coast: DOYLE & HAWLEY 
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CARBON SCRAPING 


~ 





| MISCELLANEOUS—’51 


| CADILLAC—’49 


$485. 
Frazer 4-dr., 


$375. 


MERIDIAN, MISS. 


(Tinnin Auto Auction. Sale every Fri- 
day. Prices are for sale of March 30.) 

(Market is up on all cars, from $50 
to $100 per unit. Clean ’46-to-’53 models 
bring top money. Sold 114 cars out of 
166 offerings.) 


BUICK—’51 Super 4-dr., $935. 
2-dr., $550. '46 Super 2-dr., $255. 


(62) 2-dr., $1,105.* 


CHEVROLET—’'54 Bel Air 2-dr., $1,685*; 
4-dr., $1,765; (210) 4-dr., $1,575. ‘53 
Bel Air 2-dr., $1,315; (210) 2-dr., $1,- 
210. '52 SL Deluxe 2-dr., $995. ’51 SL 
Deluxe 4-dr., $730; 2-dr., $690; %-ton 
pickup, $420. '50 SL Deluxe 4-dr., $650. 
‘49 FL Deluxe 4-dr., $535. '48 FM 2-dr., 


$465. 
DODGE—’53 Meadowbrook 4-dr., $1,370. 
FORD—’53 Victoria 2-dr., $1,360. "52 Cus- 
tom (8) 2-dr., $1,225. °51 Custom (8) 
2-dr., $705; 4-dr., $825. '50 Custom (6) 
2-dr., $600. '49 Custom (6) 4-dr., $540. 
’47 Custom (6) 4-dr., $385. ‘46 Deluxe 


50 Super 
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U. S. PAT. No. 2318842* 
New 644 gal. size deep 
catcher” design pail. 


More Potent* 
GUNK HYDRO - SEAL 


“Vapor- 






A WORD OF 






CAUTION *| Faster . . . Terrific penetration . . . new im- 
If j = proved odor. 
it doesn't bear the Gen- 2. Quickly digests and removes carbon gum, paint, 





uine GUNK trademark, it 





lead, makes possible accurate visual inspection 
and "fitting of delicate metering mechanisms, 





may be a partly diluted 








po gli J = tote, orifices, and diesel nozzles . . . without 

. etching. 

ares, on 3. i more than one year .. . due to water 
anket. 






refused. 







4. Works hot or cold Rinses wet or dry. 
5. Patented Double Barrel Performance Guaranteed. 
SOLD BY BETTER JOBBERS EVERYWHERE 


Write for Name of Nearest Stock Jobber 
—Flatly Refuse Substitute Imi 








(6) 2-dr., $315. 
MERCURY—’50 2-dr., $575. 
$285. 
OLDSMOBILE—'49 (98) 4-dr., 
PLYMOUTH—'51 Deluxe 2-dr., 
Deluxe 4-dr., $475. 
PONTIAC—'49 Deluxe 2-dr., $425. 
STUDEBAKER—’'51 Champion 2-dr., 


"49 Champion 4-dr., $370. 
2-dr.. $195 


"46 «2-dr., 


$510. 
$580. ‘49 


$475. 
'46 Champion 


— Auctions in Brief — 
OMAHA 


Cliff Soderberg Auto Auction. Every 
Thursday. (Apr. 8.) Clean cars bringing 
good prices. Sold 71 cars out of 123 

* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction. Every Thurs- 
day. (Apr. 8.) Not much price change. 
Demand continuing good. Sold 123 cars out 


of 172 
* * * 


JESSUP, MD. 

Colie’s Auto Auction. Every Wednesday. 
(Apr. 7.) Market good. weather nice, clean | 
late models in demand. Sold 24 out of 43 

* + * 


DENVER 

Auction (Apr. 4. 5, 6.)) 
fewer new cars offered for 
Sold 244 cars out of 531 


Denver Auto 
Prices steady, 
consignment. 


Barnekow to Maszoni 


Ed Mazzoni has purchased the | 
Hudson business of Chet Barnekow | 
Motors Co., Milwaukee. For several | 
years after 1950, Mazzoni had the | 
Willys distributorship for 62 Wis- | 
consin counties and upper Michi- 
| gan. He also sold used cars. Chester | 
Barnekow, a Hudson dealer for 18 
years, expects to enter the boat 
business. 








>HIONING 


i¢ ARS 


THE EXTRA-COMFORT SEAT CU 


fs 
IN THE NATION’S LEA N¢ 


GEORGE P. HOOPER 





FINANCE INSURANCE 
PLAN 


Dealers who do all or part of their own 
financing can get HIGHER PROFITS | with 
Stuyvesant’s Profit Sharing Plan;’ full 
coverages coast to coast, backed by a 
nationally famous leader in the automo- 
bile finance insurance industry. 


. *except in Ohio 
ASK FOR PROOF § Our nearest field 
man will present all the facts without obligation. 
You still have time to cash in this season if you 
write today. 


THE STUYVESANT INSURANCE COMPANY 


953 Hamilton Street Allentown, Pennsylvania 
“est. 1850 SPECIALIZING IN er FINANCE eewannes 
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JEVERY PROFIT OPPORTUNITY YOURS WITH PENNZOIL 


Cash in on Pennzoil quality by selling the full line of Pennzoil 
products. Coast-to-coast acceptance of Pennzoil motor oil— 
the nation’s fastest-selling premium oil—gives you a ready 
market for all Pennzoil lubricants. . 

You'll stock fewer brands, because you can meet any lubri- 
cation need with a Pennzoil product. You'll have less money 
tied up in inventory, because Pennzoil products sell fast. And 
you'll realize more profit through proved Pennzoil merchan- 
dising programs that develop more customers and keep them 
coming back. 

Get the facts now! Contact your nearest Pennzoil distributor 
or write us for his name. 


THE PENNZOIL COMPANY ove city. Pemnsyivania 












54 
Troost Emphasizes 


Long-Range Profit 


ANN ARBOR, Mich.—Long-range 
profit prospects are as vital to 
DP ive management as today’s 
P outlook, G. W. Troost, comp- 
troller of Chrysler Corp., told the 
fifth annual cost conference at the 
University of Michigan last week. 

The conference was sponsored by 
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the Michigan chapters of the Na- 
tional Assn, of Cost Accountants 
and the University’s school of busi- 
ness administration. 

Troost said “the challenge of 
management is to promote the 
principle of ‘profitability’ in every 
phase of our companies’ opera- 
tions.” 

Profitability, he said, is “the use 


machines, materials and money — | 
as effectively as possible to satisfy 
the needs and wants of its custom- 
ers. This means meeting the needs | 
of the market not only today and 
tomorrow, but over a period of 
years, even decades. 


Charter for Clarksdale 
Clarksdale Ford Co., Inc., Clarks- 


of all the assets of a company —| dale, Miss., has been granted a 
human skills and talents as well as| charter of incorporation. 

















































Another Macton First! 


NI 


LAFAYETTE BLVD. AT FIRST STREET 





The New Paravane Turntable!" | 


Once again Macton sets the quality standard for the industry. The 
sensational new Macton Delux Paravane Turntable has many exclu- 
sive features. The construction is all-welded tubular steel, designed 
for the center of gravity of the modern car. Built-in rotating elec- 
trical outlet for interior car lighting. Special 

wheel pads with a two inch ground clearance $ 00 
makes the turntable almost invisible when in 

use. No special anchorage or foundation re- iad Aelita ee 
quired . . . just plug it in to your nearest ee ee 
electrical outlet. ae he 

*Patent Applied For 





MACTON MACHINERY CO., 
DYKE LANE " 


INC. 
STAMFORD, CONN. 





of Auto Towing 


A Complete NEW Concept 









intial 


THE WHITE MULE TOW-ALL *‘‘50’’ 


WEIGHS ONLY 32 LBS. FINEST TOWBAR ON THE ROAD 


POSITIVE STEERING 
NO SIDE DRAGGING 
GREATER STRENGTH 
GREATER SAFETY 
EASY TO INSTALL 
FITS ALL AUTOMOBILES 


TOTAL PRICE 














$50.00 F.O.B., Marion, Ohio 
, (8% Federal Excise Tax Included) 


The White Mule Tow-All "50" Outperforms Any Other Towbar on the Market 


After two years in the design and perfection stages, White Mule intro- 
duces its Tow-All “50", a completely new light-weight bumper-to-bumper 
towbar, featuring a “fifth wheel” action that improves the automatic 
steering operation. 


Cables attached to the steering rod of the towed auto, steer with a 
preciseness never before achieved in a towbar. All “dragging” of the 
towed car is eliminated. 


The new Tow-All “50" has two towbars working as a team, and is in- 
stalled separately to the two autos and connected with a kingpin. This tow- 
bar will fit any car, and can be installed in a matter of minutes. Certified 
to be in accordance with all 1.C.C. Regulations. For more information, 
write for Bulletin 445. 


Developed by 


THE MARION MANUFACTURING COMPANY 
N. Main St.— Marion, Ohio — Phone 2-7594 
Makers of a Complete Line of White Mule Towing Equipment . 


For 30 years the Towing Equipment Leader in the- Automotive Field 








Merchandising 


Memos to Dealers 





Eprror’s Nore: Below are some 
impressions gained while this 
writer trailed the participating 
cars in the 1954 Economy Runs: 

* * & 


AN EMERGENCY crew was 
winching a truck up the steep 
sides of Donner Summit high in the 
Sierra Nevadas. It had slipped off 
the road in a blizzard. The driver 
was dead. 

An hour later the 20 participat- 
ing cars scores of official 
cars of the 1954 Mobilgas Econ- 
omy Run were due at the sum- 
mit, 

Members of the AAA contest 
board, riding an hour ahead of the 
actual participants, drew up and 
held an emergency session on the 
spot. 

Serious consideration was given 
to holding the cars over for a day 
below the summit, or to turning 
them around and taking an alter- 
nate route. 

Finally, the vote was cast for 
sending the cars over the summit 


on chains. 
ad * * 


| All Come Through 
: A™ of the cars came through 


without a scratch. There was a 
close call or two. The time a Stude- 
baker entry pulled out of the line 
after removing its chains just the 


‘| other side of the pass. 


A car not in the run came bar- 
relling through at 35 miles an 
hour and came within a fraction 
of an inch of putting the Stude- 
baker out of the run. 

The speeding car swerved. A 
driver putting on chains on the 
opposite side of the rode dove under 
his car. 

* * * 
Time Precious 
7 is precious in the run. Min- 
utes saved may makea telling 
difference in the final tallies. 

One driver worked out this 
plan to put the chains on in a 
hurry: He’d turn off the ignition 
switch and throw the keys to his 
relief driver, who would race out 
and unlock the trunk while the 
driver was pulling up the hand 
brake. 

Each would grab a set of chains 
and go to work. But just as they 

laid out the chains, another car 
pulled up behind them and left 


Pittsburgh Plate Glass 


Buys Tilo Glasfloss Unit 


PITTSBURGH.—A contract un- 
der which Pittsburgh Plate Glass 
Co. will purchase the fiber glass 
manufacturing facilities and other 
assets of the Glasfloss division of 
Tilo Roofing Co. Inc., was an- 
nounced last week by Richard B. 
Tucker, executive vice-president of 
Pittsburgh Plate Glass, and R. J. 
Tobin, president of Tilo Roofing. 

Assets of Glasfloss include the 
plant at Hicksville, Long Island, 
machinery and patent rights. 





By Bob Finlay 


them no room to work. Their prac- 
tice time on chains was 2% min- 
utes; actual time 7%. 

7 


Salute to AAA 


ae officials get little praise, 
much criticism for their work 
in the run. They are always telling 
someone “no”; getting in the hair 
of the contestants. 

I always had the idea the “stock” 
cars were practically hand-built by 
the factories, who then led an AAA 
man by the hand to select it. 

Talk to the drivers in the run 
and you soon have that idea 
knocked into a cocked hat. 

The AAA men play it straight 
and impartial. The drivers scream 
to high heaven about the cars 
picked. 

AAA men, headed by A. C. Pills- 
bury, chief steward, deserve high 
praise for resisting pressure and 
keeping the cars stock. 

And while the drivers say AAA 1s 
tough, they admit that all get the 
same treatment. 


To Patchett’s 


RECALL with affection, too, 
Dealer Carpenter, of Patchett’s 
Ford and Mercury, and his fine 
service crew in Newman, Calif. 
who dropped everything and 
worked through the lunch hour to 
get our officials’ car back on the 
road after it burned out a bearing 
on the twisting road down from 


Badger Pass in Yosemite. 
* * + 


DeBell’s Winner 


ND then there was Leonard De- 

Bell, the enterprising auto man 

on the Coast who is so interested 

in the run that he offered to enter 

the entire General Motors line be- 

cause that firm declined to sponsor 
its cars. 

Many have thought that DeBell 
had an anti-GM angle. But those 
who know him say it is just that 
he has a deep interest in the suc- 
cess of the run. 

This year he came through with 
a class winner in the Oldsmobile 88. 
(Wonder if Olds will advertise the 
victory?) 


Many Shows 


ENERAL PETROLEUM put on 

an exciting show at the start of 
the run—huge searchlights cutting 
the sky on Flower St. in Los An- 
geles, batteries of lights moved up 
on trucks for the newsreel men, 
police holding back the crowds. 

But nature put man-made 
shows to shame along the way— 
the breathtaking Bridal Falls in 
Yosemite, the still desert, a bowl 
surrounded by barren mountains, 
topped with gleaming snow and 
ever-changing cloud patterns. 

We got a chill on the desert. 
Having failed to note a compulsory 
gasoline stop in Reno on the in- 
struction sheet, we rode for nearly 
40 miles on a near-empty tank be- 
fore coming to a gasoline station. 

+ ot 


4. 


Chain Stop in Economy Run— 


An hour before these cars in the Mobilgas Economy Run stopped to put on chains 
at Donner Summit in the Sierras, a truck slipped off the road and its driver wos 


killed. The cars drove through a blizzard 


which was almost blinding at times. 
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With the Staff... 


ALONG DETROIT'S AUTO ROW 


Silver Lining 

“T sold a car once to a man I 
asked to come in out of the rain,” 
says Hugh Haegerty, sales manager 
for Frank Pepp, Inc. (Dodge-Plym- 
outh), in the Detroit suburb of 
Royal Oak. 

That’s one reason why Haegerty 
constantly drills his salesmen on 
the importance of courtesy. 

Haegerty said that one rainy 
night he spotted a pedestrian 
taking shelter under the show- 
romm awning. 

“T asked him to come in,” he 
says, “and before he left he made 
a $100 deposit on a new Dodge. He 
picked it up the next day. It was 
the first car he’d owned in five 
years.” 

Haegerty also tells about the 
time when the entire service staff 
was out to lunch and a motorist 
walked in seeking help for his 
stalled car. 

“I explained our mechanics 
were all at lunch,” Haegerty says, 
“but I offered to get the tow 
truck myself and push him in. 
He was happy about that, and 
when we got him going again, he 
told me that when he was in the 
market for a new car, he’d look 
me up. 

“I was mighty surprised when he 
came back a few months later— 
that was in 1949—and bought one. 
He traded for another new Dodge 
in 1951, and I just sold him a 1954. 

“T figure that one push with the 
truck brought us $8,250 worth of 
business.” 

* * 7 


~How They Grow 

The importance of happy cus- 
tomers is pointedly illustrated in 
the analysis a Detroit-area sales- 
man has made of his 18 sales last 
month. 

Of the 18 sales, 12 were repeats 
or referrals. 

The analysis gives this detailed 
picture: .... 

Sale No. 1—A cold phone call 
from a stranger resulted in a 
sale when the salesman immedi- 
ately followed up with a personal 
visit. 

No. 2—Reference from a previous 
customer. 

No. 3—Repeat, tradein of ’51. 
No. 4—Repeat, tradein of ’52. 
No. 5—Repeat, tradein of ’50. 


No. 6—Reference from sale No. 
2, made at the time of that delivery. 


Fashion Academy 
Using ‘Scheme’, 
FTC Charges 


WASHINGTON. — The Fashion 
Academy Gold Medal Award is a 
Scheme by its givers to “enrich 
themselves personally,” the Federal 
Trade Commission charged last 
week. 

Several auto makers received 
such awards in the past few years. 

The award is made by Ann H. 
Hartman and Alexander H. Cohen, 
both of New York City, to manu- 
facturers and distributors and is 
designed to be used in advertising. 


“The complaint does not accur- 
ately state what is being done,” 
Cohen said, “and all of this will be 
developed after the necessary hear- 
ings. We are fully confident that 
the end result will be dismissal of 
the complaint.” 

FTC said Mrs. 
Cohen: 


Hartman and 


1, Obtained from winners of the | 


award contributions “to a so-called 
Scholarship fund,” but the money 
Sees to Mrs. Hartmai.. 

2. Get recipients to hire Cohen 
48s public relations advisor to ex- 
Ploit the award. 

“ 8. Collect a fee from recipients 
allegedly to cover the ‘expenses’ of 
Making the ‘award.’” 

Mrs. Hartman and Cohen were 
Siven 20 days to file an answer to 
the complaint. A hearing was set 
for June 3 in New York City. 





No. 7—Repeat. 

No. 8—Reference from Sale No. 1. 
No. 9—Reference. 

No. 10—Repeat sale—fourth in a 


No. 11—Referral. 


No, 12—Talked to prospect un- 
der hoist in service department. 
Showed him major repairs his old 
car needed and sold new one. 

No. 13—Referral from customer 
who was co-worker. 


No. 14—Just a shopper, 
prospect who warmed up. 

No. 15—Answer to postcard teas- 
er salesman sent out which read 
only “Now is the time!” Prospect 
decided it was the time, came in 
and bought a new car. 

No. 16—Sold to waitress in res- 
taurant where salesman eats 
lunch. 

No. 17—Sold to dealer’s former 
service manager, who had been 


a cold) 


taken off the job, but returned 
just to buy his new car. 
No. 18—A repeat, brought in by 
“now-is-the-time” postcard. 
oa + * 


One Dealer’s View 


Discussing the current organiza- 
tion movement by the salesmen’s 
union in Detroit, a Ford dealer 
says: 

“They are destined for failure un- 
|less they do two things: 

“1. Organize salesmen in all 
dealerships.” 

“2. Organize salesmen in subur- 
ban dealerships.” 


* ® * 


Prefers Used Cars 


After 18 months as a Hudson 
| dealer, Jerry Lynch has given up 
his franchise “because I think the 
used-car business is going to be a 
lot better than the new-car busi- 
ness.” 

Lynch who, with his father, the 





late Jerry Lynch sr., has been in 
the auto business for more than 30 
| years, will henceforth confine his 
| work to a used-car lot at Bight 
| Mile and Mound Rd. He has given 
up his buildings on Gratiot and 
Jefferson Avenues. 

In recent years Lynch has also 
held Nash, Packard and Willys 
franchises. 

+ + * 


Improvement 


A Ford dealer reports that the 
pressure on him to take cars 
from the factory has considerably 
slackened in the last month, 

He said that for quite a while 
the factory was sending him a 
daily shipment, but that at pres- 
ent he’s getting almost exactly 
what he orders. 

aa +. + 
The Sunny Side 
When asked about the condition 
of business, a Hudson dealer had 
this to say: 
“I have one big advantage over 
the other dealers. 
“They may have trouble ahead of 
them. But I’m having my hell now. 
* * * 


Can You Top This? 


J. P. McGuire, owner of a Buick 
and a Pontiac dealership, has a 








Bench ‘Rack user reports a 





"25 





iew Porto-POWEE system 
organizes the body shop for bigger profits 


Wherever “Bench-Rack” work centers are given to each man, 
remarkable increases in productivity — up to 40% — are 
rolled up. That’s because “Bench-Rack” gives each body man 
all the “Porto-Power” equipment needed to handle the rough- 
out and alignment work — on or off the car. The holding 
rack helps salvage body sections fast. And — needless walk- 
ing, borrowing and waiting are eliminated, User history 
proves Bench-Racks pay for themselves in 4 to 6 months! 


Your Blackhawk jobber has a special presentation to show 
ou how and why there’s bigger P 

“Dollars from Damage” Plan. Ask him for it today, or write — 

Blackhawk Mfg. Co., Dept. P-4044, Milwaukee 1, Wis. 


“Porto-Power" and “‘Bench-Rack"’ are the exclusive 
(trade mark registered) products of Blackhawk Mfg. Co. 


BLACKHAWK 


General Motors tie that can be pre- 
dated by few. 

He says he was the first man to 
ride in a Cadillac. 

“In 1902,” McGuire says, “I was 
working as an apprentice ma- 
chinist in a shop that was build- 
ing a one-cylinder ‘horseless car- 
riage, which they called the 
Cadillac. 


“When it was pretty well fin- 
ished, we opened the doors of the 
shop. They told me to get behind 
the steering wheel, and two men 
pushed the contraption 80 feet into 
the street. 

“One of the pushers was a gent 
by the name of Henry Leland.” 


* * * 


Wanted: Bigger Stock 

One Buick dealer has a com- 
plaint: He’s not getting enough 
cars. 

Although he admitted that he 
was forced to give moderate dis- 
counts, he said: 

“Don’t know where all the cars 
are going. They must be filling 
every other market before taking 
care of Detroit.” 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 


@ ‘ af 
increase in labor sales 





THIS CHEVROLET DEALER made a 5- 
week sales analysis, discovered that a 
body man equipped with Bench-Rack 
“showed a 25% increase in labor sales.” 
The test led to equipping the entire 
6-man shop (see photo) with 6 Bench- 
Racks. W. E. Kuhn, Pres. of North Side 


rofit with the Blackhawk 


Chevrolet, Inc., Indianapolis, says, “We 
were convinced that our 6-man shop 
could give the profits of a 7-man op- 


eration” , .. 


Bench-Rack is “the solu- 


tion” to merchandising body work. 


attachments 


Bench -Rack includes complete 
hydraulic equipment 


All of the following ‘‘Porto-Pow- 
er” items and auxiliary equipment 
are necessary for full profits today. 
This is what “Bench-Rack” contains: 


10-piece new Bantam Pull Clamp Kit 
20-piece new 10-ton Pull Clamp Kit 


16 pieces of new Bantam Lock-on Tubing 
15 pieces of new 10-ton Lock-on Tubing 
20 additional Bantam and 10-ton 


4 hydraulic rams, 2 pumps, 1 spreader 
Heavy-duty steel work bench 


Body section holding fixtures 


Improved door bar 


Silhovetted tool panels 





Individual service sign 
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In the Letterbox 


(Continued from Page 4) 


of your article, “Are Your Sales- 
men Really Selling?” 
The salesmen here at Ross Motor 


Quantity 


Co. really did enjoy reading this | 


1954 


sider such reading matter abc :t 
successful salesmen as being he »- 
ful to our entire sales force. I | e- 
lieve, also, such constructive si z- 
gestions would be appreciated .y 
every dealer and salesman in tie 
entire United States. Furthermo e, 
your publication will be contrilbu- 
ting to building higher mora ie 
| throughout the industry, and, the 
|industry certainly needs good boo:t- 


| actions indicate very strongly 
that they are seeking revenge for 
an experience or experiences they 
have had with one or a few 
dealers. 


PRODUCTION 
oi | 


| 
| 
a | 


GREY IRON CASTINGS | 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN | 
PRODUCTION FOUNDRIES 


| 


THE WHELAND COMPANY | 


FOUNDRY DIVISION 


| dated February 8, 1954. 


blow-by-blow story. All of us would 
very much like to have a copy of 
same. We would also like to be able 
to read more of your stories. Please 
don’t stop writing them. — Tep 
BisHop, sales manager, Ross Motors, 
Ine. (Ford), Middletown, O. 


* 


However, most automobile dealers 
consider Automotive News the Bible 
of the automotive industry, and it 
is hard to understand how such 
damaging articles could appear in 
this publication. The writer has 
been in the automotive business, 
with factory and dealership, for al- 
most 27 years, and I believe I have 
read almost every issue of AuTOMoO- 
Tive News during this time and I 
must say that I was greatly sur- 
prised and sadly disappointed to 


oa * 


Morale Factor 

Considerable time has elapsed | 
since the article, titled “Are Your | 
Salesmen Really Selling?”, was pub- | 
lished in the Automotive News| 


Believe it or not, I have read the | Bible of our industry. 
article at least six times and it is | 
very easy to lose your temper by 
reading such an article and this is | 
the reason I have delayed writing 
you a letter of expression. |States and possibly the world. I 

However, today I feel qualified to | know that you know salesmen have 


|express the feelings of myself as | been responsible for a very good 
| well as the members of our sales | portion of this growth. 
In my time in this business, I} 


force. Frankly, we feel that arti- | 
cles of this ridiculing nature have | have actually seen blood, sweat and 


| contributed immeasurably to the| tears, by factory workers, factory 


OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


BRING YOUR ALIGNMENT 
EQUIPMENT UP-TO-DATE 


74 OSEAN 


CH 


WILL GIVE YOU MORE SPEED, MORE 
ACCURACY, MORE PROFIT 


JOHN BEAN DIVISION 


elias 


FOOD MACHINERY AND 


low morale of salesmen and dealers | executives, retail salesmen, service 


'throughout America. We also feel|¢™ployes and dealers contributed 


| that articles like this have contrib- ‘ . y 
| uted immeasurably to the confusion | Does it seem possible that the retail 


to the progress of the industry. 


existing among buyers of automo- | salesman has decayed so much, so 


biles today. fos 
It appears to us that you have It is hard to believe that Bob 


merely copied the tactics used by Lienert, your shopper, could make 
some daily papers, and we feel so many contacts with salesmen 
such tactics can only damage the | ®"4 _be handled so carelessly by 
entire industry, which, it seems, all. It is my opinion that he only 
some of our most prominent peo- ees v= eA cicieecitans 

care n 

_Dle are happy to do. En fast, thelr | salesman and ignored the good 
salesman, because he was definite- 
ly out to find trouble, which any 
of us can do if:we are looking 
for trouble. 

My reason for making this state- 
ment is because I have served as 
a shopper, but the information ob- 
tained was used to help dealers 
and salesmen instead of ridiculing 
and damaging them. 


I have been taught to offer sug- 
gestions after I have criticized; 
therefore, I offer this suggestion. 
I believe Mr. Lienert and Automo- 
tive News could make some amends 
for the damaging article by having 
|Mr. Lienert contact dealers again 
|and publish the good salesmen’s 
actions. 

I, for one, would certainly con- 


ANGEOVER 


Assn. Convention, Florence Hotel, Mis- 
soula. 

Dec. 7—Milwavkee County Aytomobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

. 8—Milwavkee County Automobile 
Dealers Association Convention, Milwavu- 
kee Athletic Club, Milwaukee. 

* e 


General 


April 21-May 2—International Motor Snow, 
Turin, Italy. 

April 26-28—i954 Metal Powder Show anu 
Tenth Annual ae of Metal Powcer 
Association, Drake Hotel, Chicago. 

April 27-30—Tri-State Regional Automo- 
tive Show, Pittsburgh. 

April 28—Twelfth Annual Luncheon, New 
York Metropgiitan Council, Automobile 
Old Timers, Roosevelt Hotel, New York 
City. 

May 44 — National Highway UsersCon- 
ae. Mayflower Hotel, Washington, 


May 12-13—Southeast Automotive 
Buena Vista Hotel, Biloxi, Miss. 

May 13-15—Association of American Bat- 
tery Manufacturers, inc.. Greenbriar 
Hotel, White Sulphur Springs, West 
Virginia. 

May 20-23—New England Regional Auto- 
motive Show, Mechanics Bidg., Boston, 
Mass. 

May 24-26—Automotive Engine Rebuilders 
Association, Statler Hotel, Buffale. 

June 6-11—Society of Automotive Engineers 
Sonne ing), Ambassador and 
itz-Carlton Hotels, Atlantic City, N. J. 

. August M-f0-Secioty, of Automotive Engi- 
neers (National West Ceast Meeting), 
Les Angeles. 

. 15-17 — National Petroleum Assn. 
52nd Anaual Meeting), Traymore Hotel, 
tlantic City, New Jersey. - 

Sept. 20-22 — Truck Body and Equipment 

eciation, inc.. Hotel Statler, Buffalo. 

Oct. 18-22—National Safety Council, Chi- 
cago, IMinois. 

Oct. 26-27—National Association of ince- 


Show, 


HEMICAL CORPORATION 


see such an article published in the | 


You know the automotive indus- | 
| try is considered by almost all the | 
| leading business people of America | 
|as being the largest and most ag-| 
| gressive industry in the United)! 


ing at this time. 

I suppose it would be too much 
to expect that Automotive News 
would give this letter much con- 
| sideration. However, I feel that I 
|have done my duty by letting you 
| know how we feel at Porter-Sulli- 
|/van Motors. And of course, this 
| being America, it is up to you to 
|act as you feel is necessary re- 
garding its contents. 

Please understand, we are not 
thin-skinned and we can take con- 
structive criticism, but we do not 
believe it is the American way to 
ridicule any human being. 


You may have permission to 
use this letter as you see fit, pro- 
viding it is not ridiculed or de- 
graded. 

If you would care to check us, 
please consider this a personal invi- 
tation for your representative to 
contact us in person at any time. 


Our hours are from 7:30 a.m. to 
9:00 p.m., Monday through Friday. 
On Saturday, our hours are from 
7:30 a.m. to 12:30 p.m, for service 
and parts department, and the sales 
department hours -are from 7:30 
a.m. to 5:30 p.m. I can assure you 
that your representative will be 
cordially welcomed and all ques- 
tions will be answered directly and 
on a friendly basis. 

I hope this letter is not too long 
nor too boresome. If it is please 
| accept my apology because this is 
| the first letter of this kind that I 
have written in all my life. I am 
|an automobile retailer and mighty 
| proud of our record.—J. W. Porter, 
president, Porter-Sullivan Motors 
(Lincoln-Mercury), Kalamkzoo, 
Mich. 


a ee 


Eprror’s Note: We assure Read- 
| er Porter (and all others who’ve 
written us in similar vein) that 
Staff Writer Lienert was not sent 
out with any bias aforethought- 
nor were we trying to harm the 
auto industry. He was assigned 
to report exactly what he found 
on the selling or lack of selling 
in auto dealerships today—for the 
good of the industry. Since he re- 
ported both the bad as well as 
the good, it was only natural that 
such an article would please some 
and displease others. 


Coming Events 


(Continued from Page 4) 


endent Tire Dealers, Sherman Hotel 
hicago. 
Oct. 25-29 — American Trucking Associa 
tions, Inc., Waldorf-Astoria Hotel, New 
Yerk City. 
Nov. %5-17— American Finance Confer- 
Cemmodore Hotel, New York 
it 


Y. 
Dec, 6-7—National Standard Parts Associ- 
ation. Hotel Sherman, Chicago. 


| 


Gets Nash Srensiien- 


| Dan Caliendo (center), owner of Dan 
| Caliendo Motor Co., Wichita, Kans., signs 
| his new Nash franchise. Looking on (from 
| left) are Joe Herndon, general monacer 
|of the firm, and Ben M. Dyer, zone 
manager. 
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Two For, Two Against ... 
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Court Rulings on ‘Fair Trade’ 


HUS far in 1954 there have been 

two favorable court rulings and 
two unfavorable rulings on “fair 
trade laws,” which permit manu- 
facturers to set retail prices for 
their products. 

Favorable rulings have been 
handed down in Indiana and New 
Jersey. Unfavorable rulings have 
been made in Florida and Nebras- 
ka. There are cases questioning 
the validity of fair trade laws 
pending in Arkansas, Colorado 
and Delaware. 

The constitutionality of Indiana’s 
fair trade act was upheld by Fed- 
eral Judge William E. Steckler 
who agreed with the Sherwin Wil- 
liams Paint Co. position that the 
law protects the public from “pred- 
atory price cutting.” 


on though Bargain Barn, of 
Indianapolis, had not signed a 
fair-trade contract with Sherwin 
Williams, Judge Steckler issued an 
injunction prohibiting the retail 
firm from selling Sherwin William 
products for less than the price set 
by the manufacturer. 

Basing his decision on the Fed- 
eral McGuire Act, which imple- 
ments state fair trade laws by 
permitting manufacturers in in- 
terstate commerce to use the non- 
signer clause in the fair trade 
laws, Judge Steckler said: 

“In general the evidence in favor 
of fair trade legislation showed, 
among other things, that the over- 
all result of fair trade laws is to 
lower, not increase, prices to the 
consuming public; that predatory 
price cutting threatens serious in- 
jury to producers of trademarked 

and branded goods and business 
generally, large and small, and 
leads to_ to ruinous price wars; that 


Michigan Blocks 
Inventory Tax 


On New Cars 


LANSING.—The Legislature has 
passed a bill rephrasing Section 801 
of the Michigan Vehicle Code in 
order to clarify the intent of the 
law that ad valorem taxes are not 
meant to be levied against licensed 
new cars. 

For the past two years, Detroit’s 
Board of Assessors had interpreted 
the law as permitting taxation of 
dealer new-car stocks as personal 
property. 

Both times the board was re- 
versed by the City’s Common Coun- 
cil. Such taxes in 1954 would have 
amounted to $721,000 for Detroit 
dealers and would have added an 
average of $80 to the price of a 
new car, it was said. 

During the legislative session, 
the Detroit Auto Dealers Assn. 
supported a bill which would have 
provided for the purchase of a 50- 
cent “storage permit” for each car 
handled by a dealer in a year. Pur- 
chase of the permit would have ex- 
empted the dealer from any further 
state and local property taxes on 
the car. 

This measure, however, was 
dropped in favor of the amend- 
ment to Section 801. 

Other bills passed by the Legisla- 
ture would: 

1. Allow seasonal employes to 
have extended time payments on 
chattel mortgages and conditional 
sales contracts when financing cars. 

2. Require notice on the title if 
& car has been or is to be used 
as a taxicab, police car or car 
operated by a political subdivision. 


Tydol Introduces 


New Gasoline 


NEW YORK.—Tide Water Asso- 
ciated Oil Co. last week launched a 
campaign to introduce its new “Sky 
High Power” Tydol Flying A gaso- 
line in the eastern market. 

According to Eugene F. McCabe, 
vice-president in charge of eastern 
division sales, the new Ethyl gaso- 
line is “the finest, most powerful 
and most efficient motor fuel we 
have ever produced.” 

McCabe said the company soon 
Wouid introduce a “great new mo- 
tor oil” in the eastern marketing 
area. 


fair trade laws help to prevent the 
growth of monopoly in distribu- 
tion.” 
* * 2 

Sheer the opposite view, the 

Florida Supreme Court found 
unconstitutional the non - signer 
clause in the Florida fair trade law, 
rendering the law unenforceable. 


The court rejected appeals of the 
manufacturers of Bayer’s Aspirin, 
Alka Seltzer and Phillips’ milk of 
magnesia that would have required 
Eckerd’s Drug Store, of Tampa, to 
observe the manufacturers’ price, 
even though Eckerd had not signed 
fair trade contracts. 

The court decided, “The real 
effect of the non-signer clause is 
anti-competitive price fixing, not 
the protecting of the good will of 
trade-marked products as other 
courts have held. 

“Good will, it has been said, 
should be determined by the price 
which the goods can command in 
a competitive market, and not by 
the ability of the manufacturer to 
sell at a pegged retail price which 
he himself selects. 

* * * 

XCEPT in times of economic 

emergency, such _ inflexible 
price arrangements which the act 
sanctions are not in line with. our 
traditional concepts of free com- 
petition, which have traditionally 
been the ‘yardstick’ for protection 
of the consuming public.” 

In the case of Lionel Corp. v. 
Grayson-Robinson Stores, a Cali- 
fornia firm with a Newark (N. J.) 
outlet, the New Jersey Supreme 
Court upheld the non-signer 
clause in the stat’s fair trade law. 

Reaffirming an earlier ruling, the 
court found no merit in the Gray- 
son-Robinson argument that the 

Florida law and the McGuire Act 
were unconstitutional. 
. 2 B.. 

Raa District Court Judges 

J. B. Chase and J. M. Patton, 
of Omaha, ruled unconstitutional 
the state’s fair trade law on the 
grounds that the title did not 
clearly reveal the substance of the 
act in that it referred to voluntary 
agreements but did not mention the 
compulsory aspects as applied to 
non-signers. 


The judges also contended that 


Obituaries 


P. W. Walker 
DENVER.—P, W. Walker, 73, president 
of Mountain States Credit ‘Co., died last 
week after a sudden illness. For a num- 


ber of years, Mr. Waiker owned Walker 
Bros. Motor Co. (Ford). Two sons, Wil- 
liam and Roger, now operate the dealer- 
ship. 


* * * 


Carl E. Carlson 
FORT WAYNE, Ind.—Carl E. Carlson, 
64, for five years sales manager for Goral 
Motor Sales, Inc. (Dodge-Plymouth), died 
Apr. 6 in St. Joseph Hospital. He had 
retired in February because of illness. 
* * 


George E. Kerr 
HAMBURG, N. Y.—George E. Kerr, 56, 
who at one time operated Hamburg Motor 
Sales with his late brother, Archie, died 
unexpectedly Apr. 6. 
* * - 


Harry C. Mabie 

WALTHAM, Mass.—Word has been re- 
ceived here of the death of Harry C. 
Mabie, 55, former regional sales promotion 
manager for Chevrolet in Washington. He 
is survived by his wife and two brothers, 
Robert G. Mabie of Holmes Motors 
(Lincoln-Mercury), Waltham; and Stewart 
M. Mabie of Waltham. 

7 * * 


Herbert C. Berg 

SEATTLE.—Herbert C, Berg, 64, for a 
number of years president and general 
manager of Packard Service & Sales agency 
in Portland, died here following a long 
illness. He was a past president of auto- 
mobile dealers association of Portland. 

* . * 


T. Elmer Transeau 


HARRISBURG, Pa.—T. Elmer Transeau, 


63, director of Pennsylvania’s Bureau of 
Highway Safety for 15 years and nation- 
ally known figure in the field of traffic 
safety, died Apr. 10. He had been execu- 
tive director of the Governor’s Highway 
Safety Advisory Committee since its in- 
ception in 1948. 

* * * 


Harold J. Loveless 


SPOKANE.—Harold J. Loveless, 47, sec- | 


retary-treasurer of Kauffman Buick Co. 
since 1943, is dead. He had been with the 
company for 16 years. 

* * * 


Grover Jay Higginbotham 
RICHMOND, Va. — Grover Jay Higgin- 
botham, 66, a retired auto dealer, died 
Apr. 6. 
. * 


E. Gordon Stucker 
OTTAWA, Kans. — E. Gordon Stucker, 


55, owner of Ottawa Tractor & Implement 
Co. (GMC), died Apr. 7. 








the law also represented “an im- 
proper and unauthorized exercise 
of the police powers of the state.” 


They further maintained that the | 
law amounted to an unconstitu- 


tional delegation of legislative au- 
thority into private hands by per- 
mitting one producer and one re- 
tailer to bind together all retailers. 

Fair trade laws are currently on 
the statute books of all states ex- 
cept Missouri, Texas and Vermont. 


Auto Stocks 





Apr. Apr. 1954 

14 7 High Low 
Chrysler 61% 61% 64% 56% 
GM 69 66% 69% 58% 
Hudson 9% 9% 138% 9% 
Kaiser 2% 2% 2% 2% 
Nash 138% 14% 18% 138% 
Packard 3% 3% 4 3% 
Stude. 18% 18% 23 18% 
Average 25.43 25.10 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 
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Ford Dealers Launch Vacation Program— 


The second annual tourist program has been launched by New England's Ford 
dealers. The program includes national advertising, distribution of booklets on New 
England and special road maps. Robert F. Leonard (left), Ford's Boston district man- 
ager, explains the plan to Albert W. Howard, Providence; Frank E. Brooks, Ports- 
mouth, N. H., and John Cahill, Newtonville, Mass., all members of the executive 
committee of the Ford dealer association sponsoring the program. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 








DEALERS KNOW: 
SERVI-CAR SERVICE 


sells fer? NEW cars? : 


Satisfied service 
customers are your best 
new car prospects 


T’S easy to turn satisfied service customers into new car 
buyers when you use a Harley-Davidson Servi-Car. This 
practical three-wheeler really builds customer good-will with 





HERE’S HOW THE SERVI- 
CAR HELPS YOU TO 
BIGGER PROFITS! 


quick pickup and delivery. Customers who like your service 


will naturally see you first when they need a new car. What’s 
more, the sturdy, compactly designed Servi-Car adds many 
square miles to your service territory — actually puts more 
customers in your “neighborhood.” Join the thousands of suc- 
cessful car dealers all over the country who keep profits rolling 
in and new car sales up with the Servi-Car. Ask your Harley- 
Davidson dealer for your free copy of the Servi-Car booklet: 
or write direct. HARLEY-DAVIDSON 


“It Pays to Give Service,” 


Moror Company, Department AN, MILWAUKEE 1, WISCONSIN. 









AS NEAR AS 
YOUR CUSTOMER'S PHONE 


HARLEY-DAVIDSON SERVI-CAR 


®@ Keeps business rolling in all year 


‘round, 
@ Builds good-will with convenient 
service. 
® Gets jobs in and out of the shop 
quickly, 


© Provides continuous advertising 
wherever it goes. 

® Saves time on errands for parts and 
accessories. 

®@ Keeps costly shop and service equip- 
ment busy. 

® Gives safe, economical easy-to-oper- 
ate service. 













SELLS MORE SERVICE 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8, PRODUCTION ONLY) 
































Week Week Jan.i Jan. 1 
—— Co sem se Apr. 18 Age 12, 
Atsea” Yoose tec" To Date 1963° 19648 
CHRYSLER . . 16,100 21,128 15,862 38,322 399,248 221,004 
Chrysler ... 2,275 3,017 2250 5,454 59,688 36,795 
DeSoto 1,575 1,991 1,553 3,748 40,254 24,592 
Dodge ......... 8,050 4,441 3,048 7,073 106,711 838,286 
Plymouth _................... 9,200 11,679 9,007 22,047 192,595 121,421 
FORD ............ ... $2,400 21,004 35,415 84,014 385,164 552,025 
ES tcc sys iuceosqinbaasies 28,000 15,590 29,683 710,486 297,579 439,844 
ain nice snakbelvisee 700 1,400 969 2,187 13,046 15,070 
Mercury ... vee 8,700 4,014 4,318 11,441 74,539 97,111 
GENERAL MOTORS .. 66,520 64,131 68,788 151,256 858,892 862,377 
ES: vcsies Guide ies . 12,900 10,909 11,930 29,348 154,429 161,202 
Cadillac ...... .. 2,800 2,491 2,774 6,774 36,735 $2,730 
Chevrolet ... $1,900 32,881 30,841 14,331 480,631 434,098 
Oldsmobile . 10,770 71,978 10,004 24,504 106,548 115,722 
Pontiac .................. 8,150 9,872 8,149 16,299 125,549 118,625 
HUDSON Lu... 880 eee. lebcaes 1,669 $1,981 7,419 
SE i dicasosonnipsore 1350 4,719 1,204 8,164 66,473 23,507 
KAISER MOTORS 842 2,821 712 1,769 83,646 7,073 
350 772 3038 733 18,983 2,667 
492 1,549 409 1,086 19,663 4,406 
PACKARD . 1,000 2,527 595 1,995 36,620 18,593 
STUDEBAKER 240 5,300 2,076 2,436 49,558 27,595 
Total Cars, U.S. ........ 119,282 128,889 119,742 284,625 1,856,577 1,714,683 
*Revised. 
COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
feacd Same eae Apr., “— , = . 
Ce a ee a 
CHEVROLET 7,200 9,228 7,152 17,009 138,225 109,580 
DIAMOND T 15 165 13 181 2,699 1,002 
DIVCO ...... 80 50 80 192 817 1,200 
DODGE. ...... 1,400 1,631 1,961 4,149 37,741 28,231 
FEDERAL 35 30 45 94 «= 485266 
SEES aD 6,400 5,857 6,522 15,618 79,173 100,503 
eee Sa 1,900 2,978 1,800 4,540 44,094 28,972 
INTERNATIONAL 2,285 3,181 2,307 5,500 43,967 33,151 
ES eC Sas sasbese te 150 222 128 337 3,326 1,999 
IE is ccnsvssenosassen. 230 290 231 498 5,366 3,394 
STUDEBAKER 836 934 263 731 20,087 3,745 
MUMMIES» cicscccsvec......0005 zoo 301 257 614 4,530 3,623 
MAIIED  sccsevccscceoesssees..0s2 1,112 1,664 1,078 2,552 31,649 17,519 
MISCELLANEOUS 110 292 109 238 4,938 1,615 
Total Trucks, U.S... 21,568 26,823 22,011 652,253 417,097 335,300 
Total Cars, Trucks, 
Bs TI sadhana Go diatecosdeveosses 140,850 150,712 141,753 336,878 2,273,674 2,049,983 
Total Cars, Trucks, 
Canada ..........-........... 9,800 10,328 9,734 21,1384 146,818 150,076 
Grand Total 
Cars and Trucks, 


U.S. and Canada...150,650 161,540 151,487 358,012 2,420,492 2,200,059 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, ete. 


N.B.: All U. S. totals include cars and trucks for military orders. 





Ford Divisions Cut Output, 


GM Ups Schedules 


(Continued from Page 1) 


are up 13,000; June, 14,000, and July, 
13,000. 

By week’s end, Chevrolet was 
only 5,700 cars behind Ford divi- 
sion. 

Chevrolet last week moved ahead 
of Ford in combined car and truck 
output. Thus far this year Chevro- 
let has turned out 543,678 cars and 
trucks to Ford division’s 540,347. 


vas spurt by GM gave it a whop- 
ping 55.8 percent of last week’s 
car turnout, against 53.3 percent in 
the preceding week. Ford Motor’s 
share slipped to 27.2 percent from 
29.6, while Chrysler Corp. boosted 
its share to 13.5 percent, from 13.2. 

Thus, the Big Three share rose 
to 96.5 percent of the week’s car 
effort, against 96.1 in the week 
earlier 


The independents last week | 


turned out only 4,262 cars, com- 
pared with 4,677 in the preceding 
week. 

The drop resulted mainly from 
the closing of Studebaker’s South 
Bend car facilities. Output will be 
resumed today (Apr. 19). Its Los 





Angeles plant and truck lines were 
in operation, however. 
* - * 


HE cancellation of second shifts 

at two of Lincoln-Mercury’s four 
assembly plants has caused its out- 
put to fall considerably. 

So far this year U.S. plants 
have turned out 1,714,683 cars and 
335,300 trucks, down 7.6 percent 
and 19.6 percent, respectively, 
from 1953, which was the second- 
best year in history. 

Production in Canada has slipped 
off lately because Ford Motor is 
moving its car assembly operations 
from Windsor, Ont., to Oakville, 
Ont. After May 12 all cars will be 
assembled at Oakville. Truck as- 
sembly will continue at Windsor 
until mid-summer. The Windsor 
plant will be devoted to parts work. 

* 


+ 7 
WOtss: Good Friday was ex- 
pected to have some effect on 
production since most plants allow 
workers to attend church services. 
Based on last year’s experience, 
it was expected that many plants 
would be forced to shut down be- 
tween noon and 3 p.m. 


(Continued from Page 1) 


ging dealers are known to the fac- 
tory, and that others are being dis- 
covered through the tracing of en- 
gine and serial numbers. 

Dealers said afterward that at 
that point “two or three” zone 
men “turned around and stared” 
at one dealer suspected of un- 
ethical practices. 

“He looked at his knees the whole 
time,” another dealer said, “but he 
told me later, ‘I’ve learned my 
lesson.’” 

Wiles assured the dealers that, 
when and if Federal laws are 
changed to permit territorial secur- 
ity, Buick will be among the first 


to initiate it. 
* 
A MAKER survey by Automotive 

News last week revealed ex- 
treme reluctance to discuss boot- 
legging. Factory spokesmen, willing 
to talk about it, were quick to 
claim that their particular firms 
had no such problem. 

Spokesmen for Ford division 
and Lincoln-Mercury division said 
they could not comment beyond 
the terms of a letter sent to deal- 
ers by Henry Ford II in Febru- 
ary. In that letter, Ford said deal- 
ers caught bootlegging would be 
dealt with on an individual basis. 
An L-M spokesman, however, said 

| that what Ford “said we would 
| do, we’re doing.” 

At all divisions of Chrysler Corp., 
spokesmen said bootlegging was no 


June 14 Outing Scheduled 


By Cincinnati Dealers 


CINCINNATI.—The annual sum- 
mer outing of the Cincinnati Auto- 
mobile Dealers Assn. will be held 
June 14 at the Maketewah Country 
Club. 

Chairman of the affair is R. E. | 
Reinhold jr. Helping with the 
arrangements are Robert Menke, 
Kenneth Larson, Keith Kleespies 
and S. L. Bernens. | 





— Warns Dealers on Contract Renewals. . . 


Crackdown on Bootleggers 


problem because the factories turn 
out cars “only to dealer order.” A 
Chrysler division aide said that at 
the most recent dealer meetings the 
problem hadn’t even been brought 
up. 

It has been reported, however, 
that Chrysler division has had a 
few instances where dealers were 
bootlegging, but that the division 
halted the practice by issuing di- 
rect warnings. 

* ? . 


HE “no-bootleg-problem” stand 

also was taken by the inde- 
pendents. “Not one case,” said 
Nash. The others, as well as Nash, 
claimed freedom from bootlegging 
by virtue of “realistic” production 
schedules. 


In the GM lines, comment—of 
the guarded variety — was ob- 
tained only from Buick and Chev- 
rolet. A Cadillac spokesman asked 
that Cadillac not be mentioned in 
any way in regard to bootlegging. 
Oldsmobile and Pontiac preferred 
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MY 
“There they go—breaking Dad- 

dy’s (sob) poor old heart!” 
—Reprinted from New York State Journal 








Dealer Stocks Rise 


Average Increases 


to 14.3 New Cars, 


A Record for Postwar 


(Continued from Page 1) 


at a time, often with the frank ex- 
planation that it had become neces- | 
sary to balance dealer inventories. | 
| These expedients, coupled with | 
| the generally slower rate of opera- | 
|tions pursued by most car manu- 
facturers this year, had tended to| 
ease the sales pressure on dealers. | 

But this evidently is not true 
of all lines, for it is noteworthy | 
that some of the gravest inven- | 
tory problems are reported by | 
dealers handling the fastest-sell- | 
ing makes. 

As the sales race quickens, some 
| dealers are finding that their back- 
| log of cars keeps growing. And | 
| they are hampered in their efforts 
to close profitable deals, they say, 
by competition from “bootleggers.” 

One Big Three dealer in Cali- | 
fornia, for example, says that his 
supply of cars his spiraled, in the 
space of a month, from a 30-day 
to a 50-day stock. He adds: 


” * * | 





“ 


ARE now selling new cars 
on the same basis as we did 





Smaller Shows 
Pack ’Em In | 





ROANOKE, Va.—The first auto 
show held here since 1935 drew 
22,000 visitors in its three-day run. 


The sponsoring Roanoke Auto|! 


Dealers Assn. had 72 cars on dis- 
play. 

Hutchinson (Kans.) dealers have 
already decided to hold another 
show next year because this year’s 
edition was so successful. The 
Hutchinson Auto Dealers Assn. 
said 12,000 persons visited the two- 
day show. 

Attendance at the two-day North 
Country Auto Show in Hanover, 
N. H., was reported to be more 
than 5,000. 


in the '53 cleanup—volume and no 
profit, but no loss.” 

Says another Big Three dealer: 

“Brand-new, unlicensed cars 
are being auctioned at lower 
prices than we can buy them 
from the factory—many, many of 
them.” 


On the other hand, this dealer 
states that he has slashed a 60-day 
supply of cars in half. He is over- 
allowing, on his medium - priced 
line, an average of $375. 

” OK - 





New-Car Stocks 


In Field, in Transit 
(Compiled by Automotive News) 


Dealers’ 
Cars Cars in Total 

tn Transit Potential 
Period Fleld te Inventory 
Ending Stockst Dealers Stocks 
dan. 1, 50... 251,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
June 1, ’50.... 247,680 160,200 
Sept. 1, ’50.... 239,642 160,400 400,042 
Jan. 1, ’51.... 305,888 89,900 ° 
Apr. 1, ’51.... 406,541 138,500 545,041 
July 1, ’51.... 357,606 90,700 448, 
Sept. 1, ’561.... 283,402 86,800 370,202 
Jan. 1, ’52.... 224,968 31,000 255, 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 251,674 88,000 339,674 
June 1, *52.... 232,036 70,000 302,036 
duly 1, ’52.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, ’52.... 149,091 77,000 226,091 
Oct. 1, ’52.... 233,556 39,000 322,556 
Nov. 1, ’52.... 1894 90,500 399,394 
Dec. 1, '52.... 287,247 76,000 363,247 
dan. 1, °53.... 291,671 83,300 374,971 
Feb. 1, °53.... 324,835 86,600 412,035 
Mar. 1, ’53.... 389,011 87,200 476,211 
Apr. 1, °53.... 445,882 300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
dune 1, ’53.... 463,546 713,500 537,046 
July 1, °53.... 479,698 82,800 562,498 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, °53.... 514,569 74,500 589, 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, °53.... 538,087 68,300 606,387 
Dec. 1, °53.... 430,876 29,000 459,876 
Jan, 1, ’54.... 428,125 36,600 464,725 
Feb. 1, °54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 *573,122 
Apr. 1, °54.... 540,156 64,000 604,156 


7Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 
*Revised. 
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404,788 | Tesults of the letters. 


306 | Trade Assn., continuing to forward 
963 | to the factories the serial numbers 












not to go beyond the Curtice let 
ter. 


Both Buick and Chevrolet said 
bootlegging is a problem for region- 
al offices. And Buick, despite d-- 
velopments at the Atlanta meeting, 
denied issuing any warnings or 
threats to dealers. 


Chevrolet and Buick made it clear 
that the handling of bootleggers in- 
volves corporation -level policy. 
That, obviously, would hold for the 
other divisions of GM. 


* x * 


N° FACTORY would admit that 
it had canceled any dealer for 
illegitimate sales practices, or that 
it was contemplating such a step 
in any instance. Dealer sources also 
say that no bootleggers have been 
canceled, to their knowledge. 

While the factories approached 
the problem in their own fashion, 
NADA continued its efforts to 
combat bootlegging at the na- 
tional level. 

NADA is still seeking a favorable 
opinion from the U.S. Department 
of Justice on its proposed anti- 
bootleg contract clause. Such ap- 
proval would insure that the manu- 
facturers would incur no criminal 
liability if territorial protection 
were again included in dealer con- 
tracts. 

Frederick J. Bell, NADA execu- 
tive vice-president, said that when, 
and if, Justice Department approval 
is obtained, NADA will seek per- 
manent legislation in the form of 
an amendment to antitrust laws, to 
place factories outside the danger 
of civil suits which could possibly 
be based on protected - territory 
arrangements. 

* * * 


Ba said it is NADA’s feeling 

that if the Justice Department 
puts its seal of approval on the 
proposed clause, it will also give 
Congress a favorable opinion when 
any such measure comes up for de- 
bate on Capitol Hill. 

NADA officials are still working 
feverishly on a legal brief to accom- 
pany the anti-bootleg proposal. It 
is hoped that the entire document 
can be presented to the U. S. agency 
later this week. 

Individual dealer associations 
and dealers also continue the war 
against bootleggers without letup. 

Chevrolet dealers in New Orleans . 
have devised a system which works 
as follows: 

By tracing serial and motor num- 
bers of new Chevrolets which turn 
up in bootleg channels, the dealers 
obtain the names and addresses of 
the dealers who originally obtained 
the cars from the factory. 


* * * 

A LETTER is then sent to the 

original dealer stating simply 
that certain cars (identified by 
serial number) shipped to him were 
sold illegitimately in New Orleans. 

No explanation is requested or 
complaint registered, but a foot- 
note indicates a copy of the let- 
ter has been sent to the Chevro- 
let zone manager and the sales 
manager at the home office. The 
procedure is repeated at the end 
of the month. 

The intent of the letter is to place 
bootlegging dealers under psycho- 
logical pressure. The association 
said it is too early to evaluate the 


The Philadelphia Automobile 


of bootlegged cars, reported that 36 
illegitimate transactions were re- 
corded in the most recent week. 

* * * 





Minn. State Official 
Warns Bootleggers 


ST. PAUL. — (UTPS) — All li- 
censed dealers in Minnesota have 
received a letter from Mrs. Mike 
Holm, secretary of state, outlin- 
ing the various causes for revo- 
cation of a dealer’s license. 

In the letter, Mrs. Holm pointed 
out that a license may be revoked 
upon satisfactory proof of either 
of the following: Sale of a new 
and unused current-model vehicle 
to anyone except for consumer 
use, or to a dealer duly licensed 
to sell the same make of vehicle. 
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Few Complaints Voiced in Poll... 


Small Dealers Report 
Sufficient New Cars 


(Continued from Page 3) 


on station or ranch wagon models. 

Bootleg cars can be purchased 
on two used-car lots in Everett, 
but they are being shipped in 
from Seattle, Denver and Salt 
Lake City. 


One dealer spent a day in Denver ‘dealers in the San Gabriel Valley 


just to see how the auction operat- 
ed, but not a single dealer felt that 
the dealers, by themselves, would 
be able to do anything about the 
practice. They unanimously agree 
that the manufacturers must re- 
duce production, or the franchised 
dealer will either sink or have to 
adopt the same methods himself. 

The two used-car dealers here 
are operating differently on sales 
pitches. One dealer puts them right 
out on the front of his lot and ad- 
vertises them, while the other 
dealer sticks them back in the rear 
of his lot, doesn’t advertise them, 


but shows them to prospects.— | 


(Homer Hathaway. ) 
Central Leulstene 


Most of the small auto dealers 
in central Louisiana are getting 


enough new cars and the desired | 


models, although a few are not. 

In one small city in central 
Louisiana, the Chevrolet dealer 
was well stocked with new cars 
and trucks. 


A few dealers take no trade-ins, | 


being overstocked on used cars and 
trucks.—(E. E. Gentry.) 


Berna, Ind. 


here indicate that some have seri- 


ous complaints about not getting | 
enough cars, or the wrong models. | 


However, the situation is better 
than last year. 

The Oldsmobile dealer in Berne 
said that not enough cars are com- 
ing in, although several new Olds- 
mobiles have been sold in Berne 
lately through unfranchised 
sources. 

The Buick dealer here had no 
complaint, but last year the situ- 
ation was bad. The same is true 
of the Berne Chevrolet and Ford 
dealers, although one Chevrolet 
dealer reports some “bootleg” 
Chevrolets still coming into town. 

The Geneva 
dealer has had no trouble this 


Tax Agents Close 
Braud Motor, 


Seize Its Assets 
CHICAGO. — Braud Motor Co., 


(Ind.) Studebaker | 








year in getting cars. The same is 
true of the Geneva Chevrolet deal- 
er.—(Simon Schwartz.) 

+ * - 


San Gabriel Valley, Calif. 


The consensus seems to be that 


have little trouble in getting enough 
new cars or the models they desire. 
None complain of a surplus. 

Clifford T. Nutt (Packard), said 
that he thought that all dealers in 
the San Gabriel Valley—except pos- 
sibly Cadillac—had been able to get 
all the new cars they wanted. 

Oliver E. Becherer (Buick), 
said that he thought the factories 
had been doing the best they 
could — that there had been a 
slight shortage in hardtops and 
convertibles, but that these are 
coming in satisfactorily now. 

J. H. Kindel, of Kindel Motors 
(Dodge-Plymouth), laughed at the 
rumor of smaller dealers not getting 
enough new cars, and called it 
“baloney.” He declared that the 
factories made too many cars in 
1953, and that dealers are still try- 
ing to sell ’53’s. 

Larry Wright, of Larry Wright 
Motors (Studebaker) declares that 


| the Studebaker factory treats him 
|well, and that he has just com- 


pleted a very satisfactory first year. 
A Hudson dealer reports little 


; trouble. He says that once in a 


while he can’t immediately get the 
desired model, but that he never 


|piles up a surplus because he ac- 
Interviews with several dealers | 





cepts only the cars he has ordered. 
—(G. W. Kline.) 
= 


* + 


Mid-Missouri 


Interviews with dealers.in several 
small towns indicates that they are 
getting plenty of cars. 

Tom Allman, president of Allman 
Motor Co. (Ford), Columbia, chair- 


| man of the industry relations com- 


mittee of the Missouri Automobile 
Dealers Assn., said that he didn't 
know of any dealers not getting 
enough cars. His information also 
indicated that most factories were 
cooperating to supply the dealers 
with the desired models and colors. 

Frank Keil, of Keil’s Garage 
(Chrysler - Plymouth), California, 
Mo., believes that more dealers 
are selling their surplus cars to 
bootileggers than not, and he be- 
lieves that it will ruin the 1954 
business. He said customers were 
asking too much for their trade- 
ins in the falling used-car mar- 
ket, which makes many possible 
deals unacceptable, and also an- 
other factor causing dealers to 


1510 N. Clark St., formerly a Ford| sell their extra new cars to used- 


dealership, was closed last week by 


the Federal Bureau of Internal | 


Revenue and its assets were seized 
to satisfy Government tax claims. 

Del J. Luippold, acting district 
director of the bureau, said the 
company owed the Government 
$15,000 for 1950-51 income taxes and 
approximately $26,000 in employe 
withholding taxes for the last quar- 
ter of 1951 and the years 1952 and 
1953. 

In addition, Luippold said, Irwin 
Braud, president of the company, 
and his wife, Margaret, owe the 
Government $35,000 in personal 
taxes for 1951 and 1952. 

Federal agents, working under 
Luippold, locked the company’s of- 
fices and posted a notice that the 
business was closed. An inventory 
of the company’s assets is being 
Made, and an auction is planned. 

Luippold said 23 cars, including 
three new vehicles, were found in 
the building, but ownership could 
not be immediately established. 


Second Show Scheduled 
In New Hampshire 


car dealers. 


Tipton Motor Co. (Ford), Tipton, | 
| Mo., 


reported that it had been 
getting sufficient cars, to supply the 
demand and that factory coopera- 
tion as to model and color was ex- 
cellent.—(L. H. Houck.) 

+ * +. 


Moline, Ill. 


Car dealers in Moline, East 


Moline, Silvis and Rock Island are | 
receiving an adequate | 


currently 
supply of cars, a survey reveals. 

Ford, Chrysler- Plymouth and 
Kaiser dealers were particularly 
satisfied with their treatment by 
the factory. 

However, most dealers loudly 
denounced bootlegging, which is 
very much in evidence on the 
main streets and which is well 
published in local newspaper ads. 
That the factories are investigat- 
ing bootlegging was indicated by a 
recent “invitation” given two Ford 
investigators to leave an auction on 


|the outskirts of Moline. The men 


had been checking engine numbers 


{on new Fords on the block.—(Bob 


MANCHESTER, N.H. — New| 


pshire residents who missed 
the North Country Auto Show 
Staged Apr. 3-4 at Dartmouth Col- 
lege still have a chance to see the 
hew models on display. 

The 1954 cars will be prominently 
featured Apr. 22-26 at Manchester 
at the “New Hampshire on Parade” 
exposition. 


Sands.) 


* x * 


Coral Gables, Fla. 


Small dealers around Miami have 
no complaints about getting enough 
new cars and the right models.— 
(George S. Connell.) 

x * 


* 


Erie, Pa. 


A check of small-town dealers in 
a 30-mile radius of Erie shows that 
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Japan Starts Building Seepinn 

Ready for service in Japanese industry and agriculture are these Jeeps assembled 
in Nagoya, Japan, by Mitsubishi Heavy Industries, Ltd. They are the first Jeeps pro- 
duced by the Japanese firm under an agreement with Willys-Overland Export Corp. 
A third of the components used in the vehicles is of Japanese origin. The other two- 
thirds are shipped from the Willys plant in Toledo. 





most dealers are getting all the 
new models they want. 

One Buick-Pontiac dealer said 
he is chronically short of Buicks, 
and a Kaiser dealer was unable 
to get a Manhattan model, 


Ford, Chevrolet, and Plymouth | 


dealers are well satisfied and are 
getting exactly what they order. 
Some dealers blame the bootleg 
situation on larger dealers.—(Paul 
Hackenberg.) | 


* 


Ti nets Ga. 





supply problem here. Every dealer 
contacted said, in effect, “We get 
cars when we want them, as many 
as we want, and the exact models 
we order.” 

The dealers agreed, however, 
that there is some bootlegging of 
cars in the area. One dealer pin- 
pointed the sale of bootleg cars 
at an auction market in Georgia. 

Another branded the talk about 
smaller dealers not getting enough 


|cars and larger dealers getting too 
|Mmany as “pure propaganda.” 

A survey of several dealers re- 
vealed that there is absolutely no} little trouble in this area last year, 


Another dealer said there was a 





but in towns smaller than Tifton.— 
(Pauline Stephens.) 
* + * 
Clinton, N. Y. 


A spot check of dealers in this 
area would indicate that half the 


dealers are not getting enough 
cars. 
Robert Nichols, of Nichols Ga- 


rage (Oldsmobile), says that new 
cars are coming through, but 
slowly. He added that the situation 
is improved over last year. 

He said that he received five 
cars in the previous two days. 
“All of them were sold earlier, 
and I’m waiting for three more,” 
he stated. 

Nichols asserted that “buyers will 
wait 30 days for a new car if they 
have been satisfied with your past 
service. After 30 days, a potential 
customer will go to the big-city 


>| dealer for his new car.” 


Charles Weaver, of Weaver 
Chevrolet, said that he was “not 
having any trouble selling all the 
cars he can get.” 

Arthur Cunningham, of Cunning- 
ham Sales and Service (Buick), 
said that new cars are coming 
through as fast as he can handle 
them this year. 

Then Cunningham stated, “It is 
true I have a waiting list of cus- 
tomers. But most regular customers 
don’t mind waiting if the smaller 
dealer has been giving them de- 
pendable and reliable service. 

“I am having a problem as 
concerns models. I understand 

the Riviera coupe has a quota of 
19 percent of Buick production. 
Yet my sales requests favor the 
Riviera coupe to the extent of 50 
percent. 

Fred H. Suppe, of Suppe Sales 
and Service (Dodge-Plymouth), 

said that he is not having any 
great difficulty in obtaining cars. 
He feels that the manufacturers 
are pushing cars at the dealers.— 
(E. L. Boutilier.) 
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MAKES GAS GO FURTHER. . 
.. smoother performance . . . 


add more “go” to getaways . . 


Every purchaser a satisfied customer. . . 


guaranteed to fit properly . Priced to bring big dealer profits. 
ORDER from your jobber now. Every system designed so factory 


replacement type mufflers can be used. 





| ffs 





they paid for 
by installing 





DUAL EXHAUST SYSTEM 


QUAL SYSTEM © QUAL HEADER SYSTEM 
OUAL SIDE exnaust “® 
J geNtAD PIPE 


ORIGINAL 
EXHAUST PIPE 





HEADER 
EXTENSIONS 





TWO GRAND 
mUPPLERS TWO GRAND. 
MUFFLERS 


every installation 
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New! Gin Cad Vad, 


FIBERGLAS* 
with low, mellow tone 
aT anata 
aiiae: ee 
Miaaenae 


Y ENGINEEREL 


a1 G.G: 


DIVISION OF GRAND SHEET METAL PRODUCTS CO. 


PACKED MUFFLERS 


STEEL 


VaR Aa ee ei: 


*Fiberglas (Reg. U. S. Pat. Off.) is a trademark of the Owens-Corning Fiberglas Corporation. 


GRAND AUTOMOTIVE PRODUCTS Dept. an-1 
2055 N. Ruby Street, Melrose Park, Ill. 


a DUAL EXHAUST HEADER SYSTEM 


. GETAWAY FASTER 
Today smart cor owners everywhere are getting more power 
; greater economy with Grand Dual 
Exhaust Systems and Grand Dual Exhaust Header Systems. They 
- give extra power to meet 
emergencies, extra speed for adventure. in addition, they increase 
horsepower up to 20% and stretch gas mileage 10 to 20%. 
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Genuine Renault factory 7 
parts can be obtained only 7 
from this depot or an au- 7 
thorized Renault dealer. g 


© Guaranteed 24-hour serv- 
ice 

® Liberal discount to ga- 

rages and service stations 


For your convenience A 
the OFFICIAL 


| 
ener RENAULT 
a ae 

' Has been relocated at 
: 32-65 60th Street, 









Parts price list, shop manu- 
al and technical dota avail- 4% 
able. Mail coupon below % 
today: é 


AAA AT 
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| Woodside 77, L. 1., N. Y. 


: Tel: AStoria 8-4500 





One out of ten Portland auto 
families owns two cars!” 


Yes, one-tenth of the families with cars in the ‘City of 
Roses”’ have two of them! 


USE THE OREGONIAN TO SELL 
THIS RICH MOTOR-MINDED MARKET! 


The Oregonion is way out in front of the Oregon Market's 
second newspaper with a daily circulation lead of 39,543. 
That's why The Oregonian is first in automotive advertising 
. . . first in sales! 
*Source: 1953-54 Port- 

land, Oregon Consum- 


er inventory — by Dan 
E. Clark I! & Associates. 


the Oregonian 


PORTLAND, ORIGON 
226.445 DAILY ¢ 285,142 SUNDAY 
Represented Nationally by Moloney, Regan & Schmitt, Inc. 


“Nuthin’s too good for Chadwick since he doubled 
tune-up profits with Carbon Blast Tune-up Service!” 
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Face is, you can more than double your tune-up 
profits with Carbon Blast Tune-up Service! And here 
are figures to prove it . . . According to industry surveys, 
an average charge for a minor tune-up runs $5.95, 
average labor costs, $3.00. That leaves you with a net 
profit of just $2.95 per job. 








Now, take that same $5.95, and add $1.00 per cylinder 
for blast-cleaning combustion chambers with the 
““Head-On” Carbon Blaster. For an eight cylinder car 
your charge for a Carbon Blast Tune-up amounts to 
$13.95. Deduct half for labor costs as before . . . even 
though the added time required for carbon blasting is 
negligible. That nets you a profit of $6.95 on every 
Carbon Blast Tune-up you sell! And at that rate the 
machine can pay for itself in a week! Sound good? It is! 
So contact your local Kent-Moore Distributor today! 




































On _10-Year Basis... 


$50 Billion 


Is Urged by Dietz 


(Continued from Page 2) 


business and are critically neces- 
sary.” 

Dietz said the traffic and high- 
way modernization program is one 
of the most serious peacetime prob- 
lems the Nation has ever faced and 
it must be attacked now before we 
fall “hopelessly behind.” 


“Such a traffic and highway 
modernization program,” Dietz 
said, “would be the surest meth- 
od of triggering a dynamic ex- 
pansion of the nation’s economy.” 

He explained this program would 
not only make possible a dramatic 
growth in the automotive industry 
and its related industries but also 
would open up virtually all other 
markets by encouraging the de- 
velopment of new communities and 
the increased use of automobiles 
and all other consumer durables. 


Dietz also urged American busi- 
ness to take the initiative in stimu- 
lating more consumer buying dur- 
ing this period of economic read- 
justment. 


“With consumer savings at 
their highest level in history, 
more than $200 billion; with in- 
come expected to approach $248 
billion in 1954, and with adequate 
credit available, we know that the 
consumer can afford to buy,” he 
said, “and we will respond to the 


right selling effort, the right | 


Chevrolet to End 
Plane Engine Job 


BUFFALO.—The Chevrolet avia- 
tion engine division in Tonowanda, 
N. Y., which employs more than 
2,000 persons, is expected to com- 
plete its Government airplane- 
engine contracts in June or July. 
Government work is all the plant 
does. 

The Government-owned plant has 
been making Wright 3,500-horse- 
power turbo-compound piston en- 
gines and Wright 2,700-horsepower 
piston engines. The Air Force said 
there was less need for these mod- 
els because the military had turned 
to jet engines, except for cargo 
planes. 

Wright Aeronautical Corp., Wood- 
ridge, N. J., will supply the engines 
required, the Air Force said. 

The Chevrolet plant is managed 
by A. R. Roskilly, who will be man- 
ager of the forge and foundry 
plants now being built in Tona- 
wanda. 


$100,000 Texas Fire 
WICHITA FALLS, Tex.—Damage 
was estimated at $100,000 or more 
last week after fire gutted the 
salesroom and garage of O. Mac- 
Donald Linceln-Mercury. 
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Road Plan 


products, the right prices and the | 4 


right facilities. 
“Never in all history has there 


been as good a designer, as good a| — 


producer, as good a salesman, and | 
as good a planner as the American 
businessman,” Dietz explained. “If 
he has not been following too many 
forecasts or if he has not lost his | 
past gumption for some other rea- 
sons, We can rely on him to come 
through again.” 

He said a social revolution has 
taken place in America in the last 
eight years. There has been an ex- 
plosive growth in population. 

“The American consumer market 
which we can and must expand is 
a family market. We must sell the 
consumer through the benefits 
products will bring to his home and 
his family,” Dietz concluded. 
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K-W Dealers in Chicago Band 
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Tubeless Tire— 
Firestone’s new nylon 


“500” 
tire is said to run cooler, wear longer and 
provide a greater safety margin under 
high-speed and hot-weather driving condi- 
tions. The third in a line of tubeless tires 
introduced by Firestone, it uses high-ten- 
sile-strength nylon and race-tire construc- 


tubeless 


tion principles. 
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Together— 


The 44 Kaiser-Willys dealerships in Chicago have formed an association and 


elected as officers (from left), Al Paps, president; George Koupal, vice-president; Joe 
Buttita, secretary, and George Gorman, treasurer. 


What Is Cost 





of New Car? 


PAA’s Klugh Warns that Many Dealers 


Overlook Their 


HARRISBURG, Pa.—Many 
dealers who are selling cars at cut- 
rate are making a big mistake be- 
cause they believe the cost of their 
cars is the factory invocie price, 
says C. S. Klugh, general manager 
of the Pennsylvania Automotive 
Assn. 

Klugh says many of these 
dealers have failed to determine 
the fixed cost of overhead not 
covered by service profit on such 
items as advertising, makeready, 
salaries, and new-car warranty 
and policy allowances. 

In the association bulletin, Klugh 
says it now is more important 
than at any time since the war for 
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Conway Opens Cadillac Firm— 


Cleveland's third Cadillac dealership has been opened by Leo Conway, a veteran 
auto dealer, with an investment of $500,000. The new firm, Conway Cadillac Co., is 
located at 3580 Leed Rd., Shaker Heights, The sales showroom, pictured here, features 
an outdoor look, increased by the generous use of glass, natural stone walls, slate 
floors and redwood trim. Robert Conway, is sales manager, and Robert Fuller, service 
manager. 





Own Overhead 


dealers to do something about — 
service absorption. 


Another tip he offered relates to 
fixed overhead. 

“In the years of high profits 
from sales, many items of expense 
have sneaked in the back door, 
Klugh says. “It’s time to analyze 
every expense item, then pattern 
your expenses in accordance with 
eareful planning for anticipated 
business. 

Klugh warns dealers to watch 
closely the performance of their 
various departments. “If one of the 
departments is not performing as 
well as it should,” he says, “the 
dealer should get busy and find 
out why and do something about 
converting the loss into a profit 
from the department.” 

In order to realize reasonable 
profits from their sales, Klugh 
suggests that dealers ask them- 
selves the following questions: 

1. Were the cars oversold from 
a price standpoint, or was the 
customer buying more automo- 
bile than I should have sold 
him? 

2. Did I overallow on the used 
car? Did I overallow to provide a 
one-third downpayment? Did I 
determine the actual amount of 
money in the used car? 

3. Did I check the customer's 
credit standing? 

4. Did I consider the customer’s 
ability to pay? 


Fire at Virginia ‘Motor 
Causes $500,000 Loss 


NORFOLK, Va.—Virginia Motor 
Co., which sells Studebaker and 
Packard cars, suffered a loss of 
nearly $500,000 in a fire which des- 
troyed 60 new cars inside the build- 
ing and charred six cars parked 
near the dealership. 

The greater part of the two-story 
building was consumed by the 
flames. No cause for the blaze wes 
given, 
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Aid Maker’s Competitive Position .. . 





Kaiser Workers Cut Pay 10% 


(Continued from Page 2) 


International Education Conference 
in Chicago last week was that the 
proposed guaranteed ANNUAL 
wage would be a 52-week proposi- 
tion. 

Despite some scoffing that the 
UAW added little to what had 
becn said by UAW Research Di- 
rector Nate Weinberg weeks be- 
fore, some observers assumed 
that the GAW discussion was an 
important contribution to the 
“education” of auto workers who 
might have to “hit the bricks” in 
1955 to fight for the GAW. 

Speculation arose again that Ford 
Motor Co. would be selected as the 
“guinea pig” for the GAW. This 
thinking was based on: 


1. Reports of a secret meeting 
between Walter Reuther, CIO and 
UAW president, and Ernest Breech, 
Ford executive vice-president. This 
was denied by both sides. 


9 A SURVEY of ranking union 
* officials at the Education Con- 
ference. 

8. The idea that it is Ford’s 
“urn.” General Motors was the 
target last year for improvement 


of the long-term contract, and 
Chrysler led the way previously 
in granting the pension plan after 
a lengthy strike. 

4, The belief that Chrysler work- 
ers, because of the protracted lay- 
offs this year, are on the ropes 
financially and would be unable to 
stand a strike. 

5. The report that GM was prom- 
ised that it would not be the 
“guinea pig” in exchange for capit- 
ulating last year. 

6. The belief that Ford Motor Co. 
would be more reluctant to become 
involved in a crippling strike be- 
cause of its current sales battle 
with Chevrolet. 

* * * 

PEAKING at the conference, 

Senator Hubert Humphrey, Min- 
nesota Democrat, gave union lead- 
ers additional ammunition in their 
drive for worker security through 
the GAW and other plans. 





Humphrey detailed the progress 
being made by Ford and GM in 
the field of automation. He men- 
tioned Ford’s “fantastic pushbut- 
ton plant” in Cleveland which 
performs a job in 14 minutes that 
formerly took nine hours. 

Factory spokesmen have fre- 


New-Car Sales in April 
May Top 500,000 Mark 


(Continued from Page 1) 


the auction picture has been only 
$32, however. 

The most popular models—’49s, 
‘0s and ’5is—are still selling at 
prices higher than they were 10 
weeks ago. 


The ’51s last week, after a $10 
drop to $776, were holding $2 bet- 
ter than the price of 2% months 
ago. An increase of $12 was chalked 
up for ’50s last week, bringing them 
to $579, about $10 better than they 
were 10 weeks earlier. 

The ’49s, which averaged $425 at 
the earlier point, stood at $429 last 
week, despite a $10 drop from the 
previous week’s figure. 

* + * 


IGGEST loss of last week was 
$63, charged against ’54s. That 
“brought the index price down to 
$2,083. Other losses were: ’47s, down 
$16 to $214; ’48s, down $7 to $267, 
and ’52s, down $1 to $1,088. 

The only model to show a gain, 
aside from ’50s, were ’53s, which 
went up $13 to $1,479. That was 
the first increase for ’53s in nine 
weeks. 

Although official figures for 
March are not yet available, un- 
Official estimates in some quarters 
put the total as high as 498,000. The 
consensus is, however, that the 
March total will fall somewhat 
nearer the 450,000 mark. 

* + 7 


BUARKET reports show increas- 
ing new-car sales in Toledo, 
Akron, Washington, Birmingham, 
Ala., Pittsburgh, Dallas, Houston, 
and other cities. 

Individual new-car dealers say 


First Oldsmobile Leaves Texas 


showroom traffic continues to in- 
crease, parti in the eve- 
nings, with the longer daylight 
hours of April drawing families 

into ‘the dealerships. 

In the used-car market, the price 
spread between models after last 
week’s adjustments was (previous 
week’s spread in parentheses): '54 
to ’53, $604 ($680); ’53 to ’52, $391 
($377); ’52 to ’51 $312 ($303); ’51 to 
50, $197 ($219); ’50 to °49, $150 
($128); ’49 to ’48, $162 ($165), and 
48 to ’47, $53 ($44). 

e ~ 


* 


Independents, GM Sell 
Bigger Detroit Share 


DETROIT. — The independents | : 


and General Motors grabbed a big- 
ger share of the new-car market in 
Wayne County during March. 

The independents, which split 3.77 
percent of the market in February, 
boosted their penetration to 4.53 
percent in March. GM garnered 
47.22 percent of the market last 
month, compared with 43.11 per- 
cent in the previous month. 

Chrysler Corp., which claimed 
1L06 percent of the February 
market, was down to 9.23 percent 
last month, and Ford Motor Co. 
dipped from 42.06 to 39.02. 

Sales by make in Wayne County 
were: Ford, 5,162; Chevrolet, 3,432; 
Buick, 1,598; Mercury, 1,087; Olds- 
mobile, 1,076; Pontiac, 872; Plym- 
outh, 810; Cadillac, 769; Dodge, 326; 
Packard, 298; Chrysler, 244; Nash, 
208; Lincoln, 155; Studebaker, 134; 
DeSoto, 133; Hudson, 54; Kaiser, 
16; Willys, 13; Henry J, 1, and mis- 
cellaneous, 16. 








Plant— 


P Witnessing the start of Oldsmobile production at the Buick-Oldsmobile-Pontiac plant 
® Arlington, Tex., are (from left), H. C. Gepp, Oldsmobile’s Dallas zone manager; E. 
€ Klotzburger, general manager of the plant, and C. F. Deist, southwest regional 
"anager for Oldsmobile. The Arlington plant is the seventh BOP pliant to assemble 
Oldsmobiles in the U.S. Approximately 57 percent of total production comes from 
these plants, while the rest comes from Lansing. 


quently said that automation will 
not seriously reduce jobs in the 
long run. 
* * 

N THE auto dealership labor 

scene in Detroit, the situation 
appears to be settling down to a 
question of whether AFL salesmen 
can persuade all dealers to bargain 
as a single unit with the union. 

Henry Lower, business agent 

for Teamsters Local 376, said that 
he had now decided to petition 
for National Labor Relations 
Board elections at 11 dealerships, 
mostly Ford and Chevrolet. 

Said Lower, “After we have a few 
elections, I think the rest of the 
dealers will realize our strength, 
throw in the sponge and let the 
Detroit Auto Dealers Assn., or a 
similar outfit, handle their bargain- 
ing. Our aim is a universal contract 
for all dealers.” 

* + + 


ne has stoutly maintained a 
“no comment” attitude on the 
entire organizational program. 


Arthur Stringari, counsel for the 
Ford, Lincoln-Mercury and Buick 
dealers in Detroit, said that it would 
be extremely unlikely that Detroit 
dealers would ever agree to sur- 
render their bargaining rights to 
any group or individual. 


He declared: “Each dealership 
is a separate entity and, as such, 
will bargain separately with its 
employes. 

“For instance, while I represent 
the Ford, Lincoln-Mercury and 
Buick dealer associations on nu- 
merous legal matters, when it comes 
to employe problems, I go to work 
for the individual dealer.” 

Secretary of Labor James Mitch- 


" 





Kansas Auto Show Proves Success— 


More than 15,000 visitors flocked to the Kansas Auto Show in Hutchinson, Kans. 
The show lasted two days and offered many attractions, beside the current models 


and dream cars. 


ell last week notified the Detroit 
salesmen’s union that it now was 
“in compliance” with NLRB, which 
means that the union may now 
make use of all NLRB machinery. 


* * * 


HE union also sent the follow- 

ing letter to 201 dealerships in 
which it claims to represent at least 
30 percent of the salesmen: 

“Please be advised we have 
been designated authorized bar- 
gaining agent by your majority 
salesmen, 


“We will appreciate an oppor- 
tunity at your earliest convenience 
to discuss contract terms. I think 
they will be mutually beneficial. 
Sincerely yours, Henry Lower.” 

A union official said this letter 
was necessary to get either the 
agreement or refusal of each em- 
ployer to bargain before an NLRB 
election could be requested. 

* * * 


ANWHILE, there has been 
union activity among the shop 


employes of auto dealerships in 


Louisville; Everett, Wash., and 
Bogalusa, La 

Garage and maintenance work- 
ers at Louisville Motors (Ford), of 
Louisville, voted 35 to 18 against 
union representation in an NLRB 
election requested by the AFL Ma- 
chinists and AFL truck drivers. 

An NLRB regional director, 
whose rulings carry the authority 
of the NLRB in Washington, has 
certified the AFL Machinists as 
the representative of the shop 
employes at Everett Auto Co. 

(Chrysler-Plymouth), of Everett, 
following a 10-to-0 victory by the 
union. 

In Bogalusa, NLRB has over- 
ruled objections filed by the em- 
ployer and has certified the AFL 
Machinists as bargaining agent for 
the shop employes of Guidry’s 
Auto Service (Kaiser-Willys). 


Lockney Appointed 
Guaranty Chevrolet Motors, Santa 
Ana., Calif., has appointed Marty J. 

Lockney as general manager. 













ARO "Storm-King" — Finest 2- 
ply Fabric — for used car recon- 
ditioning on older cars. | 

ARO “Regal™ — Lowest priced 
3-ply Fabric. Guaranteed fit and 


workmanship. 


ARO "DeLuxe" — Finesf®3-ply 
Fabric — for better used cars and 


customers’ service. 


1089 COMMONWEALTH AVE. 


Who's your nominatio 


Gehrig, Grover } 
star? Picking the top player Is 


to REPLACEME 
them all — 


ARO 


tops. 


a? Babe Ruth, Ty Cobb, 


d Alexander, or som 
Qa hard, but when it comes 


NT CONVERTIBLE TOPS, one name tops 


ARO "Kilty’ 


me other 


is the pioneer and the 


world’s largest maker of re- 
placement convertible tops — 
with a COMPLETE line for every 
convertible model from 1928 on. 
The ARO line includes: 


ARO “Aristocrat™ — Finest 5- 
ply Fabric — last word in quality 


* — The new sensa- 
tion! 5-ply top — in 9 authentic 
Scotch plaids. 

ARO PADS, TOPS & REAR QUAR- 
TERS. ARO Plastic PROTECT-A-TOP 


— Heavy duty, transparent cover. 
NOTE: ALL ARO TOPS ARE MADE OF 


HAARTZ FABRIC EXCLUSIVELY 


PHONE, WRITE OR WIRE FOR MONEY MAKING DEAL 


ARO TOP SALES CO. 


Telephone: Algonquin 4-5250 


BOSTON 15, MASS. 
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Millionth Power Steering Unit— 


At general Motors’ Saginaw steering gear division, W. H. Doerfner (left), general 
manager of the division; Joe Thomas, assembly line foreman, and J. C. Helveston, 
manager of the division's plant No. 2, inspect the millionth power steering unit as 


it comes off the assembly line. The first unit was produced Nov. 28, 1951. 





ATA Backs Bill to Aid 


Financing of 


WASHINGTON.—The American 
Trucking Assns. is supporting an 
amendment to the Interstate Com- 
merce Act which would facilitate 
financing by motor carriers and 
lessen the risk of those lending 


Car Ownership 
Keeps Gaining 
In Omaha Area 


OMAHA, — Car ownership con- 
tinues to gain in the Omaha retail 
trading area, according to a con- 
sumer analysis conducted by the 
Omaha World-Herald. 

The survey covered 90,464 families 
in Omaha and Council Bluffs, Ia. It 
showed that 81.3 percent own cars, 
compared with 81.1 percent last 
year, 78.0 percent in 1952 and 66.6 
percent in 1950. 

Chevrolet was most popular, with 
26.4 percent of the families owning 
that.make, Other preferences were: 
Ford, 17.1; Plymouth, 11.8; Pontiac, 
8.0; Buick, 6.2; Dodge, 4.7; Stude- 
baker, 4.6; Oldsmobile, 4.0; Mer- 
cury, 3.5; Nash, 2.8; Chrysler, 2.4; 
DeSoto, 2.4; Hudson, 2.0; Kaiser, 
1.2, and Packard, 1.1. No other 
make had more than 1 percent. 

Some 42.4 percent of car-owning 
families bought their autos new. 

Of all cars, 16.6 percent were pre- 
war models. Most frequently owned 
were 1950 models, which comprised 
17.1 percent of the total. 

More than one car in the house- 
hold was reported by 10.4 percent 
of all families, a slight decline from 
last year, when 11.2 percent owned 
more than one car. 

Among the families questioned 
on vacations, 80 percent said they 
would travel by auto. 


French Licensee 


To Make Jeeps 


TOLEDO.—An agreement, open- 
ing up foreign markets not now 
available because of dollar short- 
ages for Jeeps and other Willys- 
built four-wheel drive vehicles, has 
been signed between Hotchkiss & 
Co, of France and Willys-Overland 
Export Corp., it was announced 
here last week. 

Under the agreement, Hotchkiss 
will manufacture and sell Willys 
vehicles and parts in France. This 
company will also serve as a sup- 
plier of parts and vehicles to Willys 
distributors within the French 
Union. 

Hotchkiss will also have rights 
under the off-shore procurement 
program to sell parts manufactured 
by them, and the agreement will 
include technical assistance fea- 
tures similar to those in the re- 
cently negotiated Japanese license 
agreement, he added. 


Bank Elects Wyman 


E. Frank Wyman, owner of 
Rochester Motor Sales, Rochester, 
N.H., has been named a director 
of the First National Bank of 
Rochester. 


Trucks 


money on trucking industry equip- 
ment. 

The amendment, said ATA, would 
assure financial institutions that 
the first lien on the equipment, if 
properly recorded in one state when 
the loan was made, would take 
precedence over other liens with- 
out any further recording being 
| necessary. 
| Hearings on the bill (S-3185) 
were held last week by the land 
transportation subcommittee of the 
Senate Interstate Commerce Com- 
mittee. 

James F. Pinkney, ATA general 
counsel, told the subcommittee that 
financial institutions have in many 
cases been reluctant to lend money 
to motor carriers on equipment be- 
cause it is virtually impossible for 
their attorneys to establish the 
effectiveness of lien recordation 
under existing state and local laws. 


Harp Takes H elm 
Of Philadelphia 


Service Group 


PHILADELPHIA. — R. A. Harp 
has been elected president of the 
Philadelphia Automotive Service 
Assn, for 1954. Also elected were C. 
E. Cage, first vice-president; Walter 
Sperry, second vice-president; Jack 
K. Montgomery, secretary, and R. 
H. Erny, treasurer. 


Named to the board of directors 
were A. T. Brown, Frank Gibble, 
Wm. J. McAnespey, Barney Naden, 
James W. Schaffer, Donald W. 
Smith, Eldon Smith jr., and 
Charles Woeber. 


The membership committee will 
consist of McAnespey, who is chair- 
man, Brown, Al Claus, Walter Darr, 
Gordon Davis, Ralph Eckloff, 
George Frey, Gibble, Dan Havas, 
Jim Howell, Gabe Jannelli, John 
King, Bill Klasen, E. B. Krausen, 
W. E. Mcllroy, D. Passalacqua, 
Schaffer, Eldon Smith sr., Al Torker 
and B. J. Wilber. 

Selected for the safety committee 
were Erney, chairman; Russ Bis- 
chof, Brown, Claus, Al Costella, Jim 
Lyons, Montgomery, Naden, Schaf- 
fer and Walter Sperry. 


John A. McCuen was picked as 
chairman of the by-laws commit- 
tee. Assisting him are McIlroy, Earl 
Mylecraine, Naden and Eldon 
Smith sr. 


Ward LaFrance 


Promotes Tracy 


ELMIRE, N.Y.—F. Norman Tracy 
has been named vice-president and 
general manager of Ward La- 
France Truck Corp. in a series of 
promotions announced by J. G. 
Grossman, president. 
| Tracy joined Ward LaFrance in 
|1945 as district sales manager. 
Since 1951 he had been sales vice- 
president. 

Other appointments are those of 
E. L. Decker, sales manager; John 
J. Valego, purchasing agent, and 
Robert C. Hill, assistant to Tracy. 





| Room 1021, 7 W. Madison, Chicago 2, 


Government to Air 


Jobber Pay Plea 


WASHINGTON. — Harry Weiss, 
assistant administrator of the wage 
and hour and public contracts divi- 
sion of the Labor Department, has 
called a meeting Apr. 27 to discuss 
the National Standard Parts Assn.’s 


ae dia 


petition for exemption of automo- 
tive retail and service establish- 
ments from minimum wage and 
overtime requirements. 

The petition was filed Feb. 16 on 
behalf of all independent automo- 
tive wholesalers. 

“Among the factors which must 
be considered in arriving at a de- 
termination of what sales and serv- 
ices are recognized as retail in the 


WANT AD DEPARTMENT. 


industry,” Weiss said, “are tie 
views and practices of the mer.- 
bers of the industry, including r»- 
tailers, wholesalers, distributors a: d 
manufacturers.” 

Representing the association t 
the meeting will be James *. 
Flanagan, wage and hour specialis 
of NSPA’s legal counsel, and Hen 
Trauscht, of Evanston, Ill., form.» 
NSPA director. 
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HELP WANTED 


ACCOUNTING SUPERVISORS. Location— 
San Francisco, California (1), Detroit, 
Michigan (1). Thorough knowledge of 
automotive accounting required and abil- 
ity to install dealer company records, 
instruct office personnel and perform pe- 
riodic examinations. Position involves 
traveling. Automobile and traveling ex- 
penses. All replies in strictest confidence. 
Applications giving complete information 
regarding employment record, age, ex- 
perience and recent snapshot will be an- 
swered. Box 3700, c/o Automotive News, 
Detroit 26. 


SALESMANAGER 


Oklahoma Dodge dealership in one of 
State's largest cities. Want a man who can 
take complete charge of sales and produce. 
We have a 250 unit contract, so we do not 
need a man who has been with a ‘1200 car 
dealer’ nor can we pay a ‘$12,000 salary". 
We do need a man who can hire and work 
salesmen and sell cars and trucks at a 
profit, not a big profit, but ‘‘wash out” 
with some ‘‘net’' on most deals. We do not 
want a magician, just a sales-manager. We 
are not looking for a “hot shot", we want 
a man that can sell and still keep us in 
business, we have been here a long time 
and want to stay. Write giving full details to 


Box 3710, c/o Automotive News, 
Detroit, 26. 


USED CAR MANAGER, Must be strong 
closer, General manager experience pre- 
ferred. This spot will take you to the 
top in our organization. Opportunity for 
man willing to settle in Washington, 
D.C. State age, experience and when 
you can start. Box 3685, c/o Automo- 
tive News, Detroit 26. 

WANTED—AGGRESSIVE parts manager 
for medium sized GMC truck agency in 
southwest. Must be experienced. Excel- 
lent opportunity with growing concern in 
healthful climate. Reply giving full re- 
sume including references. Box 3690, c/o 
Automotive News, Detroit 26. 


MANAGERS WANTED for new, volume 
Ford dealer, metropolitan Chicago. Sales 
managers, truck manager, parts and 
service supervisor. Salesmen: new and 
used cars, parts and service. Excellent 
opportunities with new organization, Box 
3675, c/o Automotive News, Detroit 26. 


SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 
with tep-rated national concerns for men 
experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


EMPLOYMENT COUNSEL, INC. 
ul. 


COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 








HELP WANTED 


AUTOMOTIVE PARTS SALESMEN 
Permanent—Productive 


% Field: New car dealers 
weE jence: 2 years outside automotive 


s 

* t 12 1 
Gena $8,000 to $12,000 yearly— 

*% Protected territories 


% Substantial guarantee plus commissions 

*% Use of company car 

Write sales experience with business 
ences to 


Lee Rodgers and Compen 
4076 West Richfield Rd., West Richfield, Ohio 


refer- 


POSITION WANTED 
To entourage this assificat 
berefit of of employing 


Wanted Ads are @ 


ates famey 


SALES MANAGER AVAILABLE to dealer 
overstocked with new and used cars. 
Will organize dealership to operate prof- 
itably. Past record froves efficiency. 
Excellent background of experience. Can 
handle and train men interested in 
future with chances to buy interest. 
Twenty years’ experience all phases. 
Presently employed. Sales manager same 
firm since 1949. Age 40, single. Will 
consider ‘‘Big 3’’ U. 8S. or Canada. 
Write to Box 3676, c/o Automotive 
News, Detroit 26. 


BUSINESS MANAGER - ACCOUNTANT 
with Ford and Chevrolet volume opera- 
tion experience. Good accountant. Quali- 
fied to organize office and assist man- 
agement in operation analysis. GM 
business minagement experience. Box 
3627, c/o Automotive News, Detroit 26. 


CONTROLLER, 38, capable of assuming 
full responsibility for all accounting 
functions, tax returns, financial state- 
ments, daily controls, internal audits, de- 
partmental coordination, training office 
personnel. A mature executive, an out- 
standing accountant with extensive tax 
experience and an advisor for controlling 
expenses. Philadelphia, New York or 
New England region. Write Box 3701, 
c/o Automotive News, Detroit 26. 


GENERAL SALES MANAGER — Hiull- 
Dobbs system. Seek opportunity with 
Ford or Lincoln-Mercury dealership with 
volume or potential volume. Presently 
general sales manager of volume Ford 
dealership on eastern seaboard. Accus- 
tomed to handling 1,100 plus new units 
per year. Realistic used car merchan- 
diser. Experienced with ‘‘four letter’’ 
dealer with excellent record. College 
graduate. Naval officer during WWII. 
Write Box 3691, c/o Automotive News, 
Detroit 26. 


THOROUGHLY CAPABLE Chevrolet ac- 
countant desires change to management 
of office. Box 3692, c/o Automotive 
News, Detroit 26. 


MANAGER, SEVENTEEN years’ Chevro- 
let experience. Prefer southeast. Chester 
Edwards, 618 McRorie, Lakeland, Fila. 


GENERAL MANAGER OR sales manager, 
35 years of age with 12 years automobile 
experience. Factory and retail experience, 
district manager for factory and general 
manager of a large city dealership. Can 
assume full responsibility of operating 
eny size dealership. Midwest location 
preferred. Contact E. F. Austad, 5732 
James Ave. S., Minneapolis, Minn. 


DEALERSHIPS AVAILABLE 


COLORADO DEALERSHIP AVAILABLE 
handling Chrysler-Plymouth, 100 car, 
small city near mountains in prosperous 
trading area. Excellent modern facilities 
—buy or lease near new building. Box 
3693, c/o Automotive News, Detroit 26. 


LOS ANGELES AREA handling popular 
high profit line. 1953- return on in- 
vestment—$19,000 net. Low ‘nvestment 
required. Excellent lease available. Must 
qualify with factery. Write Box 3671, 
c/o Automotive News, Detroit 26. 


AVAILABLE—NOW handling Ford fran- 
chise. Small town central Ohio. Buy 
leasehold, inventory, tools, equipment. 
No used cars or receivables. Can finance. 
Box 3696, c/o Automotive News, Detroit 
26. 


AGENCY HANDLING STUDEBAKER, 
northeast Indiana. Low rent and over- 
head. Owner has other interests and 
will finance right party. Box 3636, 
Automotive News, Detroit 26. 

HANDLING CHEVROLET—1,500 cars up- 
ward. Very profitable. $400,000 required. 
Others. Maslen, Bar Building, White 
Plains, N. Y. 


! 
| 


DEALERSHIPS AVAILABLE 


HANDLING FORD — Small town north 
central Washington state. Orchard, cattle 
and lumbering country. Wonderful hunt- 
ing and fishing. Successful dealership 
operation for past 25 years, In the black 
straight thru the thirties. 1953 volume 
$194,000. Net profit $15,000. Service ab- 
sorption 105%. New building, Will keep 
used cars, accounts, etc. No blue sky. 
New owner can buy or rent building. At 
actual inventories, depreciated figure on 
equipment, etc. approximately $22,800. 
Reason for selling, buying larger deal. 
You must qualify with factory, Write 
Box 3695, c/o Automotive News, Detroit 
26. 


HANDLING CHEVROLET - CADILLAC 
dual in midwest. Owner taking over 
larger deal, Gross 1953—$700,000. Good 
community in the middle of excellent 
farm land and well financed industry. 
Will sell on the right basis but you 
must have cash and qualify. No real 
estate, used cars, or receivables. This 
deal has been good to me and is on top 
of all competition in zone of influence. 
Replies confidential. Box 3694, c/o Auto- 
motive News, Detroit 26. 


AGENCY HANDLING DeSOTO - PLYM- 
OUTH in southern California. 100 car 
deal. Excellent climate — stable market. 
Will sell or lease modern building. Buy 
parts and equipment only. Terms to suit 
buyer. Box 3660, c/o Automotive News, 
Detreit 26 


DEALERSHIP AVAILABLE: Agency 
handling Buick and _ International in 
prosperous Ohio county seat city of 7,- 
000. Only parts and equipment need be 
purchased. Owner retiring. Long time 
lease available on new modern showroom 
garage. $30,000 full price. Box 3702, c/o 
Automotive News, Detroit 26. 


T’EALERSHIP AVAILABLE. Agency for 
sale handling Dodge-Plymouth in eastern 
Pennsylvania. New cars sold last year 
were 300 with gross sales of $1,500,000. 
New, modern building 17,000 square feet 
floor space. Box 3697, c/o Automotive 
News, Detroit 26. 


DEALERSHIP — LEADING independent. 
$550,000 gross in 1953. Fast growing 
midwestern city — 125,000 trading area. 
Equipment and parts worth $25,000. Sell 
for $12,500. Lease or sell 10,000 square 
foot, brick building. Leo Matysik, Agent, 
Belleville, Ill. 


DEALERSHIP HANDLING Lincoln-Mer- 
cury, Ohio city 20,000 population, draw- 
ing area 50,000. 150 car deal. Well 
established. Excellent buildings and show- 
rooms. Low lease. Will sell for parts 
and equipment. Owner has other busi- 
ness interests. Can have immediate pos- 
session. Box 3698, c/o Automotive News, 
Detroit 26. 


HANDLING NASH SALES and service 
with showroom and large service garage 
with A.A.A. towing service; centrally 
located in city 20 miles from Harrisburg, 
Penn.; has additional ground 120x100 
same unit; grossing 7 months $95,110 
profitably. Asking complete $77,000 
Rendlog Sales Co., 1775 Broadway, New 
York City, Plaza 7-5345. 


AGENCY HANDLING DODGE - PLYM- 
OUTH in leading Monongahela Valley 
town south of Pittsburgh. 100-150 units. 
Partners disagree. Will be sold to high- 
est bidder within 30 days. Lease avail- 
able on real estate or will sell outright. 
Factory approval necessary. Trained 
personnel will stay. Box 3703, c/o Auto- 
motive Wews, Detroit 26. 


MARYLAND DEALERSHIP handling Ford 
and Mercury 32 years. Will sell or lease 
modernistic building, excellent equip- 
ment including body shop and vulcaniz- 
ing shop. Inventory or lump sum. Fac- 
tory approval necessary. Owner retiring. 
_ 3704, c/o Automotive News, Detroit 
6. 

DEALERSHIP HANDLING Packard, one 
of Texas’ largest cities. Big potential and 
allotment. Attractive lease available. 
Parts and equipment at inventory. No 
used cars or accounts receivable to buy. 
— 3705, c/o Automotive News, Detroit 

SMALL DEALERSHIP HANDLING De- 
Soto-Plymouth in a prosperous central 
Illinois farm and industrial community. 
New, modern building, equipment, parts, 
office furniture, the works—$23,000. 10 
years’ in business—sold 75 new cars in 
1953. Box 3709, c/o Automotive News, 
Detroit 26. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 
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. » EALERSHIPS AVAILABLE DEALER SERVICES PARTS FOR SALE MISCELLANEOUS , 
. QUTSiANVING DEALERSHIP handling LIQUIDATION ($5,300 dealers cost) new | ENGINE REBUILDING — Crankshaft is 
i Chevrolet in Massachusetts — available INVENTORY SERVICE Packard parts. Body trim and mechan- grinding and metalizing. John P. Hughes 

due ‘© illness. Our organization is large ical items. None older than 1950, also Motor Co., Inc., 800 Commerce St., ® 
j yolume account and buyer should be Parts and Accessories 1953 radios and accessories. Sacrifice lot| Lynchburg, Virginia. uto 

qualiied to handle sale of 125 new cars @ CERTIFIED REPORTS @ for $1,500. For inventory list, wire Rob- 
t and ‘50 used cars per month. Must se- | Ge: the facts now —find out if you are in ert W. Jones,*600 E. Main St., Roch- 


With BRAKE HOOK-UP 


= ‘hevrolet approval. Buyer required shape for ‘54. Obsolescence and shortages can ester 5, N. Y. 





. @ pur chase only parts, accessories, tools, kill profits so don't wait for the year end to ~ 
nt, furniture and fixtures, ‘no ac- CROSLEY PARTS. Service Motors, Box 7, Our New Model $mz45 LESS 
t sa receivable oF labilities included | '®#"" how this department is operating. Elmont, New York. ONLY ee 51 GUIDE 
y in sole. Will sell or lease real estate Dealers say our analysis and testing of CABLES 
r necessary to operate this business, 1953 procedures alone worth cost of Inventory eth any oo fe: Meets 1.C.C. Strength Requirements 
earnings were $244,000 before taxes. | Full time experts. No pick-up part time help. — 
S Minimum cash investment of $400,000 Automotive Inventory Service Co. F QR £ FE e@ , @ e 


wired, Your inquiry treated confidenti- ss . 
tiy. Address Box 3679, c/o Automotive | 10040 Freeland Detroit 27, Mich. WE 3-6445 


News, Detroit 26. 


COMPLETE with 
Guide Cables and 561 as 
BRAKE HOOK-UP .......... ; 


LEAD IN SALES... 
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WAEEING Dodge - Plymovth in Puget INVENTORY SERVICE P A R T S VALUE AND... Meets All 1.€.C. Requirements! 
Sound area, 1953 sales — $679,000, No PARTS, ACCESSORIES & EQUIPMENT PE SPECIAL 
sal estate, used curs or accounts re. | MODEL, YEAR & OBSOLESCENCE REPORTS ' RFORMANCE - _ 
Scivable to buy. Good reasonable leases. fast cavciens sandered CATAL @) G Protecto Covers (Tallor Made) ....$6.95 
Rerca, Magus contidenticl, Bee sest,| alse ca NVENTORY CO. INC , ee a ee ae cit ae 
~ aoe tee - , ED | Y ee . La Wholesale Stock SAFET 4 
Automotive News, Detroit 26. irgest ie Stocks 'Y CHAINS, set of 2, only ....$2.50 
Fata 1916 E. 79th St. ESvex 5-900 Chicago 49, Ill.| 8 of GM Parts For Cannot Be Matched ° e ° 
1380 Penobscot Bid Detroit 26, Mich. ® Buick 
DEALERSHIP WOodward 2-8242 © Codilinc At Any Price GET ACQUAINTED OFFER 
AVAILABLE ras © Oldsmobile Write Today For WANTED!!! 
+e Li i , south sasinsclaasiiip ep cegensenieatehamg temas tgipee natalia iitnet , © Pontiac Illustrated Catal 000 
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JACK J. BLANK 


if You are interested 


~ than Ventshades 


VENTSHADES MAKE ANY CAR A BETTER CAR 


FRESH AIR WHEN IT RAINS 


Ventshades allow windows to be lowered 
two or three inches in the heaviest down- 
pour. Rain stays out; fresh air comes in. 
Natural ventilation virtually ends haz- 
ards of fogged windows and windshield. 


A COOLER CAR WHEN PARKED 


In hot weather windows can be left low- 
ered a little when the car is parked. Vent- 
shades protect against sudden showers, 
while the circulating air keeps the car de- 
grees cooler. 


SHADE FROM THE SUN 


Ventshades shield the eyes from harsh, 
hot overhead glare and create a softer, 
more restful light inside the car. There’s 
less eyestrain. You’re more relaxed. _ 


ADDED BEAUTY FOR 

Ventshades are as good-looking as they 
are useful. Custom-made of polished 
stainless steel, they add a crowning touch 


of streamlined smartness to any car. Look 
like a built in feature. 


VENTSHADES YIELD HANDSOME PROFITS FOR THESE 
LEADING DEALERS .. . THEY'LL DO THE SAME FOR YOU! 


Cc. M. DANIEL 


HERBERT F. CHARTERS 


President, Arcade Pontiac Co., 
Washington, D. C. 


“Combining the very finest in looks 
and construction, Ventshades bave 
become a highly desirable acces- 
sory in our line.” 


President, Ernest G. Beaudry, Inc. 
Atlanta, Georgia 


“As far as we're concerned, Vent- 
shades are 100 _ cent! ... both 
from the de and customer 
stand point.” 


Vice President, James F. Waters, Inc. 
Long Island City, N. Y. 


“Our customers are delighted with 
the fine appearance of this popular 
accessory and with the extra com- 
fort and convenience that Vent- 
shades give them.” 


COC ail al) mes ely) ae dese ts 


AUTO VENTSHADE COMPANY, CHAMBLEE, GA. 


in making money, Theres fia 
nothing more interesting 


FOR COUPES AND SEDANS 


FOR HARDTOPS 


VENTSHADES SELL THEMSELVES 
WHEN SEEN ON THE CAR 


rt A | 


Ventshades are their own best salesmen. You need 
only display Ventshades on your showroom models 
and demonstrators. Nine times out of ten they'll sell 
themselves on looks alone. A word or two to the cus- 
tomer about their desirable utility features and you’ve 
cinched the sale on a profitable extra — one that will 
repeat each time that customer buys a new car. 


QUICK AND EASY TO INSTALL 
AVAILABLE FOR VIRTUALLY ALL 
MAKES AND MODELS 





